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| ANNUAL MESSAGE 
to Webster Dealers 


HE year 1951 has been one of continued tension in world affairs, and of rapidly changing 
7... in the stationery business. 

The increasing tempo of national defense in the early part of the year resulted in an un- 
precedented demand for Webster products. Like most manufacturers, we occasionally were 
faced with unavoidable delay in filling dealers’ orders, but we have increased our production 
to meet the present demand. We are deeply grateful for your patience and your understanding 
of the fact that it takes time to train new manpower for the production of high quality 
products like ours, 

It would be rash to forecast conditions in 1952. Our dealers know as well as we do what 
can happen in a war economy. We all recall our past experiences with shortages. But we are 
glad to say that the F. S. Webster Company is in an excellent position for continued adequate 
supply, because we use very little metal, and because it has always been our policy to carry 
an adequate supply of raw materials. You may rest assured that the high quality of Webster 
merchandise will be strictly maintained in 1952. 

This maintenance of Webster quality is important to you because there is still plenty of 
competition, even in these uncertain times, from suppliers who are ready to cut corners and 
cut prices. Selling a superior product is the only sure road to customer satisfaction. 

| Our greatest problem during the coming year will be the same as yours: to meet the 
increasing challenge to our American system of free competitive enterprise. The way in which 
all of us meet our responsibilities during 1952 may be extremely important to the protection 
of our business freedom 

May all of us meet this test with the energy, integrity and vision for which our great 
business family has always been noted. And may 1952 be a year of increasing prosperity for 


you, and of honorable peace for the world 


Cacetit_ 


Vice President 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Massachusetts 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1951, 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $6.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $7.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $9.00. 
Single copies, thirty-five cents in the U. S. and 
its territories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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dent; Herbert L. Sime, Vice-President; C. F. Malatesta, Secre- 
tary-Treasurer; Evan Johnson, Contributing Editor; C. H. 
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Editor; Herbert L. Sime and De Lysle F. Cass, Western 
Advertising Department; B. C. Wallsten, Manager Copy 
Department; Leonard Schimek, Assistant Manager Copy 
Department; J. H. Reardon, Director of Sales Promotion; 
C. W. Gilbert, Circulation and Business Manager; R. G. 
Johnson, Service Bureau Manager. 


EASTERN OFFICE 


G. C. Wheeler, Eastern Manager; J. L. Gallup, Assistant 
Eastern Manager; Room 1023, 100 E. 42nd St., New York 
17, N. Y. Phone Mu 3-8319. 


CALIFORNIA REPRESENTATIVE 


S. C. Mead, 2633 Military Ave., Los Angeles 64, Calif. 
Phone ARizona 72970 
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Published on the 25th of each month preceding the month of issue by The 
Office Appliance Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago, Telephone: DEarborn 2-3206. 


ESTABLISHED 1904: Succeeding and embodying American Stationer, New 
York, established 1873, the original trade journal serving the stationery field; 
Typewriter Trade Journal & Office Systems, New York, 1904; The Office, 
Franklinville, N. Y., 1904; The Office Appliance Journal, Chicago, 1905; Busi- 
ness Equipment Journal, Chicago, 1908; Office Outfitter, Chicago, 1908; the 
original National Stationer, New York, 1909. 
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Acco Products, Inc 
Ace Fastener Corp 
Addo Machine Co., Inc 
Adirondack Chair Co 
Advanco Products Div. ASB 
Allen, R. C. Business 
Alliance Rubber Co 
Allied Carbon & Ribbor 
Mfg. Corp. 
All-Rite Pen Inc 
All-Steel Equipment, In« 
Alma Desk Co 
Aluminum Seating Corp 
Amberg File & Index Co 
Amer. Cancer Society 


Amer. Dictating Machine Co 
American Evatype Corp 
American Map Co., In¢ 


Amer. Numbering Machine Co 


Amer. Photo Laboratories 


Ard Mfg. Co., Ine 
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Art Metal Construction Co 
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Bankers Box Co 

Barealo Mfg. Co 

Barkley, C. L., & Co 

Barrett Adding Machine Div 
Beach Publishing Co 
Bentson Mfg. Co 

Berger Mfg. Div. Republi: 
Boorum & Pease Co 

Brand Names Foundation, In« 
Bright Chair Co., Inc 
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Brush-Punnett Co 
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Dale Office Furn, Mfrs 
Darnell Corp. Ltd 
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Dennison Mfg. Co 
Diebold, Incorporated 
Duplicate Receipt Book Co 
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Elward Mfg. Co 
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subscribers be interested in any article of office equipment not listed here, they are invited 
through which the information will be promptly and cheerfully furnished by letter 


without obligation. 
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N ng Ma ‘ File Boxes, Fibre Collapsible 
} e WwW “ 4 & ‘ } k Hox 

F Marking Equis ‘ ie j 

R O Mfg. « ‘ “ ke « 

Desk Bumpers . . =s thy 
Pot, George F ‘ Filing Cabinets, Insulated 
Desk Lamps H ng-Hall-Mar Rafe ¢ 
Right Mfg. Cor a 

General Lamps Mfg. ¢ Shaw -Weilker Ce 
- a \ Safe & Ex pent 
Beth Mame Plete Filing Cabinets, Metal 
ae “Te. ‘ Prod. D ASB 
h h. Walter EB. ¢ . Kquipmes a 
weg dee Art Metal Construction ¢ 
5 art 8 s Cort 
Desk Pad & Tops Ber Mfg. « The 
George E.. & ¢ Berger Mig. D Repul 
Office Furnit Wholesale Dis Bro Morse ¢ 


‘A ’ a ¢ 


(Continued on page 6) 





(Continued from page 5) 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Geller, J 
General Fireproofing Co 
Globe-Wernicke Co. 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Metal! Office Furniture Co 
Peerless Steel Equipment Co 
Rockwell- Barnes Co 
Security Steel Equipment Co 
Shaw-Walker Co. 
Victor Safe & Equipment Co. 
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Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
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Filing Supplies 
Acco Products, Inc 
Advanco Prod. Div. ASR 
Amberg File & Index Co 
Art Metal Construction Co 
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(See Signals, Index Card 


Index Tabs 
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Chicago Card Holder Co. 
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Oxford Filing Supply Co 
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Ladders, Library, Store & Vault 
Cotterman, I. D 


Leather Goods 


Canvas Products Corp 


Letter Trays 
See Correspondence T 
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Neiman Loose Leaf & Bary. ¢ 
Sheppard, C. E., Co 
Wilson Jones Co 


Loose Leaf Books & Systems 
I Syste 6 I 


‘ 


‘a nal Blank Book Co 


W Jones ( 


Loose Leaf Metals 
s Biank Book ¢ 
re rd. C. E.. ¢ 


Loose Leaf Sheet Covers, Plastic 
“ 


. &RB ( 
Loose Leaf Tray Binders 
BR I k Co 
’ Eq { 
S ( I ( 
" nes ( 
Mail Bags, Canvas or Leather 


Mail Distributors 


af & I ( 


Map Tacks 
Maps, Globes, Ete 
Mf ‘ 
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Paste 
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Pen & Ink Sets 
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WANTS AND OR SALE 


is fifteen cents a word, minimum 
six words if box address is used 


TYPEWRITER AND ADDING MACHINE MECHANIC, Ideal 
Working Conditions. 38 miles from Chicago. Will pay top 
wages to man who is interested in Permanent Work. Give 
References and Experiences. General Office Machines, 218 
Fox Street, Aurora, Illinois 





TYPEWRITER, ADDER MECHANIC WANTED. Write on 
experience and availability Daley Office Equipment Co., 
Longmont, Colo 





NEED EXPERIENCED OFFICE MACHINE MECHANIC in 
our service department. Good pay and working conditions 
for qualified man. Permanent. References essential. Apply 
W. L. Talbert, 124 North Wolcott St., Casper, Wyoming 








SALES REPRESENTATIVES AVAILABLE 





SALESMAN CARRYING A COMPLETE LINE of wood desk 
trays, costumers, chair mats, arm rests and clipboards, de- 
sires another complete line for the states of Colorado, Utah, 
Idaho, Montana, Washington, Wyoming and Oregon. Excel- 
lent references. Box M-80, care Office Appliances, Chicago 6 





SALES REPRESENTATIVE NOW CALLING on Stationery 
and Office Equipment Dealers seeks one or two additional 
lines Strong following in Middle Atlantic States Best of 
references available. Write Box M-81, care Office Appliances, 
100 E. 42nd Street, New York 17, N. ¥ 

MANUFACTURER'S REPRESENTATIVE with excellent fol- 
lowing among Commercial Office Supply and Equipment 
Dealers in Southwest interested in securing an additional 
line Dealer and Manufacturer references available All 
replies held confidential. Box M-82, care Office Appliances, 
Chicago 6 








MINNESOTA and surrounding territory Steel equipment 
or Major line only. Can accept one additional line. Minimum 
number lines carried. Address M-83, care Office Appliances, 
Chicago 6 





JOBBER ITEMS WANTED: Smaller office supply items and 
supplies wanted to distribute along with the Print-O-Matic 
machines and supplies in Minnesota, Dakotas and surround- 
ing territory Donald F. Rossin Co., 423 So. 5th St., Minne 
apolis 15, Minn 





THOROUGHLY EXPERIENCED AND SUCCESSFUL manu- 
facturer’s representative seeks lines for New York State 
(except New York City) and Canada. Known personally to 
all stationery and office equipment dealers in that territory 
Write M-84, care Office Appliances, 100 East 42nd Street, 
New York 17, N. ¥ 





SALESMAN WITH UNUSUAL RECORD selling commercial 
stationery, office furniture and office machines at retail, 
desires to represent manufacturer in area centering in St 
Paul and Minneapolis Well qualified to sell any product 
for office use sold through dealers’ stores. Top references 
Address M-85, care Office Appliances, Chicago 


EXPERIENCED MANUFACTURERS REPRESENTATIVE 
Available for good repeat line for commercial stationery 
field Knows trade well for more than seven years in Penn- 
sylvania, New Jersey, Delaware, Maryland and D. C. Draw- 
ing account vs. commission basis. Box M-88 care Office Ap 
pliances, 100 East 42d St., New York 17, N. ¥ 











SALESMAN WHO HAS SPENT 27 YEARS in stationery and 
office equipment is establishing himself as manufacturers’ 
representative covering southeastern states Interested in 
office furniture, wood or steel, also supply lines. Excellent 
references. Address M-89 care Office Appliances, Chicago 6 








SALES REPRESENTATIVES WANTED 





OFFICE SUPPLY REPRESENTATIVE REQUESTED for all 

part of the territory of Michigan, exclusive of Detroit, 
Indiana, Kentucky, Illinois, exclusive of Chicago, Wisconsin, 
Minnesota, North & South Dakota. Strong line. Company 
of highest integrity Box BY-118, care Office Appliances, 
Chicago 6 








WANTS AND FOR SALE, Continued on Page 8 
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NEW, MODERN CASH REGISTER AND ADDING MACHINE y style Quote complete descrip 
e! t ‘ AMERICAN BUSINESS MACHINES 
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2,571,945. Loose-Leaf Binder. John A. Rennie, Laurelton, N. Y., assignor 
Boorum and Pease Co., Brooklyn, N. Y. 


atents 





Granted October 23, 195! 
2,571,996. Bottom Margin Indicator for Typewriters. James G. Allemann, 
Copies of patents can be obtained from the Commis- snta Ana, Calif. tlustration. 


sioner of Patents, Washington, D. C., for 25 cents each. rr Counter. Raymond H. Devanney, Berlin, Conn., assignor to 


; V r-Root, Inc., Hartford, Conn. Illustration. 
Stamps and personal checks are not accepted.) 2572, 158. Moistening Means for Duplicating Apparatus. Henry P. Keil, 
hicago, Ill., assignor to The Fixture Hardware Corp., Chicago, III 

Granted October 2, 195! 2,572, 278. Carbon Pack Holder for Manifold Typewriters. Laurence A. Petit, 
2,569,466. Ca t ‘ A. Fische se Park Md ago, | 

> 549 50 v , ted Calculat eke al ape LW 2,572,305. Loose-Leaf Binder. Ernest J. Bloore, Brampton, Ontario, Canada 

a oe eee Se es tpi em aration 2,572,450. Data Copying Machine. Robert J. Crissy, Union, N. J., assignor 

oak fon ) Ghuananinn tiie $4 tag etree ration. to Business Systems, Inc., Philadelphia, Pa. Ilustration. 
2,569,948. Pe ee ' Mieaes ~— 2,572,476. Plunger-Type Fountain Pen. Lawrence E. Harbison, Berkeley, 
2,569,668. Case Shift Mechanism for Vypewrene and vy ong =e ha 2,572,478. Cord Reel Attachment for Telephones. John H. Hawkins, Los 
. 7 sa : Angele Calif 
, . ; . 2,572,513. Envelope Moistener. Wanda L. Paul, New York, N. Y 
2,569,674. Line-Space Release Device for Typewriting and Like Machines 2,572,731. Book—and Copyhoider. Arthur Raymond Keith, Oakland, Calif. 


2,572,814. Telephone Shell and Signal Light. Marie K. Laporte, Arlington, 
Va. Illustration. 


a+ 


2,569,696. Visible Margin-Stop Setting Mechanism for Typewriters. Fred 
too Wack. 4, Menai“ T Rahat Granted October 30, 195! 
2 569.738 smp Means for Dupticater Cylinders D. A. Steot 2,572,875. Pencil Sharpener. Edwin J. Markvart and Andrew P. Solem 
P A R Rockford, | assignors to Spengler-Loomis Mfg. ¢ Rockford, Ili. tlus- 
9 805 Typewriter and : Charl p 4 tration, 
— a Berne Punch _ Combination see Vastel t. ¥ 2,572,920. Operation a Means. Herman Gang, Livingston, N. J 
dal é, Mew VYark. M. ¥ signor to Monroe Calculating Machine C Orange, N. J. 
2,570,068. Keyt i Interlock for Calculating Machines. Frederick A. Nie 2,572 1 - Stopping Means for yok reree ay _ or ~ i as 
‘ F :-. 2 + pss b _ }sTor assia r roe siculating achine ange 
ate “a : Iilustration. 
2570166. Par a Malt teil 2,573,022. Operation Control Means for Calculating Machines. Walter 
joman, Dayton, Ob assignor to The Nat s| Cash Register Co., Dayton 
Granted October 9, I95I 
2,570,323 eaf Binder Construction Be a Page End Signal for Typewriters. Richard Hull, Corinth, Miss 
ve : g 2,573,157. Memo Pad Holder. Gordon 8. Miller, Glendale, Ohio, assignor 
2,570,439. Holder for Sheets, Books, and the Like es Forca, B rdon B. Miller & ¢ Cincinnati, Ob 
; 2,573,197. Power-Driven Mechanism for Operating Type Bars and Other 
2,570,456. Value Jexing Mechanism ' i Conttle Wasi Instrumentalities of Typewriters or Like Machines. Henry J. Hart, West Hart 
M Illustration assignor to Royal Typewriter ( n New York, N. Y. IOlus- 
2? 570.4% ~h Marking Pencil + H ‘ } tration 
2,573 “~ Type Cleaning Brush. James F. Kelley and Donald E. Shattuck 
2,570,670. Pen Per Pocket Clip. Edw H 1 Menatha W Calif 
2,570,799. Forwarding Mechanism for Autographic Registers. f 2 57, 313 Record Controlled Bill Printing Device nas E. Dayger and 
M N yssig r k S. Huling, Binghamton, N. Y sssignors to International Busines 
Mamata | Illustration Machines Corp., New York, N. Y. Illustration 
2,570,908 tor to be Worn on the Hands While Learning to Type 2,573,323. Antislipping Desk Pad. Alvin L. Eshelman, Upland, Calif 
write 2,573,356. Accounting Machine for Comparing votets on Two Accumulators. 
570,93 Printing Tabulating Mechanism { M. Fleming, West ward J. Rabenda, Poughkeepsie, N. Y., assigr to International Business 
MA . ‘ MA ) N Machines Cort New York WN. Y 
tration 2,573,508. Fugitive One Mechanism for Yo setae J and Accounting Ma- 
570,966 J e . r Fos? 8 nder r M A ? Tex chines. Os ar J sunastrand West Hartf ; .< jnor to Un Jerwood 
p., New York, N. Y. Ulustration. 
granted October 16, 195! 2,573,534. Telephone-Address Index or Register, Hans A. Bauer, Prairie 
2.571.209 ha eat shion R A ‘ ty Vv view ! assignor ft Autor nt Co Ch 4g | 
2.571.567. Line itor and Copyhoider nbera. 8 " 2,573,602. Interlocking Filing Case. Hans W. Ragenhardt, Cleveland, Ohio, 
signor to Record Files. Ir Wooster. Of 
2,571,738. Per harpener. Ed» Mark +t Rockford Wssiq t 2,573,603. Follower for Filing Compartments. Hans W. Regenhardt and 
f Illustration eorge M. Be Ww ter Oh assignors to Record File Ine Wooster 
571,830. Te Pen : 
2,573,610. Envelope. Joseph A. Russo, Pittsburgh, Pa 
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Poetry 


REQUENT MENTION has been 

made in the “Trail” of some 
contents of OrricE APPLIANCES con- 
sidered inappropriate for trade 
journals. On these “plus” pages, one 
of the factors which have made this 
journal unique through the years, 
may have been subjects having no 
direct application to any commer- 
cial transaction. But everything 
there presented in poetry or prose 
has something of practical, senti- 
mental or inspirational value to the 
persons conducting such transac- 
tions. In poetry particularly 

There prevails to some extent an 
impression that about business is 
something technical beyond the ken 
of poets and artists. Investigation 
would probably disclose a surprising 
number of the rank and file of 
businessmen who turn to poetry, 
music, painting and other arts for 
recreation and cultural entertain- 
ment. 

Quite a number of leading busi- 
nessmen are eminent prose writers 
and poets, fewer being painters or 
musical composers. The advertising 
agency is the business background 
of several distinguished prose writ- 
ers and philosophers. And certainly 
of one poet. 

Poets, someone has said, are in- 
terpreters of life; if not of life 
itself, certainly of many of man’s 


experiences and emotions. Their 
inspiring lines dramatize certain 
occasions in the history of the 


country and bring patriotic thrills 
to every loyal citizen. (“My coun- 
try ’tis of thee”) (“Oh say can you 
see by the dawn’s early light” 
(“When freedom from her mountain 
height”) (“and fired the shot heard 
‘round the world”). 

They have also inspired the- finest 
sentiment in the romance of man 
and maid. (“Believe me if all those 
endearing young charms”) (“Kath- 
leen Mavourneen the gray dawn is 
breaking”) (“I dreamt that I dwelt 
in marble halls”) (“Oh Genevieve 
I'd give the world”) and a hundred 
others. 

And the poets have set up many 
guide posts to journey’s end. (“So 
live that when thy summons comes 
to join the innumerable caravan” 
(“Build thee more stately mansions 
oh my soul”). 

And with a great number of other 
rhymed lines set to music they have 
exalted the mind of man to its 
highest level. (“One sweetly solemn 
thought comes to me o’re and o’re’”’) 
(“Lead kindly light amid the en- 
circling gloom”) (“Abide with me, 


10 


Being a review of some 
events at the start and 
in the progress of the 
OFFICE EQUIPMENT 
INDUSTRY 


and its trade journal 


OFFICE APPLIANCES 





fast falls the eventide”,) and a hun- 
dred more—and more. 

In influence, second only to the 
inspiring verses mentioned above, 
is the poetic portrayal of the beauty 
and romance of commonplace ex- 
periences which are the common lot 
of the great majority. Golden 
threads in the fabric of life. 

For evidence that some business- 
men are interested in poetry, which 
Coleridge long ago defined as “the 
blossom and fragrance of all hu- 
man knowledge, thoughts, passions 
and emotions,” we reprint selections 
which adorned “plus” pages of 
OFFICE APPLIANCES Many years ago, 
from the rhymes of two poets, well 
known members of the office equip- 
ment industry. The late Alvah 
Bushnell, Jr., philosopher, expert on 
office systems and paperoid envel- 
opes, and the late John W. Messi- 
more, steel furniture specialist 
Both men wrote in serious, witty 
and philosophical vein 

The late Wilbur Nesbit, author of 
‘Your Flag and My Flag,” vice- 
president of an advertising agency 
serving some office equipment man- 
ufacturers, was eminent for wit and 
philosophy expressed in prose and 
poetry. In his younger days, col- 
umnist of a Baltimore newspaper, 
he wrote some humorous verses 
about the Anglo-Boer War. One 
verse of which lingers, perhaps with 
some errors, in the memory of this 
narrator, produced only because of 
the reference to Rhodes whose 
‘scholarships” have recently re- 
ceived considerable attention. 

Kitchner, ’e gets an earldom for 

fetching the beggars a crack, 


And Kruger, ’e stays there in 
Holland holding the blooming 
old sack, 

And Rhodes, ’e gets nothing for 
nothing because the poor beg- 
gar ’e died 

Before he could figure the profits 
on stripping the tail from the 
hide. 


Prose Writers 


NE OF THE PROSE writers in 
the industry was the late 
Arthur A. Nelson, advertising man- 
ager of the Royal Typewriter Com- 
pany. He was author of a number 
of short stories all accepted by pub- 
lishers. No returned manuscripts 
“with regrets.” His first long story, 
448 pages, “Wings of Danger” was 
published in 1915: a thrilling tale 
of adventure in Central Africa in 
which a figurative Cecil Rhodes had 
part in bringing about a great trek 
to the center of Africa in search of 
a city and its fabulous treasure lost 
by volcanic action 500 years ago. 
(Arthur Nelson died in 1916.) 

In the dialogue of the metaphor- 
ical Rhodes and the hero of the tale 
one senses Mr. Nelson’s concept of 
the Cecil Rhodes of history and 
wonders what Rhodes would think 
of the British Empire situation in 
1951 and what he might think about 
the Rhodes Scholarships.—EJ 


Vanity 

“Vanity is so anchored in the 
heart of man that soldiers, camp- 
followers, cooks and porters are 
boastful and wish to have admirers, 
and so do even the philosophers. 
Even those who write against fame 
wish for the fame of having written 
well, and those who read their works 
desire the fame of having read 
them. Even I who write this have, 
perhaps, this desire—and those, 
perhaps, who will read what I am 
writing!”—Pascal, French philos- 


opher and mathematician, 1623- 
1662. 
As Blaise Pascal left his “out- 


grown shell by life’s unresting sea” 
in 1662, including him in a list of 
writers among the office equipment 
industry personnel on account of 
his adding machine experiment 
would be going a bit far, but his 
observation upon vanity is interest- 
ing. 

However, the famous B. Franklin 
was proposed by the “Trail” for 
NSOEA honorary membership be- 
cause of his retail business in Phil- 
adelphia. And most any reader of 
this paper will recall remarks upon 


the tax cost of vanity. Quite as 
true today. 
OFFICE APPLIANCES, December, 1951 


’D LIKE TO GO 


It seems to me I'd like to go 

Where the bells don’t ring nor the 
whistles blow. 

Nor clocks don’t strike, nor gongs don’t 
sound, 

And I'd have stillness all around. 


Not real stillness, but just the trees, 
Low whispering, or the hum of bees. 
Or the brooks’ faint babbling over stones 
In strangely, softly, tangled tones. 


Or maybe the cricket or katy-did, 
Or the song of birds in the hedges hid, 
Or just some such sweet sounds as these 
To fill the tired heart with ease. 


If ’twer’nt for sight and sound and smell 
I'd like the city pretty well, 

But when it comes to getting rest, 

I like the country lots the best. 


Sometimes it seems to me I must 
Just quit the city’s din and dust, 
And get out where the sky is blue, 
And—say, how does it seem to you? 


John Wilson Messimore 


MY HEART GOES 
STRAYING 


The canyons of the city, I’ve known and 
loved them well! 

[he canyons of the city, I’ve yielded 
to their spell! 

I’ve loved the towering skyline its arti- 
sans have drawn, 

But now my heart goes up the hill, be- 
yond the wood and on. 


The daylight’s silent omen of scurrying 
crowds to come, 
The restless beat of commerce, the city’s 
ceasless hum— 
re thrill long known seems waning, 
perhaps already gone, 
For now my heart goes up the hill, be- 
yond the wood and on. 


r 


From distant forest pathways that form 
a world apart 


Come far-off, haunting voices that echo 


in my heart! 

I long to follow new roads, and know 
a different dawn, 

For now my heart goes up the hill, be- 
yond the wood and on. 


John Wilson Messimore 


WINTER’S CHARMS 
At times I like the Winter best, 


When river, vale and mountain crest 
Are clothed in white; when skies are clear, 
And distant landscapes seem more near, 
’Tis then I dwell in solemn thought 
Upon the myst’ries God has wrought. 


In Winter all the woods are brown, 
And limbs with ice are broken down; 
But then, the sun, with smiling grace, 
Greets man more squarely face to face; 
And tree-tops lined against the sky 
In silhouette delight the eye. 


Then, waterfalls themselves adorn 
With crystal veils, in glory born; 
And vistas through the leafless grove 
Reveals a lake, with crescent cove, 
And valleys on the farther side, 
That summer’s foliage would hide. 


In Winter, Nature does not sleep. 

Else, whence these winds that make us 
creep? 

These landscapes painted all in white, 

With mantled snow, within a night? 

These trees in icy coat aglow? 

Do these a sleeping Nature show? 


At times I like the Winter best, 

When hills and vales in white are dressed; 

When sunlight seems a bit more dear, 

And nights—perhaps a bit more drear; 

When friends hold close through every 

test— 

That’s when I like the Winter best. 

—Alvah Bushnell, Jr. 


THE EVENING CLOUD 


A cloud lay cradled near the setting sun, 

A gleam of crimson tinged its braided 
snow; 

Long had I watched the glory moving 
on 

O’er the still radiance of the lake below. 

Even in its very motion there was rest; 

While every breath of eve that chanced 
to blow 

Wafted the traveler to the beauteous 
West. 

Emblem, methought, of the departed 


soul, 

To whose white robe the gleam of bliss 
is given; 

And by the breath of mercy made to 
roll 

Right onwards to the golden gate of 
heaven, 

Where to the eye of faith it peaceful 
lies, 


And tells to man his glorious destinies. 
—John Wilson Messimore 


HUM, SWEET HUM! 


(These Whirr The Days) 


In days of old, when nights were cold, 
Pa cellarward would skip. 

The heater bowl he’d fill with coal; 
Set drafts, and let her rip. 


At times the heat would burn our feet; 
At times we'd sniff and sneeze, 
But cold or hot, it mattered not; 
Pa managed it with ease. 


But now he sits while mother knits, 
Be weather what it may. 

No cellar trips, no shovel-grips, 
No coaxing, night or day. 


For now the drone of flaming cone 
Supplants his former toil; 

And motor whirr keeps warmth astir, 
With automatic oil. 


In days gone by, the ice-man’s cry 
Resounded through the street. 
“How much today?” you’d hear him say. 

“A hundred?” he’d repeat. 


His axe he’d take, and chop and break, 
And bring the proper weight. 
He’d drop the lump with heavy thump, 

And maybe break a plate. 


But now his shout is put to rout; 
His pick is hushed and still. 
We've new ideas in modern years 


To keep the food a-chill. 


With whirr and hum, the ice will come— 
Small cubes or frozen coil. 

A neat device to furnish ice, 
Sans cart, sans pick, sans toil. 


In days of yore, ’twas quite a chore, 
With cloth and brush and broom, 

To sweep and dust the way one must 
To tidy up each room. 


Another rub: the old wash tub— 
With backaches, knuckles sore. 

We'd swish the duds in steaming suds, 
A good two hours or more. 


But now the ways of olden days 
Have “switched”; devices new 
With “current” types of coils and pipes 
Do all that man can do. 


With whirr and buzz the motor does 
Your chores—sit still, by gum! 
Enjoy your life. For you and wife, 
Your home is Hum, Sweet Hum! 
—Alvah Bushnell, Jr. 
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(The “Aside” on page 11 last 
month was a statement by Calvin 
Coolidge and should not have car- 
ried the initials “EJ.” The error is 
regretted.) 
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The State of the Industry 


Taxes on Fountain Pens 
and Mechanical Pencils 


. 


Self-employed Now 
in Social Security 


Typewriters 
Hold the Line 


OPS Now Allows 
Cost Increases 
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Brief interpretations of significant facts and trends 


e ON NOVEMBER 1, a 15% manufacturer's excise tax was imposed on 
fountain pens, ball point pens and mechanical penciis. Because 
certain items handled by office equipment and supply dealers 
have been subject to a 20% retailer's excise tax, confusion has 
arisen as to just how the new manufacturer's tax is to be applied 
to retail sales. The new tax does not apply to any of the items 
subject to the retailer's excise tax. Only those fountain pens, 
ball point pens and mechanical pencils not covered by the 20% 
luxury tax are subject to this new 15% manufacturer's excise 
tax. This tax is paid to the government by the manufacturer and 
is passed on to the retailer as an actual dollars and cents addi- 
tion to the wholesale price of the merchandise. The OPS ruling 
is that all items brought into stock following November l, on 
which the new tax is part of the cost, may be priced bya retailer 
by taking the normal markup on the manufacturer's price includ- 
ing the manufacturer's excise tax. If he prefers, a dealer may 
add the dollars and cents tax cost to arrive at a retail price. 
Prices on all items in-stock or in transit prior to November 
cannot be marked up to include the new tax. 


e SOME self-employed employers in this industry may not yet be 
aware of the fact that they now have the same protection as their 
employees under the new Social Security law. The only distinc- 
tion is that the man who works for himself does not have his 
earnings reported by some one else, as does the employee in 
a job covered by social security. He must report his own earn- 
ings and pay his own tax—something he will do when he files his 
1951 income tax form early in 1952. The amount of the social 
security contribution for the self-employed is 24% on the first 
$3,600 net income, which must be paid in full once a year, not 
quarterly. Manufacturers’ representatives, although they may 
feel they are self-employed, are not yet covered by social se- 
curity, a tax expert told the Office Furniture Association of 
chicago recently. 


e LISTON JACKSON, affable Texan who heads the National Office 
Machine Dealers Association, makes the interesting observation 
that despite the many improvements in mechanism typewriters have 
increased in cost only 1% a year for the past 50 years. A machine 
for example which sold for $105 in 1905 today costs $157.50— 
and it does its work better. Incontrast, prices of some leading 
makes of automobiles are more than 100% above what they were 
25 years ago. 


e THE OFFICE of Price Stabilization has issued an amendment to 
its general manufacturing ceiling price regulation, known as 
No. 22. This allows manufacturers to take their Pre-Korean prices 
and add all cost increases up to last July 26. Such cost in- 
creases, as allowed by the Capehart amendment (which President 
Truman denounced as "an economic boobytrap") include direct 
costs, such as raw material and labor, and indirect costs, such 
as administrative, clerical, advertising and selling expenses. 
Manufacturers must calculate new ceilings under the original 
general manufacturers’ and machinery orders issued last spring 
or under the optional pricing methods now provided by the OPS. 
Manufacturers can take their choice, but OPS has made it plain 
that once the optional Capehart provisions are selected there 
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can be no switching back to original orders. Once the Capehart 
plan is adopted it must be applied to all of a manufacturer's 
products. He can't apply it to only part of them except where 
separate divisions of one company make different types of mer- 
chandise. 


High Sales Indicated 
for O.E. Industry 


e ACCORDING TO the Standard & Poor's industry survey on office 
equipment, issued November 1, 1951, production of office ma- 
chines will probably set a new peak in 1951. Although office 
machines and other equipment for the office are more or less in 
the "essential" category, raw material shortages are likely to 
cut the annual rate of output in the first half of 1952. Sales 
in the industry are expected to increase about 30% in 1951, in 
part reflecting some price increases. Further price rises may 
be difficult to effect in 1952 under OPS regulations, but a 
rising volume of armament output should sustain total sales. 
Because of price controls on civilian business and close pricing 
on defense program purchasing, the fair margins of profit in 
1951 will be narrowed considerably in 1952. Earnings before 
taxes will show a substantial gain in 1951, but the higher 
retroactive tax rates will reduce the gain in net earnings. For 
the first quarter in 1952, a moderate drop in the annual rate 
of earnings is in prospect. 


e BUSINESS WEEK HAS reported former Lt. Gen. Leslie R. Groves, 
now vice-president of Remington Rand Inc., as saying: "I don't 
think there is any appreciation whatsoever of the percentage 
of office workers that is required to make an operation go. In 
the smaller plant, running from, say, 500 to 1,000 employees, 
you get up to 20% office workers. In large plants, about 15% 
are office workers." 

It is sheer nonsense, these figures considered, for any gov- 
ernmental agency to classify a plant as essential to defense 
production because of its products and to neglect such priority 
for the plant that supplies tools to the office. 


Count the Office 
Workers, Too 





Good Reading This Month 


e REVIEW and forecast. Chief exec- e THE YEAR-END inventory and in- 


PAGE itives of principal associations PAGE come tax must go hand in hand. 
16 Selling the office equipment and 24 Harold J. Ashe presents some time- 
Supply industry tell what is behind and ly tips for the businessman who confronts 
what is ahead. They speak with authority his yearly task of taking stock of goods 
and the industry will profit by their ob- on his shelves. 
seiahtainceanaat e SELLING machines in a defense 
“ae economy provides both a challenge 
=,ng  ® ERED MERISH presents a new yard- and an opportunity, says R. R. 
PAGE <stick for business analysis in a Eppert, executive vice-president of the 
22 Burroughs Adding Machine Company. It's 


war economy. Figures that have 
been dependable guides in peacetime econ- 
omy need to be approached with caution. He 


the sixth in a special series on selling. 
e IN THIS edition packed with good 


reasons that volume and profits should be PAGE reading A. C. DeNapoli, Jr., a 
measured by "Are they the best that could 28 product engineer, has provided a 
have been done?" standout. He writes on how hidden sales 


resistance is providing a hard, uphill 
battle for acceptance of the dictation ma- 
chine. Illustrated by a staff artist, this 
is No. 1 of a two-part article. 


PACE ° ARE YOU ready to take inventory? 
31 J. E. Bedford provides a check- 
list to determine if supplies, 


PACE ° JOHN M. WILSON, vice-president, 
“93 Sales, of the National Cash Reg- 
—_ ister Company writes an article 
based on the theme "Never make the second 
mistake of refusing to correct the first 
one!" He advises businessmen not to let 


pride of opinion force them to perpetuate 
an error. 
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personnel and other inventory essentials 
are on hand. 
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“When they (the wise men) had heard the 
king, they departed; and lo, the star, which 
they saw in the east, went before them 
till it came and stood over where the young 
child was. And they rejoiced with exceed- 


ing great joy.” 
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OUR CHRISTMAS WISH 


Y Bessey the centuries wise men have been searching for the ideals of 
peace and happiness. When the search has been impelled by selfish 
motives, the seeking has been futile. Under the aegis of the Prince of Peace, 
whose advent is celebrated throughout Christendom this month, the striving 
is transformed into an eager effort to give rather than to receive. In that 
joyous struggle self departs, leaving room for that inner peace and serenity 
that the world cannot take away. Our Christmas wish is that you be num- 
bered among those who have the wisdom to be unselfish. 


THE TIME IS NOW, NOT JANUARY I! 


HE INFANT 1952, popularly pictured in swaddling clothes, is to make its 

debut one month hence. The wise businessman will not wait until the 
youngster’s lusty cries alert him to action. Instead he'll steal some time 
during the rush of the holiday season to reflect calmly now on what changes 
in proceedure and organization he'll install in the new year. Waiting until 
after inventory may not be prudent for then he’ll be too weary to think con- 
structively and the time before putting 1952 plans into operation will be too 
short. In the early weeks of December is the sensible time to ponder the 
promotion of the efficient, to map out new advertising on a regular basis, 
to change from behind-the-counter to on-the-table displays, and perhaps 
inaugurate a new employee-relations system that will bring smiles from all 
the staff. 


KIND WORDS THAT WARM OUR HEARTS 


*DITORS are people, after all, and the human element enters in when we 
receive thanks for a publication job. Hence, there is a deep sense of 
appreciation from the staff of OFFICE APPLIANCES for the many who have 
written, or spoken in a complimentary way, about the coverage of the recent 
NSOEA convention. The bouquets have been numerous, conveyed to our 
advertising and editorial staff members trom manufacturers and dealers with 
whom they come in contact. 

Among the heart-warming comments are those from Paul Burbank, general 
manager of the National Stationery & Office Equipment Association. He 
graciously wrote: 

“Last night I took the November issue of OFFICE APPLIANCES home and 
read it from cover to cover. Quite naturally your report on the convention 
would be one of the most interesting things from a personal standpoint, and 
| found that almost with the opening sentence I became as fascinated with 
your report as | am when I sit down with a copy of “Time Magazine.” There 
was a lift to it, a spontaneity to the writing, and a thoroughness of coverage 
that impressed me so strongly that | wanted to write you of my reactions the 
first thing this morning. . . . 

“It is the finest piece of reporting of a convention that I have ever read... . 

“As substantiation of the degree to which I am impressed by your con- 
vention report, it will interest you, I think, that I have asked for its retention 
in our permanent records of the convention. . . .” 
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Statements by 


REVIEW 
and 


FORECAST 


Several Chief Executives 
of Principal Associations 


Serving the Office Equipment 


and Supply Industry 


U. S. WOOD OFFICE FURNITURE 


N THIS “forecast” for the wood office furniture 
industry for 1952, I want to discuss our activities in 
the coming months under the general headings of 
1. The production picture; 2. Washington activities; 3. 
Trade relations, and 4. Advertising and promotion. 

At this writing we are much encouraged in our 
promotion estimates by the promise of NPA to increase 
allotments of steel for secretarial desk and swivel chair 
mechanisms. With this prospect, we believe we can 
meet the needs of busines, industry and Government 
during 1952—as we have always done in other critical 
periods. 

While our main efforts will be directed, of course, 
towards greater wood office furniture production, we 
are not overlooking the need for continued research 
and product improvement. During the last year, at A F. KRIEG 
several meetings, our members heard and discussed 

acon President 
many new production ideas, some of which will in- ; 

; Wood Office Furniture 
evitably appear in our products. 

Research and product improvement have two aims: 
to enable us to make even better use of materials and manpower; to enable us 
to give you a product with greater utility, greater beauty and greater sales appeal. 

Our Washington headquarters activities will continue under the guidance of 
John Reinecke, executive secretary of the Wood Office Furniture Institute. Mr. 
Reinecke, as you may know, gained considerable experience during World War II 
as an official of the War Production Board. Already, industry advisory committees 
have been appointed by the Office of Price Stabilization and by the National 
Production Authority for our industry—so that we have the mechanism set up 
for good working relations between our industry and our government. 

Howard Gatewood will continue his “missionary” work as our trade relations 
director. His coast-to-coast and Canadian activities include sales training sessions 
with dealers and their salesmen—to help you do a better job of selling the 
advantages of wood office furniture. 

In addition, Howard plans more “educational” meetings with large office 
furniture users—to learn more about their needs, and to tell them more of the 
story of modern wood office furniture. This “two way street” has proved extremely 
beneficial to us, the manufacturers, and to all our dealers. Howard reports that 
his calls on business executives show the real and continuing need for thorough 
selling of modern wood office furniture. Many executives have told him that 
they were both surprised and pleased to learn the details of our story—never 
having heard them before. 

Thus, here is a great opportunity for dealers to do a better job of selling wood 

on its merits, not as a substitute 

Our advertising and promotion plans for 1952 have been stepped-up over 1951. 
Trends, our “family magazine,” now includes, every month, a “consumer Trends”, 
which we hope dealers will use to supplement their own consumer advertising 
During 1952, WOFI will be exhibiting at several important conventions, telling 
the story of your goods and services to thousands of prospects. New consumer 
booklets and sales training aids are in the works, and will reach you during 
the year 

All in all, we of the Wood Office Furniture Institute look forward to a busy 
year. Our wish is that your 1952 will be the same! 





Institute 
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U.S. OFFICE EQUIPMENT MANUFACTURERS 


: . 2 HE COMPANIES which are members of the Office 

Equipment Manufacturers Institute face two major 
responsibilities at the present time. One is to supply 
the normal users with the labor saving machines and 
equipment, the demand for which is even greater 
under today’s conditions than before. The other is 
to meet commitments on the production of defense 
materiel as part of the defense program. 

The most important problem at present is that of 
a shortage of materials. Already the industry has done 
a fine job of cutting its requirements of critical ma- 
terials through the use of satisfactory alternate 
materials. Efforts in this direction will be continued 
and intensified. 


Assuming that no major changes occur in the world 
situation, it is not likely that there will be any let-up 
in the demand for the regular products of the industry. 
Because of the materials situation, it is probable that 
demand will exceed the ability of the industry to meet 





R. S. OELMAN 
President 
Office Equipment 
Manufacturers 


Institut ; ; 

an it. There is an urgent need for business machines and 
equipment in new or expanded plants, in Government agencies and other types 
of operation directly connected with the defense effort. Requirements in these 


areas have been given special consideration by the industry and this policy will 
of course continue. 


Because of the particular skills developed within the industry, member com- 
panies are natural sources of supply for many of the most complicated items re- 
quired in the defense effort. Already the industry has been called upon by the 
government to produce various electronic devices, aeronautical instruments, air- 
plane parts, carbines, aircraft cameras, aircraft accessories, small arms parts and 
many other items. 

As a result of the time required for tooling and designing, actual production 
of these items in many cases is just getting underway. The demand for production 
facilities of the industry is bound to be increased more and more in the months 
ahead as the tempo of actual defense production steps up. 

The year ahead is without doubt a challenging one to all producers of office 


equipment and business machines. 





U. S. STATIONERS 


Y SON WAS a track man in college. Vicariously 

I have suffered the gnawing pre-game anxieties, 
experienced the straining, flooding passion of desire 
to win, and thrilled as his body broke the tape in 
victory. Consequently, track and field events have 
always captured my keenest interest. Each participant 
is on his own, solely dependent upon his training, 
stamina, self-reliance, and will to win. Anyone who 
competes in such events is a true example of an in- 
dividual enterprise, an independent operator, com- 
peting in a typical democratic manner. Of all events 
the relay race is my first choice. How analogous to our 
industry! 

The manufacturer is our lead-off man. He knows 
the starting blocks must be properly and firmly set 
in the unquestionable quality of products. The pace 
set in production and delivery is intelligently calcu- 
lated, the coveted inner lane is secured and held 
through meeting every contingent with courage and 
strength. The next laps are run by the jobber and 
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President 
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held men. They are mostly run on the back-stretch, away from the fan fare 
of the grandstand; but important laps they are, without which the lead man 
has wasted his efforts and the anchor man will defeatedly watch his competitors 
pass him by. Without fumbling, the baton is passed on to the anchor man, the 
dealer. With speed and precision he pushes forward. He knows he must intelli- 
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gently gauge the distribution of his products. He is propelled forward past his 
competition by almost super-human drive of salesmanship. His final sprint is 
made in front of the grandstand. There he proudly presents the products to 
the consumer public. He breaks the tape first. Yes, a winning combination; 
manufacturer, jobber, field man, and dealer. 

Our industry has been a consistent winner. The hazards of the race are known 
to victors. Today, these hazards loom large. A muddy track of controls and in- 
creased costs, and the cold, adverse winds of critical shortages all demand a 
healthier condition, more discipline. We must not be muscle-bound by fear nor 
lose our stride by indecision. There may be some spiking: let’s have no part of it. 
In spite of pre-game anxieties and catapulted pressures to win, we must run 
a clean race. We recognize the intrinsic value of this race in the field of free 
enterprise. We know that it takes incentives, competition, training and develop- 
ment to nurture this system. 

Championships are earned: they are not decided before the race begins. They’re 


calling our event now. Let’s go! 





U. S. OFFICE MACHINE DEALERS 


N FORMER YEARS the backlog of employable workers 

in the United States has been about 8,000,000. Today, 
it is less than 600,000. Only a small part of this 600,000 
are office workers. 

That means that with the number of employable 
office workers down to the absolute minimum—the 
lowest in our history—labor-saving office machines 
are more important than ever. If American business- 
men are to complete the immense amount of paper 
and figure work required, they will need to turn more 
and more to the office machine dealer for short-cut 
devices. 

This is where the National Office Machine Dealers 
Association enters the picture. It is the function of 
our association to make our dealers realize the im- 
portance of the office machine in today’s business, 
to realize their opportunity to render a service, and 
finally to grasp their responsibility to see that the 
advantages of modern office machines are brought to 
the attention of the owners and managers of business. 

No one knows what the improved office machines will do for industry except the 
manufacturers and the office machine dealers, and it will be up to them jointly 
to see that this information gets to the businessman. 

For 25 years NOMDA has been doing this job and today we can see the results 
of constant effort along this line. 

During my lifetime the office machine industry has been transformed from a 
trade to a profession. At first, individual mechanics opened small shops in base- 
ments and small rooms “around the corner.” Here, they did repair and service 
work, occasionally picking up an old machine, repairing it and selling it. 

But today the scene has changed. In the past three years I have traveled by 
automobile more than 18,000 miles and have visited every state in the United 
States, also western and eastern Canada. These journeys have given me an 
opportunity to see that the office machine dealer has moved out of the basement 
and side street and is now on “Main Street, U.S.A.” He has added a stock of used 
and rebuilt machines, new portable typewriters, adding machines, calculators, 
duplicators and checkwriters. He has show windows for display on the street 
and display cases inside his store. He has hired salesmen. Many of the more 
progressive dealers are doing a large amount of advertising—some have regular 
advertising budgets for every month of the year. They have established up-to- 
date bookkeeping systems and are doing a good job. 

According to the. U. S. Bureau of the Census, out of the total number of office 
machine dealers, more than 2,200 are each doing more than $100,000 volume of 
business annually. These more progressive dealers are taking advantage of all 
kinds of help to aid them in selling. They are subscribing to trade journals 
connected with the office machine industry, attending trade conventions at 
which the manufacturers display their products—new machines and new ideas. 

Small wonder that the office machine industry is one of the most stable 
industries in America today and that it is growing faster than ever before. Many 
people do not realize how big the office equipment industry is. But according 
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to the census bureau it is now the 12th largest industry in the United States, 
doing approximately $1,500,000,000 yearly. As we say in Texas, “This is not hay.” 
The office machine industry represents a substantial part of this total. 

A dealer used to hesitate to ask a man to buy a new machine. He would walk 
into an office with his hat in his hand and his head bowed low. Now, he feels 
that as a dealer he is rendering a real service in supplying new equipment. He 
is armed with convincing figures such as these: A businessman pays an office 
worker $50 per week, amounting to $10,000 in four years. Then, why should he 
hesitate to spend $150 to $200 for a typewriter or adding machine which will 
help that employee to produce more and better work during the four years in 
which he will be getting $10,000 in salary? The office machine dealer can point 
out that the businessman does not hesitate to provide the best machinery available 
for his factory, so why not do the same thing for his office? 

Yes, office machine dealers now realize they are providing a real service in 
selling the labor-saving advantages of office machines. 

If materials are available to manufacturers in 1952, the office machine business 
should have its best year. 

Our ability to sell office machines should keep pace with the ability of the 
manufacturer to produce them. Our slogan for the year should be, “Better 
Standards of Living for Office Machine Dealers Through Better Merchandising 
and Selling.” 

Our job is to glamorize the American business office. We must stimulate the 
development of the highest standards of design and equipment in architecture, 
furnishings and office machines. This cannot be done by one segment of the 
industry alone, but must be accomplished through the whole industry and by 
all of the national organizations that have a direct interest in the progress 
of the American office. 

The office equipment industry can count on NOMDA to do its part. We want 
to work with the office equipment manufacturers, office furniture dealers, sta- 
tioners and office managers. The tempo of the industry has been speeded up 
and we want to keep up that progress. 





U. S. OFFICE FURNITURE DEALERS 


N GIVING YOU the perspective of the office furni- 

ture industry for the last year and also a look into 

- the future I have attempted to review remarks, trade 

a analysts and publications which have explained this 
situation at great length. 

To review the past year in our industry, I believe 
it best to refer to the major event which took place 
in 1950 and which confused the thinking of all in- 
dustry, namely the outbreak of the Korean War in 
midsummer of 1950. With it came the confusion which 
lasted for a short time, during which dealers tried to 
ascertain whether to build up their inventories or 
try to maintain a level inventory. It seemed the entire 
industry immediately took cognizance of the lesson 
learned in World War II, namely that the firm with 
the largest inventory did the largest business. 
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President : This brought about an immediate upsurge in business. 
National Office The buyer, instead of being discriminate, purchased 
Furniture far beyond his immediate needs and added in many 
Association instances lines of merchandise never handled before. 

To further prove his deduction right, our steel production slowed down and 
wood office furniture began to lag—in short, the entire field began to slow its 
deliveries of merchandise. During this time, the office furniture dealer began 
slowly to build up a stockpile. His merchandise did not move as fast an anticipated, 
and the possibility of further shortage appeared, and he was soon faced with 
a large inventory of not only slow-moving merchandise, but some lines of 
merchandise of questionable quality. However, he still assumed he was right 
in his thinking, for about this time, the allocation of merchandise was inaugu- 
rated by our factory suppliers, along with the application of DO ratings on 
critical items. In short, our dealers continued in the same vein which they 
thought to be right from their past experiences. 

Business maintained itself for the first four or five months of 1951 and it has 
been proven by statistics that at the start of the summer season, the seasonable 
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slump in business was felt nationwide. From information I have received, however, 
the seasonal slump was of shorter duration than in past years. Today, business 
for the average office furniture dealer has leveled off with a slight tendency 
toward a rise in volume. 

I have tried, up to this point, to bring to your mind things which were self- 
evident to most office furniture dealers. In checking with dealers today, I note 
that in the opinion of most, business will continue at its present rate. There are 
some items of interest in the minds of all dealers, which I shall pass along to 
you. There is a definite tendency for the dealer to clarify his inventory problem. 
All dealers have decided that “cat and dog” merchandise has no place in his 
wares. There is also a tendency on the part of the dealer to appeal to his 
clientele through a better presentation of his wares, via store decoration, proper 
lighting, and so forth. I have also found the average dealer concerned with 
plans to offer additional services to his customer, such as complete office out- 
fitting including suggestions as to color, design—a complete decorating service, 
along with equipment. 

I wish I could look further into a crystal ball—and be able to tell you more 
of the future, but I would like to close by saying that I have found our office 
furniture dealers are proud of the business in which they are engaged and are 
doing everything possible to create a finer and better market for their mer- 
chandise 





CANADIAN OFFICE MACHINE DEALERS 


S ANOTHER YEAR is rapidly coming to a close 
A it is opportune to take stock of the achievements 
of the past and to assess the possibilities promised by 
the immediate future. The Canadian Office Machine 
Dealers Association can look back upon 1951 as a year 
of prosperity, of increased sales volume and of rising 
prices. The official cost of living index in Canada, 
based on 100% for the years 1935-39, rose from 171.1 
in December 1950, to 189.8 at the end of September 
1951 (latest figure available), representing an increase 
of 10.93% during the first nine months of the year. 

Moreover, defense production expeditures did not 
materialize to the extent that they were expected. 
Automobiles, electric refrigerators and some other dur- 
able household equipment did not sell well during the 
Summer months and the same can be said of office 
machines and portable typewriters. There are now, 
however, definite signs of a turn in consumer demands. 
Nevertheless, the manufacturers are curtailing produc- 
tion due to merchandising problems and a shortage 
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of steel 

It is said that the next four months will witness a spectacular increase in 
defense activity, continuing through 1952. The Canadian Government, criticized 
for over-taxing, is reported to be ready to implement plans for the spending of 
$5 billion within three years 

While this spending will stimulate internal trade, it will also have an adverse 
influence on Canada’s dollar position on account of extensive buying of defense 
supplies in the United States. This in turn will mean the continuation of the 
discount of Canadian funds in international money markets and the maintenance 
of relatively high prices for imported office machines. Partly because of these 
conditions, and partly in spite of them, the prospects for the office machine 
trade for 1952 are definitely good ones 

Government interference on two occasions during 1951 has influenced the sale 
of office machines in Canada. The first was in April, when credit terms and 
deferred depreciation were imposed alongside a 25% increase in the federal 
sales tax 

Restricted credit buying seriously affected installment sales of portable type- 
writers and the deferment for four years of the right to charge depreciation 
on all capital assets acquired after April 10, did discourage the replacement of 
obsolete office equipment with modern machines, so long as the new appliances 
could not be written off in the accustomed way. The increase of the federal sales 
tax on the other hand helped to raise the cost of living index and was one major 
cause of rising prices in general 

The second serious blow at the producers and the retail trade by legislation 
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was announced on October 9, when the government proposed to recommend a 
law that will prohibit suppliers of goods from requiring or inducing distributors 


to resell such goods at fixed or minimum resale prices. The practice known as 
resale price maintenance, whereby a producer or importer of merchandise could 
prescribe to the retailers the ultimate selling price to the consumer, will become 
illegal if this law is sanctioned by the federal legislators. The repercussions which 
such law making will have on the office machine trade can hardly be fully under- 
stood or even envisaged by anyone not directly connected with the retail trade. 

The blow is directed largely at the small retailer and independent dealer 
who can not afford to meet the price slashing methods and loss-leader tactics 
of large stores and country-wide chains. There can be but little doubt that the 
proposed prohibition of resale price maintenance is part of the government’s 
fight against inflation. On the other hand, it must be admitted by earnest 
students of economy that resale price maintenance tends to stabilize trade during 


period of rising prices and its abolition is of benefit to the consumer only if 


there is 


downward trend of price levels. If the resale price maintenance is 


going to be prohibited by law we shall see many small operators amongst the 


producers and particularly amongst the retailers fall by the wayside and end up 
in the bankruptcy courts. 

The issue free trade versa chaos and/or regimentation. Every day we see 
evidence of free enterprise being hamstrung by rules and regulations ferreted 
out by professors of economics who in their own rights often could not take 
care of an ordinary household budget. But in spite of these tremendous handicaps 
under which the businessman is laboring today there is still enough tenacity, 
ingenuity, fight and unbroken spirit evident and there are so many tasks yet 
undone and so few hands to do them with, that we are convinced that the year 
to come will hold rich rewards for those who have an ear for opportunity knocking 
it the dot 

If we are spared another war, we in Canada are heading towards an unprec- 
edented era development conjoint wtih prosperity, the like of which will 
have few, if any, equals in the history of mankind 














IN DECEMBER OF 1881, WHEN: 
;o0d holiday trade was reported at St. Louis, Mo., “in spite of 
floods on the Father of Waters; despite the delays and in- 
ency of our Transfer Company; despite Jay Gould and all 
the rest whose hands are upon our municipal throat’. . . . The 
1icago post office instituted a neat scheme for saving Govern- 
ment mone It offered a reward of $100 to the clerk who shall, 
iring the year, detect the greatest amount of insufficient postage 
1 letters pa: y through the office. . . Baughman Brothers, 78 
ne St., N N. Y., introduced a ladies’ lap desk tablet 

From f f the American Stationer 


IN DECEMBER OF 1891, WHEN: 

a. S. Cz ‘ompany, San Francisco, secured two more 
1gencies—-for the American cash register and the Bates automatic 
mbering hine. . . . Shea Smith & Company, Chicago, 
th I combination desk pad and memorandum 
endar Aluminum Christmas cards were a novelty just 
rket Max Cohn of Milwaukee was issued 
1 patent for typewriting machine. Vice-President John A 
Walker visited the extensive cedar mill plant owned by the 
seph Dix rucible Company at Crystal River, Fla., where 
was prepare the selected cedar for the “American graphite” 

files of the American Stationer). 


IN DECEMBER OF 1901, WHEN: 


style “premier of duplicating machines,” was 
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claimed to produce 60 copies per minute by hand power and 
100 copies per minute by electric power. . . . The Carter's Ink 
Company advertised a water-well paste jar. Water surrounding 
the paste jar was claimed to keep the brush soft and the paste 
fresh. . . . The Chicago check perforator was declared to be 
the “only machine that perforates the check top, bottom or center.” 

. Carlson Brothers, booksellers of Moline, Ill., moved its store 
into larger quarters. . . . The Laughlin New Departure fountain 
pen retailed at $2.50. . . . (From files of the American Stationer). 


IN DECEMBER OF 1911, WHEN: 


Chicago and Grand Rapids, Mich., looked ahead to the semi- 
annual furniture exhibitions to be held the coming month... . 
The Plew & Motter Company reported a constantly increasing 
demand for metal tip guides. . . . The Murphy Chair Company 
opened Chicago offices at 1326 Michigan Ave. .. . The Hammond 
typewriter was advertised as the “only polyglot typewriter, over 
35 languages on one machine”. . . . The Underwood sales force 
presented its general sales manager, J. E. ‘‘Jake’’ Neahr, and his 
bride a new Chalmers 36 as a wedding present. “Top, wind- 
shield, a full set of splendid robes, extra sets of tires and no 
possible accessory for comfort that helps to make touring a 
pleasure have been neglected in this car,” declared the Office 
Appliances account. . . . (From files of Office Appliances). 


IN DECEMBER OF 1921, WHEN: 


The C. L. Barkley & Company firm was founded in Chicago. 
J]. Ogden Pierson of the Dameron-Pierson Company, Ltd., 
New Orleans, took over as the new president of the National 
Association of Stationers and Manufacturers. The Parker 
Pen Company was about to place on the market a new propelling- 
repelling pencil, “Lucky Lock.” ... The Shaw-Walker Company 
added Expandex Main Guides to its line. . . . Frank Pennington 
was named general sales manager of the A. B. Dick Comapny. 
. A new corporation, the Bates Manufacturing Company of 
New Jersey, purchased the entire assets of the old Bates Manu- 
facturing Company, including patents, from Thomas. A. Edison, 
Inc. of Orange, N. J. . . . (From files of Office Appliances). 
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NEW YARDSTICK 


for business analysis in war economy 





by Fred Merish 


business analyst and 
financial counselor 


SPITE THE FACT that average 

figures are the best of the poor- 
est and the poorest of the best, 
office appliances dealers have been 
accustomed to the use of averages 
when making comparative analyses 
of their business figures. In using 
them, however, the dealer should 
handle average figures with care in 
this war economy because figures 
that may have been dependable 
guides in a peacetime economy may 
be dangerous yardsticks today 


Always remember 


that averages 


can show a trend, but they ignore 
too many variables, they consider 
too few contributing circumstances 
that exist at a time like this and 
if averages are used without quali- 
fication or a consideration of these 
factors, the dealer can place little 
dependence in his findings. From 
month to month and year to year, 
the dealer scans his current figures 
and strikes a comparison with the 
“average” for a prior period. When 
such comparisons are made in this 
war economy, as shortages arise, as 
the dollar goes down in value, as 
controls are enacted, and all the 
other wartime gremlins appear, the 
dealer must be careful that he 
weighs all these factors carefully or 
he may get an erroneous impression 
of his current managerial efficiency, 
which may lead him into troubled 
waters eventually. 

It is highly probable that before 
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Inflation and decreased value of the 


dollar provide menace to figures 


long it may be necessary to scrap 
comparative figures built up from 
1945 to 1950, just as was done in 
that period with the prior figures 
accumulated between 1940 and 
1945. The first period covered war 
years, the next five-year period 
were post-war years and, because 
of the distortions that occurred in 
the war years, its figures were not 
dependable as_ yardsticks with 
which to guide operations in the 
post-war period. The dealer could 
consider them but he had to make 
allowance for the variables before 
he arrived at a conclusion that was 
comparatively sound. He will be up 
against the same situation in this 
war economy. It is hardly likely 
that the 1951 figures, when they are 
all in, can be averaged against fig- 
ures of one or more prior years with 
any degree of assured accuracy. 
Nevertheless, the dealer should 
analyze the results of his operations 
But how? The most useful compari- 
son can be made in this war econ- 
omy by contrasting accomplishment 
with the “best that could have been 
done”—what the best managerial 
efficiency, the best advertising and 
selling effort, aiming at the greatest 
amount of potential business con- 


Sidering restrictions, would have 
preduced in the way of sales and 
profits. Undoubtedly, the dealer 


will never be quite free from work- 
ing with some sort of “averages” 
when analyzing his business figures, 
but he should include with his 
analyses an estimate of the “best 
that could have been done.” 


At one time 

businessmen fre- 
quently talked about a “normal” 
year, “normal” profits and “normal” 
sales. The word “normal” has 
passed into limbo long ago. You 
dont’ hear it much now because we 
haven’t had a normal economy for 
years and it may not be “normal” 
for the remainder of our lives. “Nor- 
mal” is just another word for “aver- 
age” at a time like this so one may 
well become reconciled to the fact 
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that all “averages” pertaining to 
business operation from now on 
must be handled with care. We 
notice that many dealers still place 
much reliance on “average figures,” 
hence we broadcast this warning. 

For most purposes, the use of 
average figures is downright dan- 
gerous in these hectic times. If 
inflation comes and the dollar drops 
in value automatically increasing 
dollar sales over prior years on the 
same unit volume, what genuine 
satisfaction can come from a sub- 
stantial increase in 1951 or 1952 
over 1950 when the result may be 
based on dollars that are worth 
much less in this wartime economy? 
The thing to remember about vol- 
ume and profits from now on is, 
“Are they the best that could have 
been done.” 


Businessmen have 

used two gen- 
eral types of averages, internal and 
external, the internal computed 
from their own experience figures, 
the external made up from com- 
pilations of group figures for those 
in the same line of business. In 
prior years, business counselors rec- 
ommended that the dealer use his 
own experience figures as primary 
guides, that external group figures 
were second-best. Now, they are 
recommending that the business 
analyst give strong consideration to 
averages compiled from the figures 
of those in the same line, giving the 
dealer’s experience figures second- 
ary consideration because the ex- 
ternal figures will give him com- 
parative information on the 
changes in ratios occurring in his 
field. However, when using group 
figures, be sure that they cover a 
period in this war economy and not 
prior to it, that the groups repre- 
sented do a comparable volume and 
do business in territories of similar 
size because operating ratios, even 
in normal times, will fluctuate with 

these factors. 
Business analysis, to be effective, 
(Turn to page 27, please 
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NEVER make the second mistake of 
refusing to correct the first one! 


ANDREW CARNEGIE HAD WISDOM AND COURAGE 
TO REMODEL NEW STEEL MILL AFTER A MISTAKE 


Y PERSONAL experience and talks with business- 
M men in all parts of the world have repeatedly 
impressed with this fact: While it is inevitable 
for a businessman to make some mistakes, errors are 
not necessarily an indictment of a man’s judgment 
because decisions are based upon action taken after 
reviewing the facts available at the time. 

Quite often wrong decisions are caused by lack of 
information rather than by faulty judgment, because 
a man’s judgment can be no better than his infor- 
mation. A wise businessman recognizes this and, after 
learning that he has made a mistake, acts immediately 
to change his original course of action. He does not 
let pride of opinion force him to perpetuate the bad 
effects of a mistake by failing to correct it promptly. 
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by John It. Wilson 


vice-president, sales, 
National Cash Register Company 


Andrew Carnegie once assigned Charles Schwab the 
task of building a new steel mill. When the day ar- 
rived to inspect the new plant, Mr. Carnegie compli- 
mented him on the job done. 

“Thanks,” replied Mr. Schwab, “but I see now where 
I made some mistakes. If I had it to do over, I would 
make certain changes that would reduce our manu- 
facturing costs. But the changes would now cost a 
great deal of money.” 

Whereupon Mr. Carnegie, a man of great business 
acumen, said,.“Go ahead and make the changes, 
Charlie, before you put the plant in operation. You 
had to build this mill to learn certain things. Now 
apply that experience profitably. Rebuild the mill. 
Remember—never make the second mistake of refus- 
ing to correct the first one!” 


It is not always easy 
to take the loss that a change 
in decision involves. A man’s natural instinct is to 
stay with his mistakes—to “put up with the inadequate 
steel mill” or to keep using other inadequate equipment 
—until he has “got some of his money back.” 

This human tendency is noticeable in all phases of 
human endeavor. Even around the gaming tables, 
where man’s basic characteristics are most strongly 
revealed, it is a well-known fact that the odds in 
favor of the house are increased by a person’s natural 
tendency “to push his bad luck more than his good 
luck.” 

As once explained to me, a player will start out with 
the idea of not losing, say more than $20. But when 
he loses that amount, he is tempted to risk still more 
in an effort to recoup his loss. This usually results in 
still greater losses. 

But if the player should win and double his original 
$20, he is inclined to “quit while ahead.” That’s an- 
other reason why the average man will leave the 
table with more losses than winnings. 


We find this same instinct 

influencing many men 
in business. A man installs a business system because 
he feels at the time that it is adequate for his needs. 
Later he finds it is inadequate, or that a different 
system would operate more economically—but he hesi- 
tates to “take his loss.” Rather, he is tempted to “stay 
with it a little longer” in a salvage effort. 

Business itself is a legitimate risk, and when un- 
fortunate investments are made, it is highly important 
that losses be taken quickly and not perpetuated. 

Anyone who has had much experience in buying 
stocks realizes the fallacy in the idea that one should 
buy more of a stock that has decreased in value, for 

(Turn to page 168, please) 
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YEAR-END inventory and income tax 


HE IMPORTANCE of correctly 

taking a year-end inventory of 
merchandise from the standpoint 
of its income tax implications can- 
not be overemphasized. This is no 
less true of the small appliance 
dealer than of his larger competitor 
with a relatively larger stock. An 
accurate inventory is a primary fac- 
tor in determining a dealer’s net 
profit or loss and, in turn, the 
amount of his income tax, if any 

If the dealer errs in valuing his 
inventory, his mistake will be re- 
flected in over- or under-stating 
net earnings. This will result in 
too high or too low a tax assess- 
ment. Dealers depressed at the 
prospect of taking the annual in- 
ventory may be sorely tempted to 
do a little ‘“guesstimating.” This 
short-cut is frowned on by the 
Bureau of Internal Revenue. In ad- 
dition, the dealer indulging in such 
a practice may pay a stiff price in 
an inflated income tax bill for what 
time is saved by guessing. 


Where the buying 

and selling of 
goods is an income-producing fac- 
tor, the tax law requires that net 
income must be computed by the 
use of inventories at the beginning 
and end of each tax year. In prac- 
tice, merchandise bought during 
the year does not usually represent 
exactly the goods sold during the 
year. Some goods sold during the 
year were bought in prior years; 
other merchandise bought in the 
current year is disposed of in sub- 
sequent years. Hence, starting and 


closing inventory are indispensable’ 


in determining net profits. 

To appreciate the importance of 
inventories, as they reflect net in- 
come, consider this example: 
Total receipts from 

business 
Inventory at 

beginning 

of year $15,000 
Purchases during 

year 


$50,000 


31,000 
Total 46,000 
Less year-end 

inventory 11,000 


Cost of goods sold 35,000 


Gross profit 15,000 
Less business 


expenses 9,000 


Net profit 6,000 
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Evaluation of merchandise in stock 


must clearly reflect net profit 


If in the above example, the clos- 
ing inventory is over-valued by 
$1,000 (or a $12,000 inventory), this 
under-states the actual cost of the 
merchandise sold by $1,000. This, 
in turn will boost the net profit to 
$7,000, and result in a higher in- 
come tax. Or, if the year-end in- 
ventory is under-valued by $1,000, 
net profit will be reduced by that 
amount. By altering the above fig- 
ures, the reader.can quickly see 
what the result will be by projecting 
the error down from year-end in- 
ventory through cost of goods sold, 
gross profit, and so forth. The above 
example is not intended to be rep- 
resentative of the trade, but is 
merely illustrative of the major 
importance of striving for inven- 
tories as accurate as possible. 

It should be noted that the clos- 
ing inventory of one year becomes 
the opening inventory for the fol- 
lowing year, and the first year’s 
inventory error will be carried over 
to the following year, and with a 
reverse profit result in the subse- 
quent year. 


WHAT MUST BE INVENTORIED 

All merchandise bought for resale 
must be included in the inventory 
This not only includes merchandise 
ready for sale but also partly fin- 
ished goods, and merchandise that 
must be assembled before it is of- 
fered for sale. In addition, goods 
in.transit must be included. How- 
ever, goods ordered, but not shipped, 
are excluded from inventory. Mer- 
chandise placed with a dealer on a 
consignment basis is also excluded 


METHODS OF VALUING 
INVENTORY 
There are four principal methods 
of valuing inventory. These are 


(1) Cost 
(2) Cost or market, whichever is 
lower 


(3) Retail method 
(4) Last-in-first-out 
“Lifo”) method 
Only the first three methods will 
be discussed as “Lifo” is complex 
and should not be used except after 
careful consideration and with a 
tax counselor at the dealer’s elbow. 
It may be used only with the per- 


(also called 


by Harold J. Ashe 


special writer 


mission of the Commissioner of In- 
ternal Revenue. 

Whichever inventory method is 
elected by a dealer for purposes of 
valuing merchandise stocks it must 
(a) clearly reflect the taxpayer’s 
income, and (b) be as close as pos- 
sible to the best accounting prac- 
tice in the trade. In addition, the 
taxpayer must be consistent in the 
use of the method he elects. Con- 
sistency may be more important, 
from the standpoint of the Treas- 
ury Department, than the method 
used. Thus, a taxpayer may not 
switch from one method to another 
as he sees temporary tax advan- 
tages to himself in one or another 
methods under different sets of cir- 
cumstances. 


COST METHOD 

With this method, the dealer uses 
his invoices as a basis for valuing 
his inventory, adjusting valuation 
by deducting trade discounts and 
adding to values the cost of ship- 
ping and any other expenses neces- 
sary to getting physical possession 
of his stock. Such discounts may or 
may not be deducted to determine 
values provided, however, the dealer 
adopts one or other course and fol- 
lows it consistently in determining 
inventory values 


COST OR MARKET, WHICHEVER 
IS LOWER 

In using the cost or market, 
whichever is lower, method, the 
same rule for determining cost is 
used as indicated in the previous 
paragraph. The market price is de- 
termined by the current prevailing 
market at the time of taking inven- 
tory. 

In using the cost or market 
method of valuation, it is important 
to remember that whichever of the 
two, cost or market, is the lower 
value of each item must be applied 
consistently. A dealer is not per- 
mitted to take two inventories, one 
at cost and the other at market, 
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and use the lower of the two totals 
for his inventory valuation. The 
whichever is lower” test must be 
applied to each item inventoried, 
item by item, and these “lower” 
valuations must then be totaled to 
determine the inventory value. 

To illustrate this point, consider 
the following 


“Whichever 
is Lower” 
Cost Market Value 
Item 1 $500 $480 $480 
Item 2 300 520 300 
Item 3 600 510 510 
Item 4 430 450 430 
Item 5 §50 600 600 
Total 2.480 2,560 2,320 
From this it can be seen that the 
whichever lower” qualification 


results in a different inventory fig- 
ure than using either cost 
market totals only 
As has already been pointed out, if 
the dealer does not consistently fol- 
low one method, he would have 
leeway to “play with 

i which would ma- 
his net profit and his 


totals only 


considerabl 
inventories 


terially aitel 


income tax. This possibility ex- 
plains the insistence by the Bureau 
of Internal Revenue that an inven- 
tory method be consistently used 


RETAIL METHOD 


The retail method of valuing in- 
ventory presents an approximating 
of cost rather than attempting to 
trace back through innumerable 
invoices to get the actual costs, 
item by item. It results in a consid- 
erable savin yf time. In inexpert 
hands it can result in a wide mar- 
gin ol erro! 


For exampl a dealer has an 


opening inventory of $10,000 and 
purchases $25,000 worth of mer- 
chandise during the year, or a com- 
bined merchandise, at cost, of $35,- 
000. If the retail value of his mer- 
chandise is $50,000, the margin is 
$15,000, or 30% of the retail price. 
So, to determine the cost value of 
the year-end inventory, it would 
be tabulated at retail and then be 
converted to cost by a percentage 
formula. Thus, if the inventory 
stands at $12,000 retail, at year-end, 
its cost value would be 30% less, or 
$3,600 from $12,000 or $8,400. This 
year-end inventory value then be- 
comes the beginning of year value 
for the ensuing year. 


OBSOLETE MERCHANDISE 

Frequently, a dealer may experi- 
ence a sharp shrinkage in the value 
of certain of his merchandise, and 
in which consultation of the market 
gives no clue as to real values. This 
shrinkage is traceable to the fact 
that certain goods are not salable 
at normal prices because of dam- 
age, imperfections, shop wear and 
innumerable ‘other causes. This 
might apply to some war and post- 
war goods bought during a period 
of shortages and which, subse- 
quently, failed to move, even at 
sharp mark-downs. The time to 
get relief is at year-end when in- 
ventories are taken. 

Such goods can be valued at their 
bonafide selling price, less the direct 
cost of their disposition. This is 
permissible whether inventory is 
taken at cost, or cost or market. 
However, it should be noted that 
this valuation must not be a sub- 
terfuge to reduce over-all inventory 
values with a view to effecting a tax 
saving. Such goods must be offered 
by the dealer within 30 days after 


inventory at the selling price which 
was used to determine their cost 
value. 

In reducing the value of year-end 
inventory (that is by re-valuing 
obsolete and damaged goods in 
stock), the cost of merchandise sold 
has been increased by the amount 
of the inventory reduction. This, 
in turn, reduces the net profit of 
the dealer—and cuts his income 
tax. Thus, if certain merchandise 
or goods has been carried in past 
inventories at $700 (original cost) 
which, in fact, has a valuation of 
only $400 at retail, it might be re- 
valued at $300, assuming it will cost 
$100 to move it. This will reduce 
the year-end inventory by $400 and 
it will increase the cost of goods 
sold during the year by the same 
amount. Net profit will then be 
$400 less. 


It is well to keep 

in mind, how- 
ever, that in such a situation the 
following year’s starting inventory 
will be lower by exactly this $400 
than would otherwise be the case. 
While the taking of a year-end 
inventory is traditional in mer- 
chandising, the injection of heavy 
income taxation into the affairs of 
every businessman makes it im- 
perative that inventory-taking be 
more seriously approached than 
ever before. Taking inventory can 
no longer be viewed as only a me- 
chanical chore that can be done in 
more or less haphazard manner. 
The attention a dealer gives to tak- 
ing inventory, and the method he 
elects, will have a major bearing 
upon the net profits he reports in 
his income tax return and the 

amount of income tax he pays. 





ECKERT EXHIBITS AT 
ALLENTOWN FAIR 


Several hundred thousand people saw this 
exhibit by Royal H. Eckert, Inc., office ovut- 
fitter of Allentown, Pa., at the recent Allen- 
Here, the Eckert firm specialized 
in Leopold desks, Mosler safes, Sikes chairs, 
Security Steel files, Barcalo health chair, 
Allen and Remington Rand adding machines, 
R. C. Allen standard typewriter and the 
various makes of portable typewriters. These 
products, with aluminum chairs and _inci- 
dental desk accessories, completed a display 
which attracted many prospective customers. 


town Fair 
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SELLING machines 


in a defense economy 


ELLING OFFICE machines and 

business equipment in a semi- 
mobilized economy is apt to seem 
easy. For many types of machines 
there is a backlog of orders that 
will take months to fill and sales- 
men often are in the incongruous 
position of apparently having noth- 
ing to sell. 

This, however, provides both a 
challenge and an opportunity for 
salesmen and marketing organiza- 
tions to make a real contribution 
to the defense effort. With the 
growing shortage of manpower and 
with the paper work burden rapidly 
increasing, the one answer to get- 
ting this work done is efficient 
tools. Here, creative salesmanship 
can perform a real service to our 
country and at the same time, de- 
velop new business for our industry 


Industry is faced 

with the great- 
est productive job it has ever at- 
tempted—that of maintaining a 
high level of civilian production 
while producing goods for defense 
The marketing organization is 
faced with maintaining interest in 
machines and equipment sold but 
not yet delivered and with seeking 
markets for the types of machines 
and equipment available for imme- 
diate delivery. This in itself is a 
real challenge. But perhaps more 
significant is the opportunity to 
distribute office tools which will 
speed the defense effort. The bus?f- 
ness, which in normal times was 
able to keep abreast of its offi 
job, without the advantages of the 
latest mechanical equipment, finds 
its paper work multiplying as the 
result of the emergency, and in the 
face of growing scarcity of man- 
power, cannot handle its growing 
office burden merely by adding per- 
sonnel. 


+ 


As we get deeper 

into the prob- 
lems of defense, the office takes on 
unprecedented importance as the 
“nerve-center” of our economy. The 
vast planning, control and man- 
agement of business and industry 
are centered in the office. Without 
this vital “nerve-center” our whole 
productive structure would collapse 
Only with proper office tools—ma- 
chines and equipment for report- 
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The office takes on new importance 


as “nerve-center”’ for today’s work 


ing, accounting, bookkeeping, sta- 
tistics, recording, money handling, 
and check writing—machines and 
equipment for filing, typing, dupli- 
cating, desks and chairs—forms, 
and the other raw materials used 
by office tools—can this job be done 
within the prescribed time limits 
and with the personnel currently 
available. Today’s office can no 
more handle its job with inade- 
quate or obsolete equipment than 
today’s army can fight the enemy 
with spears. 

In such a situation, the creative 
salesman is indispensable. For it is 
here that he can make his biggest 
contribution and it is here that the 
challenge requires more than a 
mere order-taker or a high pressure 
expert. 

Today, as always, creative selling 
must draw its inspiration from a 
genuine desire to serve, and all 
phases of the selling operation 
must directly or indirectly be gov- 
erned by that fundamental service 
idea. The success of all selling ef- 
forts over a long period of time is 
going to be determined entirely by 
the extent to which a salesman is 
going to work with ideas to help his 
customers achieve certain definite 
results, results customers know will 
be the answer to their paper work 
problems. 


Mental attitude 
plays an impor- 
tant part in achieving success in 
this type of selling. A salesman 
who is absolutely sincere, who en- 
ters his territory determined to be 
a “go-giver” instead of a “go-get- 
ter,” will invariably be among the 
most successful The customer 
should think of the salesman as a 
qualified consultant available to 
help him, rather than as a man 
who is trying to “sell him some- 
thing.” When that happens, the 
salesman is really in a position to 
sell; it is one of the marks of cre- 

ative salesmanship 
In the last analysis, we are sell- 
ing not so much products, as the 








by Ray R. Eppert 


executive vice-president, 
Burroughs Adding Machine 
Company 


(Sixth in a special series of 
feature articles on selling 

by outstanding men in the 
office machine field) 


results these products can produce. 
In the case of office machinery and 
equipment, we are selling ideas and 
systems—systems which will pro- 
vide accurate, rapid, and economi- 
cal methods of doing clerical and 
accounting work both in today’s 
garrison economy and in the more 
normal period which will surely 
follow. 

Basically, the real question is: 
What do we have to do to make 
certain that we are rendering a 
real service to our customers—cus- 
tomers who are facing office situa- 
tions made immeasurably more dif- 
ficult by the defense program? 


The first and most 

fundamental 
requirement is that the salesman 
know a great deal about his prod- 
uct. He must be fully informed 
about its nature and function and 
he should know what it is capable 
of accomplishing. He must be qual- 
ified from point of view of person- 
ality, education and experience. He 
must have the right kind of train- 
ing, much of which he must give 
to himself through his own active 
interest, and he must have the en- 
thusiasm to develop a constantly 
better understanding of his prod- 
uct. 

Second, he must Know his cus- 
tomer’s problems—his resources— 
his ability to use the product to the 
best advantage. The ideal sales- 
man is the man who knows his 
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is 


customer’s wants and needs for the 
product better than the customer 
knows them himself. 

If the salesman is fully aware 
of the capabilities of his product 
and he knows the needs of his cus- 
tomers, then he is in a position to 
make the sale. But in doing so, he 
must be extremely careful to see 
that the product is tailored to the 
need—that his proposal gives full 


consideration to the customer’s ob- 
jectives. 

Right here we encounter a “must” 
in selling: Winning the customer’s 
confidence to a point where he will 


follow the salesman’s advice in 
making his investment. The sales- 


man has to convince the customer 
of the facts as he sees them. This 
part of the selling job is an art. 


The customer must gain an inter- 
est in what the salesman has to 
say, then a desire to achieve the 
results he has outlined and finally, 


the definite action recommended- 
purchase the product. 

The art of salesmanship is really 
the art of developing, stimulating 
and hastening this process. While 
the order-taker looks for prospects 
who have already made up their 
minds to buy, the good salesman 
has decided where there is a need 
for his products and has made the 
prospect realize that need by using 
salesmanship. Thus he has created 
business and has succeeded where 


others have failed. 


What is this formula 
for success 
in creative selling? The ideal tech- 
niques will vary in different com- 
panies, but here are six steps that 


can be adapted to almost every 
Situation 

1. Win the customer’s confidence 
immediately by letting him know 
that we understand his business 
and that we are qualified to discuss 
his problems 

2. Establish a specific desire to 
gain the results we know our prod- 
ucts are capable of achieving. 

3. Investigate thoroughly the 
present situation—that usually 
means how the customer’s office 
work is being done. 

4. Describe step-by-step how our 
product can be employed to do a 
better job 

5. Direct the customer’s atten- 
tion to a contrast between the old 
and the new, to bring out in sharp 
relief the advantages to be gained 
by making the suggested purchase. 

6. Give the customer sound and 
convincing reasons for deciding to 
buy now rather than later. 

These are simple but important 
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steps, involving the careful presen- 
tation of evidence rather than mere 
claims or conversation. The buyer 
must be convinced that the prod- 
ucts can serve him effectively. A 
good sale is a decision based on 
convincing evidence. It is a good 
idea to ask ourselves frequently: 
Do we have adequate evidence? 
Are we prepared with real proof of 
our product's ability to do the job? 

Of the many other fundamentals, 
one is of particular importance. 
The salesman’s responsibility to his 
customer in one sense has only be- 
gun when he’s made the sale. The 
customer is his most important as- 
set, not only because he may want 
to buy more, but especially because 
of his influence upon others. The 
help a salesman gives his customers 
after they have made their pur- 
chases is concrete evidence of his 
sincerity when he says that his pri- 
mary purpose is to serve. Today’s 
conditions of short supply and de- 
layed deliveries provide an ideal 
opportunity for this kind of service. 


Today’s conditions, 

likewise, pro- 
vide an excellent opportunity for 
the marketing organization to plan 
for the task that will be thrust upon 
it when defense work and shortages 
are over or when our productive 
capacity allows us to do both jobs 
simultaneously. For then, the office 
machine and business equipment 
industry will produce a greater vol- 
ume of products than ever before. 
When that happens, good, creative 
salesmen must be available. 

The position of the entire mar- 
keting organization in today’s econ- 
omy can be summed up as both a 
challenge and an opportunity. We 
must meet the challenge because 
we cannot escape it, and we can 
make it an opportunity for even 
greater service. It is difficult to 
overestimate the importance of 
that responsibility. 





New Yardstick for Business 
(Continued from page 22) 

must be a matter of comparison. 
In fact, everything in life is relative. 
We wouldn’t know what two is if 
we didn’t know what one is. For 
this reason, to get perspective on a 
current period’s results, the dealer 
in the past has compared them with 
the averages for prior periods, but 
in this war economy he must make 
allowance for the many variants 
in average figures, otherwise he will 
go astray. A 10% increase in sales 
or profits in 1951 over 1950 may 
have been a satisfactory increase in 
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prior years, but it may be below or 
above par in this war economy for 
a number of reasons and the dealer 
will have to analyze results with 
greater care to determine whether 
it is or it isn’t. 


When considering 

business re- 

sults, the base figure is the key to 
the proper evaluation of percentage 
figures. You can be fooled by per- 
centages unless you understand 
this. Some so-called economists 
often make misleading comparisons 
because they knowingly or other- 
wise ignore base figures. They will 
take one period as a base and show 
that industry, for example, has in- 
creased profits 100%, ignoring the 
fact that the base-period may have 
been one of low earnings when lit- 
tle or no appreciable profits were 
earned. When one compares zero 
profits with even limited profits, 
one can show a big increase on a 
percentage basis. The dealer should 
not fall into the same error when 
analyzing his own business figures. 
There is such a thing as a “law 
of averages” and some people con- 
tend that it never fails. Salesmen 
rely a lot on this law. Insurance 
companies could not survive with- 
out it. Insurance actuaries will tell 
you that of 100,000 men born the 
same day, 12,295 of them will be 
living at age 80 and 1,492 will live 
until 90 years of age. However, this 
law is not the same as that used 
when analyzing business figures. 
This law changes as the factors 
that comprise it change. The life 
expectancy today is much higher 
than it was at the turn of the 
century, hence, the figures which an 
actuary uses to arrive at his law of 
averages must be current to be de- 
pendable. Wherever this law is used 
in business the same thing applies. 


During World War Il 

we heard 
more than one dealer say that he 
had quit analyzing business results 
because circumstances over which 
he had no control were making it 
difficult to survey the results satis- 
factorily. The wise dealer will not 
follow this mistaken idea. He must 
do a better job of business analysis 
in this wartime economy than he 
has ever done before, but he must 
use prior experience figures with 
care and not place the dependence 
upon them that he did in former 
years. He will have to appraise all 
factors touching his figures from 
the standpoint of “the best that 
could have been done” and check 
results from month to month. 
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HIDDEN sales resistance—how can 
it be overcome by the salesman? 


The dictation machine has had a hard, uphill 


battle for acceptance which it is slowly winning. 


Certain traditional obstacles make progress slow— 


exposing and overcoming these factors should bring 


about a real volume market. 


a two-part article. 


NOTE—A. C. DeNapoli, Jr., is an 
experienced and successful product 
engineer with considerable back- 
ground in the business machine 
and electronics fields. He has held 
technical executive positions with 
several nationally-known com- 
panies, including two of the four 
most prominent dictation machine 
manufacturing companies. His tal- 
ents are somewhat unusual, ina 
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by A.C. BeNapoli, Jr. 


product engineer 


much as they combine an aptitude 


for creative and practical engi- 
neering with a keen sales-minded- 
ness and a thorough appreciation 
of consumers’ demands. For mazi- 























THE EGO-CENTRIC BOSS HAS NO USE FOR DICTATION 
MACHINES BECAUSE HE WOULD MISS HIS ‘AUDIENCE’ 
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ARE THE NOTEBOOK, PENCIL 
THE REAL COMPETITORS OF 
THE DICTATION MACHINE? 


mum effectiveness, he always works 
very closely with the sales depart- 
ments and makes it a point to 
understand and share the numer- 
ous problems they have. In this 
manner a goodly number of sales 
resistance problems are solved by 
designing into the product out- 
standing sales features, operating 
conveniences and product styling 
that meets with public approval. 
Sometimes sales resistance is run 
into which is generated by some- 
what intangible human factors that 
often arise, for example, from the 
evolution of mechanizing office pro- 
cedure. The author is fascinated by 
this type of problem and the sub- 
ject matter of this article is based 
on just such a situation. It is be- 
lieved that an airing of these 
human factors for public discussion 
may serve to overcome those re- 
sistance factors which stem from 
bias and selfish motives, and 
thereby clear the way for better 
office operation, which will benefit 
everyone concerned in the long run. 


ICTATION MACHINES were not 

conceived and created merely 
to furnish employment to person- 
able young salesmen who have be- 
come well-known visitors in all the 
nation’s office buildings, but rather 
to provide progressive business 
management with a convenient 
means of handling a larger volume 
of business correspondence at a 
lower cost. 

Dictation machines are _ not 
unique in this objective, for other 
business machines, such as adding 
machines, calculators, typewriters, 
bookkeeping machines, and_ so 
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forth, were also created to lessen 
tasks for the business 
world and to lower costs in the of- 
fice operations of business. 

During recent years approxi- 
mately 65,000 dictation machines 
were sold annually throughout the 


tedious daily 


U.S.A. During the same period it 
is interesting to note that 343,000 
adding machines, 866,000 type- 
writers, and 123,000 calculating ma- 
chines were sold annually in the 
U.S.A 


It will be noted 
that there is an 


appreciable difference in the vol- 


ume of dictation machines sold as 
compared to the volume of any 
ther popular type business ma- 
chine. Of course, the machines are 


not used for the same purposes and 
therefore we cannot expect to rec- 
oncile these figures exactly. How- 
‘assumption to state 


ever, 1L 1S a ial! 

that the volume market of the dic- 
tation machines has been consider- 
ably less than that of other 
business machines that offer no 


greater possibilities for over-all sav- 


ings. Bear mind that in many 
cases the potential savings to be 
realized through the intelligent use 


machines are difficult 
because of the fact that 
usages often result in in- 
ductivity on the part of 
the business executive himself, 
which is difficult to analyze. 


f dictatior 
to evaluate 
such 


creased pri 


The savings of time 
on the part 
of the executive’s secretarial and 
taff are usually more 
be evaluated di- 


stenograpnk 


tangible and can 


rectly. Other business machines do 

usually involve the executive’s 
personal time directly and they 
therefore lend themselves much 


more readily dollars and cents 
evaluation 
question that pre- 
Why haven’t dicta- 
increased in volume 
ales to the same degree as other 
business machines?” This is a par- 
ticularly pertinent question, since 
is a well established fact that 
companies and 
an establishments, 
which are, as a rule, particularly 
minded, constitute 
and largest users 
machines. 

of offices vary con- 

the extent to which 
they employ dictation machines 
ber of reasons, some 
which will be discussed in the 
ragraphs. There is little 

itable to lack of 


iarge insurance 


tne most active 
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A GOOD PORTION OF THE SECRETARY’S TIME IS 


SPENT THUSLY IN NON-PRODUCTIVE WORK 


knowledge on the part of office 
managers and higher executives, of 
the possibilities that can be realized 
through the use of the proper type 
dictation machines in their busi- 
ness. The personable young men 
who were mentioned above make it 
a point to canvass businesses of all 
sizes, ranging from the one-girl 
office of the small professional man 
to the largest corporations. 


What is it then 
that offers such 
serious resistance to the expanded 
use of dictation machines with their 
resultant economies? Could it be 
that most people are convinced that 
the stenographer’s notebook and 
pencil offers a more efficient meth- 
od of operation? There is such an 
overwhelming amount of data and 
case histories to prove that this is 
not so, that there seems to be no 
need to further expound on this 

type of thinking. 

Very definite resistance factors to 
the widespread use of dictation ma- 
chines do exist. The insidious part 
of it is that these factors are not 
the usual real and tangible argu- 
ments that can be commercially 
evaluated on a dollars-and-cents 
basis, but consist of a conglomera- 
tion of psychological and human 
factors which are most difficult to 
analyze. 

After many years of careful first- 
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hand observation, it is the writer's 
conclusion that these resistance 
factors can be broken down into 
two general categories which we 
will identify as the masculine psy- 
chological factors and the feminine 
phychological and selfishness fac- 
tors. 

In the case of the males, the psy- 
chological resistance factors can be 
defined briefly as follows: 

The ego-centric complex. 

The fear complex of mechani- 
zation. 

The self-conscious complex. 

The mimic complex. 

The voice complex. 


The inflated 

all-important execu- 
tive who usually has a greatly over- 
rated opinion of himself may be 
inwardly thoroughly convinced of 
the advantages of dictation ma- 
chines, but considers the impres- 
Siveness of majectically thumping 
a buzzer and having one or more 
charming and attractive secretaries 
promptly heeding his every call, far 
more important and satisfying than 
increasing his office efficiency and 
making it possible for him to get 
considerably more constructive work 
done. 

Convincing this type of prospect 
to use the machine himself is often- 
times impossible, since it involves 
a conversion of his basic make-up. 
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The best that any really competent 
salesman can hope to accomplish in 
such cases is to convince the execu- 
tive that the machines are just the 
thing needed by his subordinates 
The salesman will have to content 
himself with limiting his sale, 
whereas it could well be that the 
greatest singular saving would be 
realized, and the best example could 
be set for the organization, by hav- 
ing the top boss himself using the 
equipment. 


One vivid example 
of this ego 
complex is manifested by the presi- 
dent of a manufacturing company 
who never uses a dictating machine 
for his own business correspond- 
ence, but who, on the other hand, 
records every single telephone con- 
versation that he makes either at 

home or at the office. 

It can be said that his ego com- 
plex is also manifested in his re- 
cording his telephone calls, since he 
takes particular pride in playing 
back certain telephone calls, for the 
questionable benefit of his subordi- 
nates, in which he boldly bellows 
policy decisions. 

Even though this man is com- 
pletely convinced that he could 
operate his office much more effi- 
ciently if he dictated his corres- 
pondence to a dictation machine, he 
would so miss the daily dramas and 
the display of servitude so ade- 
quately enacted by his attractive 
secretaries, that he will have no 
part of it. The same man heads a 
substantial organization in which 
the use of dictation machines con- 
tributes considerably to the smooth 
and efficient functioning of the en- 
tire company. 


An almost unbelievable 

condition 
is sometimes met when a dictation 
machine is placed at the disposal! of 
certain executives. This type has 
an inward general fear of anything 
that requires even a slight amount 
of mechanical manipulation. They 
are so afraid of becoming confused 
and of bungling the whole thing, 
that they prefer to stay away from 
it. They fear ridicule if a poor re- 
cording is turned out and consider 
that their more or less infallible 


performance in their regular work 
would be jeopardized if they ex- 
posed themselves to the operation 
of any new fandangled machine. 


This is the type 

that has a bad 
time obtaining his driver’s license 
and still feels uneasy behind the 
wheel of a car, even after years of 
driving experience. This person’s 
work is usually of a strictly non- 
mechanical nature and he has 
never learned to think in terms of 
the great efficiencies that can be 
realized through tempered mechan- 
ization 

Very often this type can be made 
to see the light, but only after a 
careful and long training period, 
after which they finally develop 
confidence in the machine and in 
their ability to successfully operate 
it. Much engineering effort has 
gone into the design of modern dic- 
tation machines to render the oper- 
ation of the machine so downright 
simple and _ foolproof that it 
shouldn’t be too much of a task for 
the salesman to successfully over- 
come this particular psychological 
factor. 

The self-conscious victim is the 
type that attempts to use a dicta- 
tion machine and feels that he is 
foolishly talking to himself in an 
empty room. This type lacks having 
even the slightest degree of imagi- 
nation, for he is incapable of realiz- 
ing that the machine is very much 
alive and faithfully recording his 
every utterance. 


Perhaps the solution 
in this case 
is for the salesman to spend a con- 
siderable amount of time in having 
the prospect repeatedly listen back 
to his own dictation so that he can 
become convinced that, far from 
talking to himself, he is efficiently 
recording a message for his secre- 
tary. If this type would visit a 
nearby broadcasting studio and 
witness the numerous people “talk- 
ing to themselves” in empty studios 
containing only a microphone, he 
would soon realize the folly of his 
attitude. 
We also have to contend with the 
psuedo-executive who thinks that 
the road to success can only be 


traveled by mimicing some truly 
successful executive of whom he 
happens to know. This type refuses 
to use the dictation machine be- 
cause Mr. Jones has never used one. 
Instead of analyzing his own re- 
quirements and taking advantage 
of modern business machines and, 
without even bothering to deter- 
mine why Mr. Jones never used a 
dictation machine, he contents 
himself with mere mimicing rather 
than forming his own opinion based 
on facts. In such cases, more than 
the usual amount of intensive edu- 
cational salesmanship is needed to 
convince these pseudo-executives of 
their fallacious thinking. 


Many people 
don’t realize that 
their voices sound entirely different 
to listeners than they do to them- 
selves. There is excellent reason for 
this, namely, that in listening to 
oneself talk, most of the sound that 
reaches a person’s own ears is con- 
ducted through the bones of the 
head, whereas their listeners hear 
them entirely through air-conduct- 

ed sound waves. 

In short, unless a person has 
heard his own voice’ recorded 
and played back, he has never re- 
ally heard his own voice as other 
people hear it. This often results in 
quite a shock to a person making 
his first recording. For years he has 
heard himself only through his own 
means and has become accustomed 
to a certain type of vocal quality. 
When he hears his voice played 
back on the record, he is sometimes 
sorely disappointed with the quality 
of his recording and is inclined to 
blame the machine, rather than to 
realize that other people aren’t at 
all suprised at the way he sounds 
from the recording 


To the person 

who doesn’t under- 
stand this condition, the inclina- 
tion exists to immediately condemn 
the whole recording system for the 
way his voice sounds, and shy away 
from using the equipment. A con- 
vincing talk from the salesman 
should clear this misunderstanding, 
but it is important that the subject 
be treated diplomatically in order 
not to damage the prospect’s van- 
ity. 





According to a survey, 80% of all sales are made after the fifth call. The survey 
also shows that 48% of salesmen make one call and quit; 25% make two calls and 
quit; 12% make three and quit. Only 10% keep on calling—and they make 80% 


of the sales! 
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CHARLES B. ROTH 
1000 Ways a Salesman Can Increase 
His Sales. (Prentice-Hall). 
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CHECK PLANS 
for your year-end store inventory 


NVENTORY TIME is here again— 
and with it comes the end-of 
the-year headaches that most 
office equipment and stationery re- 
tailers know only too well. Even 
though most merchants dread this 
inevitable task of counting stock 
it does provide an opportunity to 
get the stock in order, discover slow 
selling lines, and to analyze last 
year’s sales 


Then, too, the government re- 
quires it for completing income tax 
returns—so—inventory is inevita- 


hle 


Here is a check list 
designed to 
help you save time and money on 
your annual physical inventory this 
year 


Has a definite date been set for 


your physical inventory that is 
convenient for everyone? 

Has a definite time of day been 
established for starting the actua\ 
physical stock count? 

Is the time for taking the in- 
ventory set so that it won’t inter- 
fere with your regular business? 
Do your customers know when 
the inventory will be taken so 
they will not be inconvenienced 
by a special trip to the store while 
it is closed 

(Most other retail stores will be 
taking inventory on December 31 
and may run out of inventory 
forms—make a special trip to 
your stationery store—find it 
closed—and be inconvenienced in 
their own inventory.) 

Have you planned a program to 
liquidate much stock as possi- 
ble before the physical inventory 
starts to make the stock counting 
easier al juicker? 


Has a floor plan of the store been 
I t ludes all sections of 
ich as windows, ledges, 


the store 


stockrooms, and counters? 

Have precautions been taken so 
that the ame items won’t be 
{ INnLe¢ ice 

Has a starting and a stopping 


letermined for each 
section of floor plan? 

Has a system of counting from 
top to bottom of each shelf sec- 
tion or some other plan for a sys- 
tematic verage of the counters 
been established? 


Has a simple, easy-to-use count- 


point been 
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Study of this list can save time and 


money in annual merchandise count 


ing and listing form been selected 
for the inventory? 

—Are there plenty of listing sheets 
on hand to complete the inven- 
tory? 

(One stationery store reported 
that plenty of inventory forms 
were on hand to take the inven- 
tory, but were all sold to custom- 
ers who were going to take their 
own inventory. Might be a good 
idea to put aside enough forms 
for your own inventory—or better 
yet order plenty for sale and use.) 
-Are the listing sheets serially 
numbered to control their use and 
to eliminate all possible errors 
that might result from lost 
counting sheets? 

Have the numbers of the listing 
sheets been recorded on _ the 
proper section of the floor plan 
to help locate any missing in- 
ventory sheets? 

—Are there enough regular em- 
ployees in the store to handle the 
job of counting the stock in record 
time? 

-Have you considered hiring an 
inventory crew that has special- 
ized in inventory valuations and 
methods? 

(One stationery store acted as 
headquarters for a group of ac- 
countants who were interested in 
securing work taking inventories. 
This sold more inventory forms, 
built the good will of these quan- 
tity users of office equipment and 
supplies, and, incidentally, got the 
store’s inventory taken free.) 

If extra employees are necessary 
to handle the stock counting job, 
have precautions been made to 
give them a complete set of in- 
structions? 

Have you selected the counting 
and the listing teams for each 
section of the store? 

Are the employees assigned to 
the calling and listing teams able 
to work together without any 
friction? 

-Are the employees assigned to the 
various sections of the _ store 
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associate professor 
of merchandising, 
Armstrong College, 
Berkeley, Calif. 


qualified for the work mentally 
and morally? 

—Are the employees physically 
capable of handling the inventory 
work assigned to them? 

—Are the employees’ names listed 
on the section of the floor plan 
where they will work? 

—Do all of the employees under- 
stand the importance of taking 
an accurate inventory? 

—Do the employees assigned to the 
various sections of the store know 
where the starting and the stop- 
ping points are located? 

—Do the employees know how they 
are to move through the stock in 
counting (from top to bottom of 
each shelf section, for instance) ? 

—Are all employees trained in the 
following: 

When they are to start work? 

Where they are to count and list? 

How they are to count and call 
the stock? 

How the stock is to be listed on 
the counting sheets? 

—Has a plan for extra compensa- 
tion for the overtime of the em- 
ployees been determined? 

—Have the employees been in- 
formed of the overtime pay plan 
that has been established? 

—Do the employees know that the 
store supplies—paper, bags, tape, 
and string—are not to be counted 
and listed on the regular inven- 
tory forms with the stock? 

—Have instructions been issued not 
to count consignment merchan- 
dise (if any) and not to list it 
on the regular inventory forms? 

—Has it been determined whether 


(Turn to page 33, please) 
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HOW to run a small business 


on a profitable basis 


NOTE .—AIll of the ideas in these 
articles (a series of eight which be- 
gan last July) are practical and 
workable because they are based 
on Mr. Lasser’s long years of busi- 
ness experience. First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 
Clinic, Mr. Lasser came to know all 
the problems from which small con- 
cerns suffer continuously because 
they can’t afford to consult experts. 
The U. S. Department of Commerce 
was so interested in the work Mr 
Lasser did in his Small Business 
Clinic, the first of its kind, that 
they published a report on his 
course. In “How to Run a Small 
Business,’ Mr. Lasser’s latest book 
from which we have selected these 
articles, are all the subjects treated 
in his course, plus much additional 
material. 

If you would like to reduce your 
business risks and organize and 
maintain your business operations 
for greater profits, these articles are 
custom-tailored for you. 


UCCESS OR FAILURE in devel- 

oping and maintaining 
customer relations is largely in the 
hands of salespeople. Since this is 
true, the retailer must take every 
precaution to train new employees 
to treat his customers with. the 
courtesy and thoughtfulness. to 
which invited guests are entitled 
He needs an effective training pro- 
gram, designed to meet the needs 
of his store. 

How do you start the plan of 
training new salespeople in a store? 
The most important time in the 
training of a new salesperson is the 
first day. On that day he is full of 
ambition and enthusiasm. He wants 
to learn how to do his job. Do this 
for him: 

Take advantage of his interest. Tell 
him about the early history of the 
business, about your experiences 
and successes, about your plans 
for the future. 

See that he gets acquainted with 
the other employees. 

Encourage him to become generally 
familiar with the merchandise in 
the store while he is becoming ac- 


rood 
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Some practical ideas on how to 
train new salespeople (Sixth 


of a series of articles) 


quainted with the general opera- 
tions in the store 
Take as much time as is necessary 
to explain the policies that set 
the pattern for the store’s rela- 
tions with customers, employees, 
and other business concerns and 
organizations. This will include 
policies relating to the types of 
merchandise, quality, and price 
lines carried; advertising and 
promotion methods used; cus- 
tomer services provided, including 
correction of store erors and ad- 
justment of complaints; employee 
regulations; salary and leave poli- 
cies; and general business prac- 
tices 
Explain how he can do a better job 
if he knows your policies. 
Encourage him to ask questions 
Then question him to be sure that 
he understands the policies so 
well that he can represent you in 
his dealings with the customers. 
If you have a written statement of 
your store policies and regula- 
tions, this is a good time to give 
your new employee a copy so he 
can study it 
After introducing a new employee 
to the store and telling him about 
your policies, you should next start 
training him in the details of his 
job. For convenience, the selling 
job may be divided into two parts 
first, the mechanics of handling the 
transaction, and second, serving the 
customer. For training purposes, it 
is best to teach these operations 
separately. The inexperienced sales- 
person will find it easier to grasp 
the entire operation if it is first 
explained and demonstrated in full 
Delegate actual training to one 
of your more experienced salespeo- 


ple one with the patience and 
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small business consultant 


understanding to instruct without 

destroying enthusiasm. Move this 

way: 

Training in the mechanics of the 
transaction should include writ- 
ing up Sales slips, wrapping pack- 
ages, using the cash register, and 
counting change back to the cus- 
tomer in the prescribed manner. 
Get the new employee to practice 
them until he does them with 
ease. 

Teach him how to approach and 
greet the customer, determine his 
needs, show the merchandise and 
stress its selling points, meet ob- 
jections, close the sale, and inter- 
est the customer in related mer- 
chandise. 

Show him your own selling tech- 


niques— those you have found 
particularly effective in your 
store. 


Get the new employee to follow 
these rules 


In approaching and greeting a cus- 
tomer : 

Approach the customer 
and courteously 

Welcome him with a pleasant greet- 
ing. Address customers by their 
names whenever possible. Try to 
remember their names, even 
though they do not buy from you 
frequently. 

Show a friendly interest and a sin- 
cere desire to be of service. 

If the customer is already examin- 
ing merchandise when ap- 


promptly 
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proached, make some comment 
about it, such as, “This is one of 
our new models.” It provides a 
Food opening 

Next, make an alert and pleasant 
inquiry, to lead the customer to 
indicate his interest in that or 
related merchandise. 

Serve customers in turn, unless 
those entitled to first service 
agree to let a late-comer who is 
in a hurry be served ahead of 
them 

In determining the customer’s 

needs ; 

Ask a few well-phrased questions to 
lead the customer to explain his 


needs 

Pay close attention to the custom- 
er’s reactions and comments 
about the first merchandise 
shown 

Eliminate as quickly as possible any 
items which clearly do not suit 
his needs 

Concentrate on those which appear 
to meet his requirements. 

In the presentation and demonstra- 


tion 


Display the 
advantage 


merchandise to its best 


Analyze the chief selling points in 
terms of the customer’s needs 
Demonstrate the uses of the item 
get the customer to examine or 

handle it 

Show him how to use and care 
for it 

If the article is something that can 
be tried on, suggest that the cus- 
tomer do and be honest in 
expressing an opinion if one is 
asked 

In meetin« bijections: 

Answer objections fairly and com- 
pletely 

Describe mpensating features 


such as quality, manufacturer's 


reputation, economy, and special 
ises 

Never argue with a customer 

If possible, avoid mentioning com- 
petitors is 

In closing the sale 

Close the promptly but without 
appear a hurry. 

Do not overtalk 

Do everything possible to close the 
sale to mutual satisfaction of 
the customer and the store 

Even if the customer does not buy, 
encourage him by your attitude to 
come 1 Pain 

Avoid high pressure—customers like 
t buy they are not likely to 


return if they feel they have been 
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Suggestion selling: 

After the sale is assured, suggest 
additional items which might also 
serve the customer’s needs. The 
merchandise best suited to sug- 
gestion selling is that which is 
seasonable and appropriate, near 
at hand, related to the goods 
purchased, and attractively dis- 
played, and about which the cus- 
tomer does not have to deliberate 
long. 


After the sale: 

All promises as to deliveries, gift 
wrapping, trial use, service, and 
other store policies should be 
carried out to the letter. 

The sale is successfully completed 
only when the customer is satis- 
fied with his purchase and when 
he recalls the store favorably as a 
desirable place in which to trade. 

To accomplish this, it is essential 
that the purchased item meet the 
need of the customer and that he 
realize, from the way in which he 
has been served, that his patron- 
age is appreciated. 





Check Plans for Year-end 


Merchandise Inventory 
(Continued from page 31 


a cost or a retail inventory valua- 
tion will be used during the stock 
count? 

If a cost valuation is to be used 
in the physical inventory, has 
some provision been made for de- 
coding the cost code markings 
on the merchandise? 

If a retail valuation is to be used 
in the inventory, has some figure 
representing the cummulative 
mark-up been determined for re- 
ducing the retail valuation of the 
inventory to cost? 

—If a combination of cost and re- 
tail valuation of stock is to be 
used, do the employees know that 
the listing sheets should be clearly 
marked with either “Cost” or 
“Selling”? 

Has an effort been made to get 
all odds and ends of merchan- 
dise out and sold before the ac- 
tual physical inventory begins? 
Have all used office machines 
been valued at a price that repre- 
sents the true value of the ma- 
chine so the inventory won't be 
over-valued? 
-Is all of the related merchandise 
grouped together in the reserve 
stock and on the sales floor? 

By type? 

By size? 

By brand? 

By price? 
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-Have all out-of-the-way places 
been checked for forgotten mer- 
chandise? 
Under counters? 
In the office? 
Window displays? 
Ledge displays? 
Behind stairs? 
Machines out on demonstra- 
tion? 
Equipment out for repair? 
Returns to manufacturers for 
which credit has not been re- 
ceived? 


Merchandise that is being held 
for customers and that has 
not been recorded as sales? 

-Is all reserve stock clearly marked 
to make counting it quick and 
easy? 

-Have all opened cases in the stock 
room been checked to be sure 
that they contain the merchan- 
dise that is marked on the outside 
of the carton? 


Have prices on the reserve stock 
been checked against the current 
floor selling prices? 


Have plans been made to count 
the reserve stock before the store 
is closed for the final inventory? 
If the reserve stock is to be 
counted early, has some system 
been established to check-out 
stock needed on the sales floor 
that has been counted and listed? 
Are all bookkeeping records in 
your office up-to-date? 

Have provisions been made to 
handle invoices that have been 
received, but where the mer- 
chandise is still in transit at in- 
ventory time? 

Have provisions been made to 
handle shipments that have ar- 
rived at the store, but that have 
not been charged to the book 
inventory? 

Have transportation companies 
been notified to cut-off all deliv- 
eries to the store during the 
period devoted to the physical 
inventory? 

Does the bookkeeper understand 
that consignment stock (if any) 
that has been sold should be de- 
ducted from the final physical 
inventory figure? 

Has a plan been developed to 
check on the extensions and the 
totals of the listing sheets? 
Have controls been set up to spot 
check the physical stock controls 
to insure accuracy? 

Have plans been made to en- 
courage employees to give any 
suggestions they have for the im- 
provement of the physical inven- 
tory next year? 
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MISS JONES—take a letter! 


ETTER WRITING can be traced 
to the days of the Aborigines 
Hieroglyphics chiseled in stone tab- 
lets had been the only visible means 
of communication. Tribal pro- 
nouncements had been inscribed 
on blocks of stone too ponderous 
to carry from place to place 


Down through the long corridor 
of time as man, step by step, 
emerged from a state of intellectual 
and cultural backwardness, his ad- 
vancement brought the use of 
parchment, and with it the quill. 
Early American history reveals a 
predilection and subsequent adop- 
tion of parchment in the perpetua- 
tion of important documents and 
messages, many of which still exist. 
Out of man’s creative ingeniousness 
then came the manufacture of pa- 
per from pulp; no longer had there 
been a need for parchment withal 
its crudity and impracticability. It 
had gradually developed and grown 
into a gigantic industry. 

In our mechanized 

age, the 
prosaic method of dictation to a 
stenographer has been replaced in 
a large measure by such business 
machines as the dictaphone, tape 
recorder and other time-saving 
devices. Too much reliance is 
placed upon the operator in tran- 
scribing machine-dictated notes. 
It cannot be too strongly emphas- 
ized that a transcribed letter is 
no better than the originally dic- 
tated one. An executive must at all 
times visualize the form of letter 


he desires transcribed, whether dic- 


tating to a stenographer or mouth- 
piece. Both methods of letter writ- 
ing require competence, without 
which successful results cannot be 
obtained. Before any letter is 
signed for mailing, every phase of 
its contents and general appear- 
ance should be carefully examined 
for spelling, paragraphing, punc- 
tuation, preciseness, and substance 
The latter is the main body of the 
letter and requires special analysis 
It can carry the message success- 
fully, or fail miserably. 


Business correspondence, unlike 
stereotyped advertising material 
which is almost entirely mechan- 
ized, requires both purpose and per- 
sonality. Purpose provides a goal, 
while personality furnishes the 
means with which to attain it. The 
subject of letter writing has many 
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How you say it is important, for 


correspondence needs intimacy 


facets; it might be well, therefore, 
to discuss some pragmatic aspects 
of correspondence limited to the 
retail office furniture industry. 

Strange as it may seem, retail of- 
fice furniture dealers do not do 
much letter writing. Too few of 
them, if any, have a regularly em- 
ployed stenographer. A retailer in 
most cases is his own amanuensis. 
He relies solely on the poke-and- 
seek system of typing. Or, if need 
be, he writes his letters in long- 
hand. These retrogressive condi- 
tions exist where correspondence 
has been neglected, and the volume 
is small, or the retailer unjustifiably 
sees no need for competent sten- 
ographic service. 

Modern methods of correspon- 
dence contribute materially to an 
increased volume of business. Many 
successful transactions have been 
consummated by adroitly worded 
letters. Others, unfortunately, have 
failed because of the writer’s in- 
eptitude 


Calling upon Miss Jones 

to take 
a letter, or pressing the button of 
a dictating machine, are move- 
ments removed from successful dic- 
tation. What to say and how to 
say it are the things which count. 
Within the four corners of a well- 
written letter can be found evidence 
of power in words, strength in sen- 
tences, and virility in phrases. Such 
a letter presages ultimate success. 

A retailer can increase his volume 
of business apreciably by mail if he 
will give the personal, intimate 
touch to his letters, and avoid 
stereotyped correspondence so fre- 
quently consigned to the waste- 
basket. 

Personal pronouns such as “I” 
and “we” should be avoided as 
much as possible. Sentences em- 
bracing the word “you” are espe- 
cially valuable in sales correspond- 
ence; there is a certain psychol- 
ogical shifting of personal im- 
portance from the sender to the 
sendee. For it is the firm or in- 
dividual to whom remarks are di- 
rected, and whom we strive to 
impress; it is they who are the 
targets we desire to strike with 


by Charles®.Goodman 


S. Stein & Company, 
Chicago, Ill. 


bull’s eye precision. A_ properly 
formulated sentence is like a well- 
aimed arrow. Meticulously chosen 
words virtually wriggle with life. 
Words should be power-packed; 
insipid words are like humans 
without energy or vitality. 

It is not enough for a retail office 
furniture dealer to describe a desk, 
or a chair, or a filing cabinet with 
their accompanying sales price. A 
letter to be effective must be tact- 
fully persuasive and inducive. Not 
only must the retailer state the 
facts, he must necessarily combine 
his words in such a manner as to 
leave the door open for speculation 
and inquiry. 

The letter should at all times con- 
tain an offer of co-operation, in- 
formation and service. It must 
impress the prospect, for example, 
with the dealer’s interest in making 
a personal call. Retailers will find, 
after considerable practice and ex- 
perience, that a program of direct 
mail must be carefully planned. 
Slapdash correspondence is an 
utter waste of paper, time and 
energy. Each letter must contain a 
well-rounded-out story of the sub- 
ject involved. Behind each word, 
phrase or sentence there must be 
purpose and power without which 
there can be no successful corre- 
spondence. 


It is important 
and profitable— 

for retail office furniture dealers to 
pursue a vigorous program of sales 
correspondence. Dealers should not 
merely rely upon “Miss Jones take 
a letter.” Nor should they depend 
entirely upon business machines to 
turn out proper correspondence. 

Letter writing in this modern day 
and age is a challenge to every 
businessman’s intellectual capacity 
for utilizing the expansive mailing 
system of our nation. It opens wide 
vistas of opportunity. 

Letters link men closer together 
in progress and understanding. 
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the be - 


by Irving Settel, authority on retail advertising 


15. Low-cost printed matter can bolster ads 


E USE ADVERTISING to stimulate 
business, to create traffic in our 
stores, to increase volume. No matter what 
media we use, we know that, if intelli- 
gently handled, our promotion will be ef- 
fective. We know too, that campaigns or 
plans of action, are helpful. Combinations 
of various types of promotion can pack a 
terrific punch. If we, for example, use 
newspaper, radio and direct mail, we can 
cover the widest field and get to the re- 
motest sections of towns. We can, in other 
words, reach the great masses of people. 
How complete, how thorough is adver- 
tising? Can its effectiveness be increased 
by “extras?” 

Advertising in itself is usually designed 
to do a complete job. Experience tells us, 
however, that if backed by inexpensive 
printed matter, its effectiveness can be 
increased. 

If you have not already done so, get to 
know your neighborhood printer. He can 
offer helpful suggestions on types of ma- 
terial to use. Find out what he has 
done for other non-competitive businesses. 
Then try to determine how best you can 
support your present advertising media 
with “printed helps.” 

Remember this. All media .. . radio, 
newspaper, direct mail, outdoor advertis- 
ing ... all media can be helped by these 
extras. Let us examine, then, some sug- 
gestions which are examples of widely 
used material by the office appliance re- 
tailer. 

1. RADIO: Postcards can be sent out to 
your list of customers announcing your 
radio program. This will certainly stimu- 
late interest and create listeners. 

Package stuffers have proven to be a 
most effective promotional piece for an- 
nouncing a radio program. Every cus- 
tomer who makes a purchase will be re- 
minded of your show. 

Small printed window displays and store 
displays can announce in large bold let- 
ters that you have a radio program. In- 
vite the customers to listen and tell of 
the merits of the entertainment. Even 
spot announcements can be publicized. 
(Example: “Listen to our weekly specials 
announced over station W-——, at 2:34 
P.M.”’) 


2. NEWSPAPER: Tear sheets of your 
advertisement should be “plastered” all 
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over the store. Put some in your windows, 
some on -the walls, some in packages of 
customers’ purchases. You might even 
mail them to your list. A newspaper ad 
always makes a good impression. Use your 
ads wherever possible. 

A small circular, placed in every letter 
that leaves your store can proudly an- 
nounce, “Look for our advertisement every 
Friday in the Daily , offering 
amazing specials .. . specials that will 
save you money!” 


3. OUTDOOR ADVERTISING: If you 
have been running outdoor advertising for 
any length of time, here’s a good trick. 
Have miniature reproductions made on 
blotters, postage stamps, window and 
store displays. Be sure that every person 
who enters your store sees one or gets his 
copy. This little promotion will act as a 
reminder and will help to strike a note 
of recognition when the person sees the 
actual outdoor sign. 

4. CATALOGS: Many office appliance 
merchants print up annual or semi-an- 
nual catalogs. If carefully handled, 
these are strong enough to perform a 
good selling job in themselves. Copy 
should be hard hitting. Pictures should 
be clear and representative. Prices should 
be competitive. Ordering must be made as 
simple as possible. Assuming that all 
these rules are carefully followed and the 
catalog is a good one we know that its 
high cost makes it essential that it do a 
maximum job of selling. What can we do 
to help it along? Plenty! 

Postcards, sent in advance of the mail- 
ing of the catalog help to stimulate in- 
terest. Even letters, although expensive, 
are sometimes necessary, to build up this 
coming “printed salesman.” If curiosity 
can be aroused, recipients are more apt to 
read and preserve the book. Mailings too 
can be accomplished after the catalog has 
been distributed. The copy can say in 
effect, “We sincerely hope that our catalog 
is helping you to plan your home. Please 
do not hesitate to call upon us for any 
further assistance, and so forth.” 

You can print up additional] folders or 
inserts calling attention to leaders or spe- 
cials. This will direct attention to the 
pages of the items which you want to 
push. 

(Turn to page 172, please) 
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MODERN 
Display 


N KEEPING with our policy of 

passing along ideas as they un- 
fold we offer this display for your 
consideration. As has been dis- 
cussed in this column from time to 
time, any unusual prop which can 
be incorporatetd into your display 
is very much worthwhile. 

The illustration shows how the 
May Company, Los Angeles, Calif., 
put over a series of displays in a 
simple but very effective manner 
The firm used as its slogan, “What’s 
cooking?” and the appearance of 
the skillets caused a great deal of 
comment and attracted the atten- 
tion of thousands of Los Angeles 
shoppers. 

The merchandise was arranged in 
much the usual manner but the 
backgrounds were decorated by 
means of three skillets, which were 
hanging in even step arrangement 
on the background. The artist had 
lettered the skillets and they were 
arranged to read from left to 
right. The first skillet was lettered 
“What's,” the second one “cooking”’ 
and the third one “At the May 
Company.” The windows’ were 
trimmed with the latest offerings 
some of which were sizzling 


Here is a very simple idea 
which 
can be used by anyone to create an 
attractive display window. Novelty 
is always desirable and you cer- 
tainly have novelty of a type that 
anyone can understand in the skil- 
let idea. It can be used to promote 
any line of merchandise from pins 
to desks, and is highly desirable 
to create new atmosphere when 
needed. 
Color also has its place in the 
effectiveness of any idea you may 
carry out. The big stores change 
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for the 
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conducted by 


George Ly. Taylor 


P.O. Box 542, Long Beach, Calif. 


WHAT'S COOKING? 


Skillets in window attract attention and comment 


the color of their backgrounds 
many times during the year be- 
cause they realize the ineffective- 
ness of monotony and they strive to 
overcome it. The smaller store, of 
course, would probably not have 
enough of a budget to follow this 
procedure but there is no reason 
that a panel should not be prepared 
and kept as a permanent prop and 
background for these small displays 
and the color of this background 
changed from time to time for max- 
imum effectiveness. 

The panel idea is good because of 
its diversability. For instance, in 
arranging the display of skillets 
the panel could be used as the 
background for the display stand 
with just enough overlap to provide 
a setting for the skillet also. It 
could be placed in a slanting posi- 
tion in the center of the window 


IT’S A SIMPLE IDEA 
BUT SALES RESULT 
FOR THE MAY CO. 








and the display fastened to it. The 
color provides the diversity of ap- 
pearance and the skillet supplies 
the change of theme. 

These efforts are very much 
worthwhile in both small and large 
stores. The big stores are always 
screaming for attention; that is 
why the small store loses so much 
business to them. So, Mr. Smaller 
Merchant, combat this disadvan- 
tage with modern ideas. Battle the 
big stores with their own ideas. 
Work at your display advertising 
and it will surprise you how many 
extra sales you will attract with 
this effort. 

Sometimes that extra push, that 
super effort, spells the difference 
between success and failure. Never 
give up promoting new ideas that 
will help to put your store over the 


top. 
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“OH wud some power... 


AREFUL CONSIDERATION of 
the famous words of Bobbie 
Burns admonishing us to “see our- 
selves as others see us” would be 
an excellent way for us to antici- 
pate the arrival of 1952 and to 
estimate what it is going to mean 
to us in profitable business proced- 
ures 
These words of the great Scottish 
bard, when considered from a 
standpoint of practical approach to 
the building of sales in our show 
windows, should burn into our con- 
sciousness the undeniable fact that 
display windows emphatically re- 
flect the business character of the 
owner of the establishment. 


In the office supply 

business for 
example, neglected window display 
is excused on the basis of lack of 
time which is occupied in the hun- 
dreds of details needing attention. 
The store manager is at his wits end 
and is so occupied with other things 
that his windows are forgotten be- 


cause of constant procrastination. 
Actually, there is nothing that 
should be allowed to encroach on a 


systematic, well-planned window 
program. It is vital to the highest 
success of the business that the 
first view the customer gets of your 
business be very, very impressive. 

If we allowed ourselves to become 


careless in our personal habits our 
customers would note right away 
that we had not shaved. This act of 
personal neatness is a must and we 
attend to it every morning of our 
lives, without fail. We do this be- 
cause we are anxious to make the 
very best impression we can upon 


the people we are anxious to sell. 
We want them to feel that we care 
about their opinion of us and are 
anxious to serve them well. We feel 
that the shaven face reflects our 


habits and personality to an im- 
portant degree and we consider it 
one of our most pertinent daily 
tasks 


In all too many 
cases however; 


ovr attitude changes when it comes 
to the important job of smoothing 
out the face of our business. This is 
true in spite of the fact that the 
windows are as important to our 


business appearance as our face is 
to our personal appearance. We 
have failed to sell ourselves upon 
the proposition that we cannot al- 


OFFICE APPLIANCES, December, 


Make some resolutions to see yourself 


as others see you in your displays 


low ourselves to find ANY EXCUSE 
for neglected window display, but 
should eternally bend every effort 
towards its improvement. This is 
simple common sense. The writer 
would like to suggest an admirable 
resolution for the new year: 
I resolve to put first things 
first in 1952 and turn over a 
new leaf in the display man- 
ual of my store. I shall allow 
no effort to be wasted in put- 
ting my silent salesman to 
work creating friends for me 
and my organization. I shall 
open my eyes to the PER- 
PETUAL good publicity this 
proceedure will afford me at 
minimum cost. 

The show windows are not just 
holes in the wall. They should not 
be stuffed with merchandise. This 
procedure is all too apparent in the 
office supply business. It is a well 
known fact that many of our most 
potent merchants do their ENTIRE 
selling job through shrewd window 
displays and merchandise arrange- 
ments in the store which cannot be 
overlooked by anyone. To carry out 
such a program as this and to reap 
the profits obtainable thereby de- 
mands a lot of co-operative effort, 
thought and planning by both the 
store owner and the trimmer. 


In the office 

furniture business 
the secret of maximum sales 
through display is to make it easy 
for the buyer to find what he wants. 
If he has to search through a mass 
of badly-arranged stock to find the 
pieces that will look well in his 
office, then he will be apt to become 
discouraged and will look elsewhere 
for the answer to his problem. If, 
on the other hand, he sees a well- 
arranged show room displaying the 
desks, chairs and telephone cab- 
inets in a comprehensive manner, 
he is apt to select the whole group 
right on the spot. If a separate sec- 
tion of the store is reserved for set- 
ups the salesmen will have tremen- 
dous help in closing their deals. 
Visual aids are the modern ap- 
proach to the closing of sales within 
the store. The day before the pros- 
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by George Ds. Taylor 


display specialist 


pect is expected to look at the mer- 
chandise it should be set up in com- 
prehensive manner for his perusal. 
If careful thought is given to this, 
he will more than likely purchase 
one or two more pieces than he in- 
tended because of your prepared- 
ness for his benefit. Here is a sug- 
gested resolution for the office 
furniture dealer: 


I resolve in 1952 that I will 
exert every effort to build 
one or two extra sales in 
every deal by carefully plan- 
ning visual presentation of 
my merchandise. I will strive 
to continually improve my 
display by giving sympathetic 
and understanding consider- 
ation to those individuals en- 
trusted with this task. 


A word on behalf of the trimmer 
is also in order for 1952. There 
should be a definite relationship be- 
tween the owner of the business 
and the man whom he has placed 
in charge of his display work. There 
should be complete understanding 
brought about by an intelligent ap- 
proach to the problem. This is only 
common sense and will not only be 
advisable from a standpoint of per- 
sonnel relationship, but will in- 
crease profits through improved 
and timely display. In all too many 
cases this relationship simply does 
not exist. This is a bad situation, 
even in the smallest establishment. 


It is doubly hard 

for the individ- 
ual who has to add the duties of 
display work to numerous other 
considerations in the smaller or- 
ganization. Often—too often—the 
owner or manager of the store ex- 
pects too much from these individ- 
uals and judges the result of their 
efforts in a very unfair manner. 
The fact of the matter is that if he 
would only take the time to study 
the detail involved, and some perti- 
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nent facts about display procedures, 
he might discover that he was more 
to blame for the poor results than 
was the trimmer. 

Yes, indeed, it will pay you hand- 
somely, Mr. Merchant, to examine 
your attitude towards your display 
windows and your display person- 
nel. You might find that they are 
laboring under the insurmountable 
burden of your disinterest in what 





they are trying to accomplish FOR 
YOU, namely: THE SMARTEST 
AND MOST PROFITABLE windows 
in town. ; 

Turn over a new leaf in 1952. Give 
them that opportunity. Take a deep 
and real interest in what they are 
trying to do for you. Supply them 
with a budget. Give them an op- 
portunity once in a while to get 
away from their environment and 


to see what others are doing in 
other parts of the state or country. 
Encourage them, for they need en- 
couragement as much as you do at 
times. You will find a new, pleasant, 
profitable relationship that will be 
not only socially pleasant, but 
which will be a definite means of 
producing profits for you and will 
serve to identify you as a very pro- 
gressive merchant. 





PICTURES can tell the story 


by George f. Taylor 


display specialist 


HE SMALLER MERCHANT is 

handicapped in many ways. One 
of his most serious handicaps, un- 
less he is very lucky, is lack of win- 
dow space. In this modern age when 
display has become so important 
this is indeed a serious drawback to 
the man who has so much fine mer- 
chandise at his disposal and so little 
room to reveal it to the public. 

Commonsense tells us, however, 
that it does no good to “cry over 
spilt milk,” but rather we should do 
the best we can with what we 
have on hand. In this way, we can 
assure maximum results from a dis- 
play effort that has thought and 
work behind it. The photograph 
shows a display of leather furniture 
This display contains not one item 
of merchandise although it does 
attract attention through the use 
of actual hides supplied to the deal- 
er by Louis R. Bursk, 738 E. 6l1st 
St., Los Angeles, Calif. One of the 
foremost dealers in leather furni- 
ture, Mr. Bursk is always peering 
with a forward-looking eye upon 
the merchandising scene. He is al- 
ways ready to help his dealers ad- 
vertise his merchandise and the co- 
operation enabled the writer to in- 
stall the window here illustrated. 


Instead of using 

merchandise in 
the display, which was installed in a 
very small window, photographs 
were used to show the different 
styles available. They were fastened 
on the window itself and grouped 
in an attractive frame which was 
shown en an easel. Other photo- 
graphs were utilized on a pane! in 
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HOW ONE DEALER USES PHOTOS TO GOOD ADVANTAGE IN HIS WINDOW 


one corner of the window. A long 
narrow panel was used on the floor 
of the window to the front of the 
display showing samples of leather 
colors in which these smartly-styled 
pieces of furniture were available. 
All these props were grouped at- 
tractively in front of, but not con- 
cealing, the hides which were 
draped in the back of the window. 
Some of these photographs were 
spotlighted at night. 

The effort may seem useless to 
some people for surely no one is 
going to dash into the store and 
purchase an expensive chair or 
davenport just because he saw a 
picture of it in the window. There 
is always a chance of this happen- 
ing but it is very remote. No, the 
value of a window such as this is 


not often visualized in a direct sale. 
Its value is rather in the fact that 
the scope of your merchandising 
endeavor in the field of leather is 
revealed to the public. There is no 
doubt that the display has real ad- 
vertising value. Like many adver- 
tisements, this value may not be 
immediately apparent in direct 
sales but do not let that deter you 
from using this display, if at all 
possible, in your window. Even if 
you are not in a position to secure 
the hides, an artistic arrangement 
of pictures around one smart 
leather chair will put that small 
display window to good use for you. 
Don’t give up in any phase of pro- 
motion. Use your display windows 
to the best advantage for the best 
results. 
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VISUAL approach sells office furniture 


E DON’T BELIEVE there is 
any substitute for visual aid 
in selling. This not only applies to 
placing office furniture in an ideal 
setting, but in showing not just 
telling a business man what can be 
done in remodeling and refurnish- 
ing his office. The dollars we have 
spent in visual appeal has certainly 
paid dividends for us.” These are 
the comments of Robert W. Bauter, 
partner of Weber Office Supply, 
Ogden, Utah 
The salesroom_ supplies 2650 
square feet of selling space with 
3000 square feet available for stor- 
age. Ingenuity enabled this firm to 
create a delightful setting for office 
furniture and commercial station- 
ery supplies at a modest cost of 
$2,000. 


One long expanse 
of wall is de- 
voted to shelving for stocking to a 
height of eight feet. The area above 
is painted in a warm, mulberry 


shade with the ceiling tinted 
slightly darker. The front of the 
store is entirely of plate glass for 
entire store view from the street. 
The alternate wall and back of 
the store has luxurious-appearing 
grained plywood, appropriately 
stained, to a height of five feet. The 


wall above is painted in the mul- 


Ogden, Utah, firm finds ingenuity pays 


in providing salesroom at small cost 


berry shade. Of special interest is 
the treatment given support pillars. 
Business people have long accepted 
the structural necessity of these 
pillars and have endlessly racked 
their brains for a_ satisfactory 
method of converting them into a 
strong decorative feature. Mr. Bau- 
ter and his partner, Harvey S. 
Howarth, found a highly satisfac- 
tory and inexpensive solution. The 
pillars are papered in black mar- 
belized wallpaper which defies de- 
tection as such. 

For sparkle, two pallet-shaped 
fixtures were installed for lighting. 
The outline of the pallet is empha- 
sized with fluorescent strips. The 
balance of the store is lighted with 
conventional, hanging, fluorescent 
fixtures. 


Mr. Bauter explains, 


“We have 
believed in putting a percentage of 
the profits back into the business 
each year. The next step is a spa- 
cious basement show room for our 
office furniture. 


There’s just one 
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INSTALLATION IN MEDICAL-DENTAL BLDG., LOGAN, UTAH, 


HANDLED BY WEBER OFFICE SUPPLY CO. OF OGDEN 
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by Marie Grant 


special writer 


reason why we aren’t doing it im- 
mediately. We began operation in 
1936 in a garage loft and know what 
is involved in putting in and taking 
out furniture without an elevator. 
The principal expense in the base- 
ment show room will be the neces- 
sary freight elevator. This change 
is on the agenda for next year.” 

The store’s location was chosen 
as being, not only in the heart of 
the business district, but on the 
route almost invariably taken in 
going to the postoffice. Business 
people go to the postoffice an aver- 
age of twice a day. They see the 
displays; physical appointments in- 
vite them to come in and look 
around. 


Display is naturally 
given careful 
consideration. The most effective 
display background has been found 
in massive white cardboard back- 
grounds with 8 x 10-inch glossy 
prints of offices which the firm has 
suggested decoration for and fur- 
nished. Black lettering identifies 
the particular office. The customer 
is, thereby, not only shown the qual- 
ity furniture stocked, but is given 
the visual picture of how it could 
be used in his particular office. The 
potency of this is proven by the fact 
that a salesman calling is fre- 
quently told that he particularly 
liked Dr. Blank’s office treatment. 
Each of the three outside sales- 
men carries a portfolio with a full 
selection of offices completed by 

Weber Office Supply. 
Great care and attention is given 
in the choice of salesmen. The so- 
called “live wire” is avoided. Ex- 
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SALES FLOOR OF WEBER OFFICE SUPPLY CO., OGDEN, UTAH 


perience has proven that these men 
are generally temperamental; 
thrusting their opinions upon busi- 
ness people, and “knocking off 
work” once they get a good order 
The less aggressive individual is 
usually more conscientious and can 
be taught to sell well, assuming he 
is personable. Basic intelligence, a 
neat appearance, and a likeable 
manner are the characteristics the 
men search for. 

To maintain a strong incentive 
to all sales personnel, a bonus sys- 
tem has been established. The 
quota is sufficiently low that men 


do not consider it an insurmounta- 
ble barrier. 

Salesmen are aided through direct 
mail advertising; both  institu- 
tional and promotional. Personal- 
ized, carefully selected, manufac- 
turers’ literature is used. It is 
segregated and sent only to those 
firms which represent potential 
buyers. The return on this is good, 
not only in telephone calls placing 
immediate orders, but in creating a 
future potential. Many months lat- 
er a business man will say, “What 
was that file deal you sent me liter- 
ature on a while back?” He has 


remembered now that he is in the 
market for the equipment 


In explaining 
their institutional 
approach, Mr. Howarth says, “Og- 
den is too small to make conducting 
classes practical. Many of the in- 
stitutional advertising programs 
available to firms in metropolitan 
areas are closed to us with a popu- 
lation of 80,000. We search for just 
the right thing and results indicate 
that we have found it. The Art 
Metal Construction Company house 
organ, ‘Office Economist’ contains 
helpful articles for the business ex- 
ecutive and for personnel within his 
office. Weber Office Supply ‘blan- 
kets’ the area with this publica- 
tion, having the magazine mailed 
directly by the company at a cost of 
$.05 per copy. The Weber Office 
Supply name is on the magazine. 
When we originally tested with this 
medium, we were amazed with the 
results. We had customers and non- 
customers alike calling to mention 
that a particular article had proved 
helpful and requesting several ad- 
ditional copies to distribute among 
their employees or branch offices,” 
comments Mr. Howarth. It is a 
medium which is holding old cus- 
tomers and building new 
Alert management is building a 
consistently increasing gross for 
Weber Office Supply 





DISPLAY HIGHLIGHTS BERGER 5000 SERIES 





window of Godchaux Clothing Co., in New 
Orleans. Thus the Berger desk steps out with 
fall fashion and finds itself in harmony with 
the latest dress modes for Miss Office Worker 


Baudean, Inc., 417-423 Camp St., New Or- 
leans, La., dealer for Berger Mfg. Div., Re- 
public Steel Corp., displays the No. 5054 L 
interviewer desk of the 5000 series in show 
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MORE about steel allocation to 
the office furniture industry 


OSEPH BURGER, president of Art 
Steel Sales Corporation, is earn- 
ing the gratitude of our industry 
by continuing to stress the theme of 
inequitable allocation of steel by 
the National Production Authority 
for manufacture of office equip- 
ment 

OFFICE APPLIANCES last month 
presented a well-documented case 
by Mr. Burger in which he pointed 
out that vital tools of the office 
have been wrongfully placed in the 
same category as porch and lawn 
furniture 

His arguments were particularly 
pointed inasmuch as with the total 
usage of steel for this industry be- 
ing not more than 2% of total pro- 
duction “it should follow that there 
should be no cut in allocation of 
this vital service so required by the 
country.” 

In total defense, an economy 
which this country is fast ap- 
proaching, even as in total war the 
tools of the office are today needed. 
This is no time for a body blow 
to office equipment manufacturers 
who supply the machines, the seat- 
ing, the files and other products 
essential to the office. Few will 
deny that the office of the war 
plant, providing the paper work, is 
just as essential as the factory 
where the war equipment is manu- 
factured. Yet, the office equipment 
industry is threatened with a suf- 
focation diet in steel, Mr. Burger 


points out 


In presenting Part II 

of his case 
for revision of the allocation of 
steel by NPA Mr. Burger says, 
Newspaper and other reports in- 
dicate that groups are now upon 
the Washington scene making de- 
mands which will result in greater 
disproportionate sharing of avail- 
able steel now being ‘CMPd’ by 
the requirements committee of the 


Defense Production Administration 

and all of which ultimately will 
reduce the steel allocation avail- 
able to steel office furniture manu- 
facturers.”’ 

The Art Steel Sales Corporation 
president warns manufacturers, 
dealers and other outlets who have 
a stake in this industry to call at- 
tention to Senators and Represen- 
tatives to “the important fact that 
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Joseph Burger presents new case, protests 


inequity despite essentiality of offices 


steel office equipment is an essential 
civilian product.” 

Quoted in the Burger Case No. 
II is a letter sent September 22 by 
Paul E. Burbank, general manager 
of the National Stationery & Office 
Equipment Association, to Harry J. 
Holbrook, director of the Consumer 
Durable Goods Division of the NPA. 

In it Mr. Burbank points out that 
“the hardships being imposed di- 
rectly on retail stationery and office 
equipment dealers, and indirectly 
on the private business offices of 
the nation, have resulted from the 
small quantities of controlled ma- 
terials allocated to manufacturers 
of office equipment and supply 
items for the fourth quarter of this 
VORP... 6 


The NSOEA executive 

continues 
“So far in the operation of the 
Controlled Materials Program of 
NPA it has appeared to us that NPA 
has followed a somewhat flexible 
criterion or standard for allocating 
materials under which it has sought 
to permit manufacturers to ‘break- 
even.’ We can readily appreciate 
why such a standard of ‘survival 
of the manufacturer’ may have been 
adopted. However, we do not be- 
lieve this test is proper for the office 
equipment and supply manufactur- 
ing industry since this industry 
must produce the tools which per- 
mit business offices of the nation to 
function.” 

The plight of the dealer is taken 
up by Mr. Burbank when he points 
out, “If there is continued cut-off 
of office supplies and equipment in 
which controlled materials are used 
from retail stationery and office 
equipment dealers, many such deal- 
ers will be unable to remain in busi- 
ness. The average profit of station- 
ery and office equipments is only 
3.8% before taxes. Thus, it will be 
seen he has an extremely small 
profit margin within which to oper- 
O08. 4." 

Presenting Part II of his argu- 
ments, Mr. Burger prefaces his brief 
with the statement that “items of 
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steel office equipment fabricated by 
the steel office equipment manufac- 
turers are entitled to a classifica- 
tion and/or declaration of ‘essen- 
tiality’ of the said steel office equip- 
ment.” 

He continues, “Office equipment is 
not a ‘gadget’ industry. It is a vital 
segment and part of America’s busi- 
ness life, without which America 
cannot function. No single phase of 
America’s business, either military, 
atomic energy, civilian, school, or 
non- or less essential, can be organ- 
ized except that it employs steel 
office equipment.” 

One example quoted to demon- 
strate how vital is this industry 
stems out of Executive Order No. 
10290. In this order, the President 
of the United States has indicated 
filing equipment must be used to 
safeguard “Top Secret,” “Confiden- 
tial,” and/or “Restricted (etc.) Doc- 
uments.” Under Section 34 of the 
order filing cabinets are designated 
as the indicated receptacles. 

The conclusion by Industry 
Spokesman Mr. Burger is_ that 
“Since steel office equipment is in- 
dustry business equipment, it should 
be classified, designated and prod- 
uct-identified as General Industrial 
Equipment and brought within the 
rules governing that generic classi- 
fication (rather than to be a part 
of the catch-all classification of 
‘Consumer Durables’). 

“By virtue of the security regu- 
lations and by virtue of the essen- 
tial and vital character and nature 
of steel office equipment in organiz- 
ing the business life of America, it 
is crucial and important that steel 
office equipment be designated as a 
high priority direct defense and 
essential civilian product (either 
Class B or Class C) and that the 
allocations of raw materials to steel 
office equipment manufacturers 
within CMP be placed upon the 
basis of not less than 80% of the 
pre-Korea base, and that such raw 
material fund be not depleted to 
the detriment and prejudice to 
manufacturers of steel office equip- 
ment by further action.” 
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GUNLOCKE SEATING 
USED AT DALLAS 


One of several vice-presidents’ offices recently 
furnished by Stewart Office Supply Co. for 
the United Fidelity Life Insurance Co. of Dal- 
las, Tex. All executive offices of this com- 
pany have been refurnished and now utilize 
seating by the W. H. Gunlocke Chair Co. 





JASPER DESK CO. es | MS, REE 
INSTALLATION : kag 


Macdonald & Stingel of Saginaw, Mich., made mah — | be F 
this Jasper Desk Co. installation in the Sagi- a eer 
naw office of the Manufacturers Life Insur- i 











ance Co. The island base desks are placed 
in a general office which has blue-green walls 
and gray tile floors. The agents’ office is 
furnished with gray walls and green carpet- 


ing. Drapes have a gray-brown background Be ap, = *, 
set off by a floral design in which red is the . : 
predominating color. ne . oh ory 
ae anh a | : 
mas aioe 
Cae 


INSTALL WALNUT 
IMPERIAL DESKS 


An installation of Wiltshire modern walnut 
desks manufactured by Imperial Desk Co., 
Evansville, Ind. The desks were installed by 
Herbert Buhler & Co., Detroit, Mich., in the 
offices of Woodcraft Corp., Bay City, Mich. 
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LEOPOLD-SIKES 
INSTALLATION 


This installation was made at the First Na- 
tional Bank, Boise, Ida., by the Syms-York 
Co. under the direction of Austin J. Salisbury. 
The bank used about 40 Leopold Co. desks 
and the requisite number of Sikes chairs. 
Founded in 1867, the bank now employs 
about 400 persons and has resources in ex- 
cess of $130,000,000 in its 21 banking outfits. 


INSURANCE FIRM USES 
FERRIS ROTARY FILES 


This scene is in the offices of Lumberman’s 
Mutual Insurance Co., Chicago, where Spak 
& Natovich made an installation of 65 Ferris 
rotary files as well as Haskell tables. The 
rotary type files were purchased by the 
insurance company to serve its particular 
filing needs 
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AG ASSN. CHOOSES 
MILWAUKEE CHAIRS 


This conference room installation using Mil- 
waukee Chair Co. seating was made by Spak 
& Natovich, Chicago office furniture dealers, 
for the Illinois Agriculture Assn. 
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Sato 


Business Builders 


Broadcast over Station S-A-L-E-S 


Operating on a wave length of :—- 
CONFIDENCE ... COUR. 


AGE ... CO-OPERATION 


EJOICE IN THE fact that YOU 

as a qualified stationer and 
office outfitter are at that happy 
season of the year when your goods 
and services take on the mission 
of being practical gifts that keep 
on giving whenever selected by your 
regular and new clientele. Now we 
like the word “clientele” precisely 
as we are televising it to you right 
now over this famous OA world- 
wide hook-up; and we like it for 
the reason that it helps us keep 
in mind that our business is and 
always should be, on a distinct 
professional basis. Therefore, your 
customers always step into their 
deserved position of being YOUR 
CLIENTS. . . . Remember this fact 
throughout 1952 as we work out 
each monthly BUSINESS BUILDER 
promotion together. And as mo- 
tion is two-thirds of promotion, 
here is a suggested cheerful electro 
jumping right out of the OA tele- 
vision screen for you: 








. And now we bring you one 
of the most power-packed winning 
statements ever presented in the 
Mr. I. Will Pepper- 
Upper department of 
BUSINESS BUILD- 
ERS. It is from the 
pen of Sigmund L 
Phillipson of the 
Ideal Office Service 
Company, 514 Ca- 
thedral St., Balti- 
more 1, Md. And as Mr. Phillipson 
so aptly emphasized in his airmail 
dispatch to us, quote: “THIS 
SLOGAN SHOULD BE HUNG 
WHERE EVERY SALESMAN CAN 
SEE IT. IT INFORMS THE SALES- 
MAN THAT HE MUST MAKE THE 
CALLS IN ORDER TO GET THE 
SALES.” ...so here itis... and 
we add read it... heed it... for 
we all need it now and always: 

“If I Don’t Go, I Don’t Get!” 











I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator — 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I Will Pepper-Upper and Terse 
Trailer Departments of BUSINESS 
BUILDERS Telecast.) 





. > = x « * * 


Ask immediately for Business 
Builder No. 12.1 from a Florida sta- 
tioner, who aptly and timely puts 
it in headline this way: “VACA- 


TIONLAND APPLICATION TO 
STATIONERY AND OFFICE 
EQUIPMENT SALES PROMOTION” 

. and in it he sets forth some 
novel ideas on suggesting our im- 
portant items and reveals square- 
ly how it worked last year and even 
suggests how you may apply its 
principles to your own business 
wherever you reside and sell. SEND 
FOR IT, AS WE SAY, IMMEDI- 
ATELY. 

Ask immediately for Business 
Builder No. 12.2 airmailed from a 
Mid-West office outfitter, who cap- 
tioned his contribution: “Ideas we 
have ahead for better selling win- 
dow displays in 1952.” There you 
have a most valuable BUSINESS 
BUILDER .. we know this will 
prove one of the most attractive 
and resultful 


* 7 


Ask immediately for Business 
Builder No. 12.3 from a Down East 
enthusiastic stationer, who puts it 
this way: “Are you really personal- 
izing your advertising promotions? 
You are welcome to our 1952 out- 
line which we are offering through 
the media of Business Builders.” 


* * ” * * . . 


Again we emphasize: 

“TERSE TRAILERS 
PRODUCE FOR YOU!” 

So send in your TERSE TRAILERS 
and there’s a prize for each one 
Ope. « 

This month’s contributor gives 
credit line to Bert Barnes, and also 
comments on the clipping’s head- 
line which is the theme of this 
TERSE TRAILER, quote: “AND 
YOUR EYE ON THE BALL” 
which stated is: “Life is really com- 
plex these days. To keep from hav- 
ing your back to the wall, you’ve 
got to keep your ear to the ground, 
your nose to the grindstone, a level 
head, your shoulder to the wheel, a 
stiff upper lip, both feet on the 
ground, and your chin up.” 
unquote 


eb 


Office-efficiently yours! 
RALPH B. ORTEL 





HOW OFTEN, when it is too late, we wish we had kept our opinions to ourselves instead 
of saying something which hurts another. It seems to be human nature to add something 
to whatever is said in criticism of another. But it is the mark of a wise and just man 
to keep silent unless some good is fo be wrought by criticism. 
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Editorial 





Ten Commandments for Salesmen 


@&® IF A SALESMAN has 10 basic attitudes, 
says Al N. Seares, vice-president and board chair- 
man of the National Sales Executives Associa- 
tion, he can absorb the inevitable setbacks and 
bad breaks and hang up records year after year. 
The 10 indispensable attitudes, according to 
Furniture Age’s quotations from Mr. Seares, are: 

1. He must see himself as serving his cus- 
tomer by helping him enlarge his vision and life. 

2. He must recognize that the customer is 
always right, must try to adjust complaints 
satisfactorily and thereby win friends rather 
than arguments. 

3. He must recognize sales success as a syn- 
thesis of thinking, developing, demonstrating, 
adjusting—not lucky breaks. 

4. He must be constantly aware that he has 
the same number of hours in his day that the 
competition has, but the application he makes 
of his hours counts. 

5. He must keep in mind that neatness, clean- 
liness and good grooming can help make the first 
superficial impression favorable to him. 

6. He must realize that people are going to 
know whether his feeling toward them is friendly 


or unfriendly, and they are going to react ac- 
cordingly. 

7. He must recognize the value in sales 
forums, clinics and the various aids his employer 
provides, sifting out the chaff but using all the 
good grain. 

8. He must be aware that a straightforward 
solicitation is flattering and must get that order, 
not at all cost, but he must get it if there is a 
reasonable chance. 

9. He must sell in line with his firm’s credit 
policies, being conscious of their operation and 
problems. He must never sulk if credit is refused 
his customers. 

10. He must think and act constructively and 
optimistically, winning business by building up 
his story and never tearing down a competitor's. 


oe Ooms 


Brevity Not for OPS 


#4 SOME ONE has pointed out that Lincoln’s 
Gettysburg Address contained 266 words, the 
Ten Commandments 297 words, the Declaration 
of Independence 300 words. 
But it took 26,911 words for the OPS order 
to reduce the price of cabbage! 
Comment seems superfluous. 





Here and There 


HEYER BALLOON SOARS 600 
MILES FROM NSOEA SITE 


The Heyer Corporation has learned how 
far some of its advertising material can 
travel on its own. During the recent NSOEA 
convention at the Stevens Hotel in Chicago, 
many inflated balloons were furnished 
visitors and out of this promotion comes 
an interesting story 

Gino Rocca salesman for Marnoch 
Office Supply Company, Windsor, Ontario, 
had one of these balloons with him as he 
left the hote September 22, preparing 
Windsor. He decided to 


ne of his business cards 


to drive back t 
release it witt 
attached and a note to the receiver to 
write him 

The following Saturday, Marnoch’s re- 
ceived a card from Harry G. Smith of Lee 
Center, N. Y 
your card and balloon in Lake Delta which 


reading as follows: ‘Found 


is adjacent to Rome, N. Y. Came quite a 
ways, didn’t 





THREE CHICAGO VETERANS 
MAKE AN OLD FIRM PAY 


A successful business, with dollar sales 
reaching six figures monthly, is the result 
of a little foresight by three young Chi- 


cagoans, while still in military service. They 
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are Edward Uihlein, Jr., William N. Lane 
and John A. S. Lane. 

In 1947 they made a modest invest- 
ment in the General Binding Corporation, 
Chicago. While the company was not too 
robust, and business was indifferent, it still 
had a sound foundation in serving the 
graphic arts industry. 

One of the boys’ first jobs was to im- 
prove the company’s plastic and metal 
binders, and the machines which operated 
them. At the same time they reorganized 
administration and sales methods. 

Having accomplished this, they started 
to produce a new line of merchandise, a 
small portable plastic binding unit, about 
the size and cost of a typewriter. This, they 
introduced into a new field—that of office 
equipment—at a time which closely 
matched new developments in the office 
duplicating machine field. The boys foresee 
a time when their binding machines will 
be just as essential to office work as the 
duplicating (Chicago Daily 
News) 


machines. 





IOLA BUSINESS WOMAN 
MARKS 25TH ANNIVERSARY 


Celebrating her 25th year as an lola, 
Kans., businesswoman, is Miss Amy Jones, 
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who runs a typewriter and office equipment 
retail store. 

It was in 1926 that Miss Jones purchased 
an interest in the Williams Typewriter Com- 
pany in lola, the first such business to be 
opened there. It was a chance conversa- 
tion with Georg L. Williams, the owner, 





AMY G. JONES 


that led Miss Jones to buy the half interest, 
and she recalls that she had to borrow the 
money for the transaction. However, the 
boom of the 1920's was still on, and the 
enterprise flourished. When her partner 
died in 1931 she took over the entire 
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business, and changed its name to Jones 
Typewriter & Book Store. 

She deals principally in business ma- 
chines, office supplies and equipment, 
books and lettershop work, which counts 
its customers not only in neighboring coun- 
ties, but in neighboring states, too. 

During her career Miss Jones has seen 
all kinds of business conditions, from the 
boom years through to the depression years; 
from the lack of goods during the last war 
to the post-war period with its wild scram- 
ble for merchandise; to the uncertainties of 
present day conditions. 

“However,” Miss Jones reflects, ‘| would 
choose this particular line today in prefer- 
ence to many others.” 








On the job! 


Our volunteer speakers are 
saving thousands of lives to- 
day ...in factories and offices, 
at neighborhood centers and 
at organization meetings all 
over this land...showing peo 
ple what they can do to pro- 
tect themselves and their fam- 
ilies against death from cancer. 
For information just telephone 
the American Cancer Society 
or address a letter to “Cancer,” 
care of your local Post Office 


American Cancer Society 








DISTRIBUTOR FOR A. B. DICK 
IS COMMUNITY FUND AIDE 

Alex St. John of St. John & McColl, Inc., 
A. B. Dick Company disrtibutor in Boston, 
Mass., has been appointed one of the dis- 
trict directors of the Greater Boston Com- 
munity Fund drive. According to a news 
account in the Back Bay Ledger of Boston, 
Mr. St. John will direct fund-raising activi- 
ties in the Huntington district. 





JASPER SEATING EXECUTIVE 
VERSATILE IN BUSINESS 

John Eckert of Jasper Seating Company, 
Jasper, Ind., is well known to the office 
equipment trade. For many years, John 


has been assistant manager and super- 


intendent of the Jasper Seating factory. 
Recently, he was made vice-president of 
the company. 

Mr. Eckert has had 40 years of manufac- 
turing experience in office furniture, but 
it may come as a surprise even to John’s 
many friends in the industry to learn that 
he has held a Buick automobile dealer's 
franchise in Jasper for almost 30 years. 


For the benefit of those who may not 





JOHN ECKERT 


remember what motor cars looked like 
years ago, a 1923 Buick sedan is here 
pictured. This may bring back nostalgic 
memories of the old timers. At any rate, 
when auto owners were “riding high” . . . 
when this 1923 Buick was in style . . 
John Eckert became a full-fledged Buick 
dealer in Jasper. 


IN 1923, JOHN ECKERT SOLD BUICK SEDANS LIKE THIS MODEL 
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WALKING BOX 
STIRS MYSTERY 


TARTLED to see a box walk- 

ing, Detroit (Mich.) Free Press 
Photographer Bert Emanuel 
solved the mystery. The tech- 
nique was for the box—a dis- 
carded Art Steel Sales Corpora- 
tion container—to rest on the 
sidewalk, then accompany any 
passerby for a stroll. 





PUZZLED PEDESTRIANS FOUND THEY 
HAD A BOX AS WALKING COMPANION 





PATROLMAN JAMES LOVELL INTRUDES 
AND PREPARES TO SOLVE MYSTERY 





SURPRISED BOYS LOSE THEIR COVER; 
LECTURE: EVILS OF SCARING FOLK 
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nomda 
news 


\ational Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


Office Machine Dealers Eye Miami 


Miami, Fla., will be the mecca for hundreds of 
office machine dealers on January 11-14 when there 
will be a combination of meetings of the office equip- 
ment dealers of South Florida and the annual mid- 
winter meeting of the board of directors of the 


National Office Machine Dealers Association. It is 
expected that several hundred dealers will be on hand 
for the event 

The office equipment dealers are presenting their 
first annual exhibit of office equipment and expect 
this meeting and exhibit to be the forerunner of 


many such events in years to come. Already many 
reservations have been made for exhibit space and 
by show time all exhibit space should be taken by the 
various manufacturers. 


The four-day gathering starts on the 1lth when 
the equipment show opens, and the South Floridans 
go into their huddles for the election of officers and 
other business. The national directors of NOMDA will 
convene on the 12th with the 13th set aside for added 
discussions of business left over from the day before. 
On the 14th the South Florida Office Machine Dealers 
Association will hold its regular meeting and will have 
as its guests the national officers and directors of 
NOMDA 

It is expected that the Tampa Bay OMDA members 
will be present in force. This new local of NOMDA 
has had a most active year and has indicated it will 
have a large delegation on hand to see the exhibits 
and to take part in all phases of the four days. 

A full round of entertainment has been planned for 
all visitors with Florida’s famous deep sea fishing to 


take the lead. Land-lubbers will find plenty to in- 
terest them, according to promises of the committees 
in charge. Charles Meyers of Miami, long active in 
dealer activities, is in general charge of arrange- 
ments. The McAllister Hotel will be the headquarters 
for the exhibits and other indoor events. 





NOMDA Reports Membership Gains 
NOMDA'’S nation-wide membership drive is rolling 


along in high gear with locals in every section of 
the country vigorously campaigning for new members. 
It is the aim of the association to add 500 high class 


dealers to its roster during the October-December 
drive and from all advance indications, the campaign 
will be a success 


To stimulate interest in the activity, Liston Jackson, 
president of NOMDA, has presented two trophies to 
be awarded to winners in the two divisions of mem- 
bers. One will go to the local showing the greatest 
percentage of increase in members and the other to 


the individual member (not a member of a local) who 


brings in the most members. 

Most locals have divided their membership into 
teams and are adding greatly to the competitive spirit 
of the occasion. The St. Louis OMDA has two teams; 
the Rough Riders captained by “Two Gun” Gruener 
and the Bronco Busters headed by “Fast Rider” Steger. 
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In Philadelphia, the Penn-Jersey-Del OMDA has four 
teams with the following monickers: “Quarrelsome 
Quakers,” under the leadership of Tom Kerrigan; the 
“Jersey Jolters,” headed by Herbert Toussaint; “Wick’s 
Western Wallopers,” under Ed Wick, and the “Manu- 
facturers Maulers” with Fred Washburn as captain. 

From other locals comes word of unusual activity 
along the new members line with several stating they 
are to be winners. This is the first nation-wide affair 
of its kind in many years and the directors of NOMDA 
look for it to be the very finest. With everyone enter- 
ing into the spirit of the contest as they have it should 
be an easy matter to add “Jackson’s 500.” 





D. L. Keeney, Jr., Named Convention Chairman 


D. L. Keeney, Jr., of Dallas, Tex., has been named 
general chairman of NOMDA'’s convention committee 
for the 1952 event, to be held in Dallas in June. Mr. 
Keeney is president of the Texas Office Machine Deal- 
ers Association and has been active in association 
affairs for many years. He was a charter member of 
the Texas group. 

“We expect NOMDA convention in Dallas to be one 
of the finest ever held by the association,” stated Mr. 


D. L. KEENEY, JR. 





Keeney recently. “We promise to stage the gathering 
in true Texas style and of course everyone knows what 
that means. Our plans are already under way for 
special events and for the entertainment of the vis- 
itors. We will keep people busy every minute they are 
in Dallas and will send them home feeling they have 
attended the outstanding NOMDA convention of all 
time,” he concluded. 

Selection of the headquarters hotel and dates will 
be announced in the near future. Committee appoint- 
ments will be announced as soon as they are con- 
firmed. “See Alice in Dallas” is the siogan of the 
hosts, but they do not say who Alice is, or where. Only 
convention time will settle that question. 





Gene Taylor Heads NOMDA Committee 


Gene Taylor of Pantagraph Printing & Stationery 
Company, Bloomington, Ill., former president of 
NOMDA, has accepted the post of chairman of the 

(Turn to page 171, please) 
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CROWDS THRONG EXHIBITS AT NATIONAL BUSINESS SHOW IN GRAND CENTRAL PALACE, NEW YORK CITY 


NATIONAL Business Show records 
90,000 visitors in New York 


HE LATEST PRODUCTS of some 128 distributors 

were displayed in Grand Central Palace, New York 
City, N. Y., from October 22 to 27. 

This year the show was dedicated to “Conserving 
Manpower with Modern Machines and Methods” with 
the exhibitors displaying machines and methods aimed 
at cutting office operation costs. Under the owner 
management of the Office Executive Association of 
New York the technique of integrated design giving 
a sense of single entity that proved so successful last 
year was again used. This arrangement provided ex- 
hibitors the maximum exposure of their products and 
permitted visitors easy access to the displays. 

Once again the National Business Show proved a 
magnet to which business people from all over the 
world were drawn. From the moment Grand Central 
Palace in New York City swung open its exhibition 
hall doors on Monday, October 22, a stream of visitors 
numbering in the neighborhood of 90,000 poured in to 
see the latest offerings. They.came from Japan, India 
and many other far-off places as well as South Amer- 
ica, Mexico, Canada and all parts of the United States 
including U. S. government officials from Washington, 
D. C., the armed forces and local representatives of 
foreign countries. 


Occupying two floors 

in the exhibition hall, the snow 
was open daily from 1 p.m. to 10 p.m. except the last 
day when it closed at 6 p.m. Exhibits were laid out 
with spacious aisles to facilitate the progress of large 
crowds. This arrangement gave visual evidence of the 
executive skill of Rudolph Lang, managing director, 
and his assistants. 

Entering the exhibition hall, visitors were impressed 
with an atmosphere of sincerity and friendliness that 
predominated throughout the entire show. The ex- 
hibits themselves presented an interesting and effec- 
tive use of color and art in modern application that 
was most pleasing to the eye 

With the theme, “Manpower, Machines and Meth- 
ods,” the show again demonstrated its value to Ameri- 
can business and industry by bringing together for 
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43rd exposition spotlights modern 
machines and methods in conserving 
office manpower—Lang in charge 


them the newest in management thinking and the 
latest in office equipment available to aid in their 
search for greater efficiency. The products displayed 
by 128 exhibitors featured the most modern equipment 
and machines designed to fit today’s business office. 
In addition to office machines, other features and 


ON THE OPPOSITE PAGE— 


1. F. H. Caswell, F. S$. Webster Co.; Rudolph Lang, director National 
Business Show. 

2. Joseph F. Yates, Jos. F. Yates Co., New Haven, Conn.; Mrs. & Mr. 
C. E. Murphy, Johnstown Office Supply Co., Johnstown, Pa. 

3. R. W. Davidson, Soundscriber Corp.; Frank E. Tupper. 

4. Charles Bead, W. Bruce Ellsworth and H. W. Edgren, all Corry- 
Jamestown Mfg. Co. 

5. Joe Weber, Weber Addressing Machine Co. 

6. Sam Katz and Irving M. Levy, both Art Steel Sales Co. 

7. Abe Itkin, Sam Itkin and Ben Itkin, all Itkins Bros., New York, 
N. Y. 

8. O. H. Pierce, L. T. Carr, Dwight Cooke and R. W. Showaker, all 
Marchant Calculating Machine Co. 

9. Andrew Cerruti and R. K. Allerton, both Underwood Corp. 

10. Harold O. Atwood, Rockwell-Barnes Co.; J. George Aigner, Aigner 
Index Co. 

11. Charles Parker, the Swingline Bunny and Fred C. Favre, all Speed 
Products Co., Inc. 

12. Tilly McCarthy and W. Harvey Thompson, both Diebold, Inc. 

13. George H. Hermann and A. J. Wright, both Master Addressing 
Machine Co. (What hoppen to George’s head?) 

14. W. T. Criswell and new machine of Friden Calculating Machine 
Co. 

15. John A. Gilbert, Office Appliances; Frank Gregor, Jr., Ditto, Inc. 

16. Norman M. Karasick and Lee Kirk, both Swift Business Machines 
Corp. 

17. E. J. Sullivan and T. F. Sullivan, both Rex-O-Graph, Inc. 

18. Standing: Seymour Baum, Charles Lefkowitz, Harry Lefkowitz, 
George Meltzer; seated: Gerald Cohen, Jerry Kremsdorf, all Guide 
System & Supply Co. 

19. Benjamin E. Cueny, Mrs. Cueny and L. Ray Murdock, all G-R 
Products 
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NATIONAL BUSINESS SHOW EXHIBITS 





1. Addo Machine Co. 10. Itkin Brothers 20. 
2. Collister Corp 11. Marchant Cale. Mach. 21. 
3. Cummins Business Ma- 12. Marr Duplicating Co. 22. 
chines 13. Magne-Dex Sales Co. 23. 
4. Ditto, Inc 14. Office Executives Assn. 
5. Friden Calc. Mach. Co. 15. Mosler Safe Co. 24. 
6. Gestetner Duplicator 16. Mimeo Mfg. Co. 25. 
7. Guide Systems Co. 17. Monroe Calc. Mach. Co. 26. 
8. Harris-Seybold Co. 18. Paillard Products, Inc. 27. 
9. Heyer Corp 19. Oxford Filing Supply 28. 
services needed for the scientific management of the 
office were available. Techniques were demonstrated 
indicating management’s contribution to the conserva- 
tion of manpower by the development and greater use 
of time and effort-saving machinery and equipment. 
Thus, it was demonstrated, management is contrib- 
uting to the nation’s program of increasing production 
for defense as well as for civilian economy—through 
the use of modern business machines and methods. 


Besides equipment, 
another major attraction of the 


show was the ready availability of expert advice on 
methods and procedures from highly skilled techni- 
cians who manned the booths to answer questions 
of visitors and offer suggestions for the solution of 
their problems 

Among the feature attractions at the show was an 
armed services exhibit with the co-operation of the 
Army, Navy, Marine and Air Force, an integrated 
display of the armed forces use of business machines 
and equipment. Demonstrated was a complete dupli- 
cating unit for reproduction of tactical maps for field 
use 

On exhibition were some 100 oil and water color 
paintings from “Operation Palette” done by artists 
under actual battle conditions in World War IZ. 
They were painted on landing beaches and aboard 
ship and include fighting men of the Navy, Army and 
Marines. The paintings give a deep insight into every- 
day lives of the men who fought and won the war. 

A novel puppet show entitled “Incendiary Bum” at 
The Mosler Safe Company’s exhibit portrayed the im- 
portance of fire-resistant equipment for safeguarding 
important records. Also to be seen was a display of 
modern fire-resistant protective equipment, safes, 
burglar resistant steel chests, driver depositary unit 
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Permoflux Corp. 

Radio Corp. of America 
Simplex Time Recording 
Standard Duplicating 
Machines Corp. 

Swift Business Mach. 
Tiffany Stand Co. 
United Nations 

U. S. Armed Forces 
Visirecord, Inc. 


28 
plus a wall safe and fire fortress, a home unit that 
offers combination burglary and fire protection. 

At the New York Telephone Company’s exhibit the 
new nationwide operator toll dialing was demon- 
strated and visitors were invited to make long distance 
calls to friends or relatives. 

At the Monroe Calculating Machine Company’s ex- 
hibit, was to be seen demonstrated the newest model 
streamlined adding-listing machine featuring arrange- 
ment of all controls on the right side close to the 
keyboard. The machine is said to set new standards 
in easy, smooth operation, amazing flexibility and 
high speed, a compact, sturdily-built machine in which 
every operation is feather-light. The machine auto- 
matically computes credit balances. Other machines 
shown were the Model CSA fully automatic adding 
calculator, the Monro-Matic Model CAA adding-calcu- 
lator and the Monroe Bookkeeping Machine. 





Simplicity and speed 

of operation were stressed by 
the Friden Calculating Machine Company, Inc., in the 
New Friden Ultramatic Calculator Model STW, de- 
signed to save time and money in practically every 
size and type of business. A complete calculator so 
rapid, simple and easy to operate, producing answers 
to every type of figure problem by simple short-cut 
methods. Other models shown were: Automatic Model 
SW, Semi-Automatic Model CW, service Model DW 
and hand-operated Model HW. 

Marchant Calculating Machine Company displayed 
a new “Binary-Octal” calculator, a machine which 
“pre-digests” figures before they are put into electronic 
computors. Developed jointly by Marchant and 
Raytheon Manufacturing Company, this machine, no 
larger than an ordinary calculator, handles conver- 
sions from the conventional decimal method of figur- 
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ing into the two-digit binary system, which solves pre- 
problem and interim-problem calculations. Also on 
display was the complete line of Figuremaster and 
Figurematic calculators featuring “push-button” mul- 
tiplication. 

At the exhibit of Diebold, Inc., “Name the File” was 
the feature attraction. Business men were invited to 
submit “names” on their business cards. The new file 
displayed at the Diebold exhibit was a desk-high cabi- 
net model capable of holding 32,000 size 5 x 3-inch 
card records per unit, with push-button operation for 
speed in reference or posting of forms. Also featured 
was the Flofilm line of Microfilm cameras, rotary, ver- 
tical and visible record handling equipment, safes and 
record systems. 

“Tilly,” the charming and graceful mechanical danc- 
ing lady doll, captivated visitors at the Collister Cor- 
poration exhibit where the Soundscriber Tycoon and 
Lady Tycoon portable transcribing machines were dis- 
played. Demonstrations were given with the aid of the 
new “television” index system. Through its use the 
operator can observe the disc as it is being played, 
watching for corrections which are plainly visible on 
the television mirror which blows the record up to 
four times its original size 


The new Magne-Dex 

visible filing systems products 
of Business Efficiency Aids were introduced in the 
form of Tub Desks, also card record desks, a com- 
bination of desk and record file that can be extended 
as needed. Magne-Dex permanently magnetized, com- 
bines the advantages of a visible filing system with 
desk space making possible single, double or triple 
pedestal units with posting sections. Due to the mag- 
netic forces employed, card records quickly separate 
at a mere touch of the finger and hundreds of in- 
dividual names can be seen at once without mechani- 
cal assistance. 

At the Cole Steel Equipment Company exhibit was 
to be seen a large display of steel filing cabinets in 
knotty-pine finish as well as olive green and gray 
finishes. Also shown were a selection of cabinets, 
large and small storage cabinets in addition to their 
new two and four-drawer cabinets with safe com- 
partment. 

Occupying a large double section, the Itkin Broth- 
ers, Inc., exhibit stressed distinctive office furniture 
layouts in modern executive suites along with com- 
mercial furniture groupings and decorations showing 
modern office treatments. Colorful draperies high- 
lighted the arrangement. A prominent feature of this 
exhibit was a showing of Arnot functional furniture 
office groupings of which Itkin Brothers, Inc., is the 
New York distributor. This unit solves the problem of 
providing semi-privacy for workers in large open 
office areas. The basic unit consists of partitions and 


VISITORS AT THE NATIONAL BUSINESS SHOW— 

1. Martin M. Moldow, Moldow Associates; Wm 
and Arnold B. Wolf, both Tiffany Stand Co. 

2. S. K. Adler and Ed Floun, both American Photocopy Equipment 
Co. 


“Bill” Simpkins 


4. George Agrell, Sylvia Niemi and Edgar Noll, all Addo Machine 
Co., Inc. 


5. Mr. & Mrs. Allan Murray, Victor Safe & Equipment Co 

6. Claude Allen, The Globe-Wernicke Co 

7. John Lund, Friden Calculating Machine Co 

8. Ernie Dahl, Business Efficiency Aids; T. R. Wilbert, Magne-Dex 
Sales of New York. 

9. R. B. “Bob” Jonas and R. A. “Dick” Jonas, Jr., both Oxford 


Filing Supply Co. 
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Larry Taylor, Friden Calculating Machine Co 

Norman Collister, Collister Corp. 

S. H. Scheinman and Victor Scheinman, both Cole Steel Equip- 
ment Co. 
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desk tops easily interlocked and assembled thus mak- 
ing possible to subdivide into efficient, economical work 
spaces without the high investment cost of permanent 
partitions 

Many other new products too numerous to mention 
were shown, such as collating machines, rotary files, 
photocopy machines, duplicating machines, portable 
office units, typewriter stands, letter opening and seal- 
ing machines, lettering machines, magnetic bulletin 
boards and visual aids, water coolers, perforating ma- 
chines, time clocks, touch-typing system, key control 
system and pocket staplers. 

Credit for a job well done in a very satisfactory and 
workmanlike manner goes to Rudolph Lang, manag- 
ing director, of Office Executives Association of New 
York, Inc., and his committee. To the manufacturers 
who made the show a success, the industry is grateful 

To the official photographer, Spencer-Donbar Studio 
we express our thanks for supplying the booth pictures 
reproduced with this report. 


OFFICE WEEK FORUMS 

The Office Executives Association of New York, Inc., 
in collaboration with leading business associations pre- 
sented Office Week Forums during the National Busi- 
ness Show 

Associations joining were the Systems and Proce- 
dures Association of America, National Association of 
Cost Accountants, the New York Personnel Manage- 


ICE WEEK FORUM 






OFFICE WEEK FORUM 


OFFICE WEEK FORUM SCENES—In top picture the chairman of busi- 
ness education and advisory council, Elmer L. Helm, Shell Oil Co., 
presents a scroll to Alexander S. Massell, retired principal of Central 
Commercial High School, New York City, for services rendered in 
business education. Below: E. Lester Phy, Continental Can Co., pre- 
sides as chairman while J. W. Haslett, Shell Oil Co., addresses one 
of the Office Week Forums held in connection with the National 
Business Show 
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ment Association, Just One Break Committee, N.Y.U.- 
Bellevue Medical Center, Records Management Asso- 
ciation of New York, Transcription Supervisors’ 
Association and Advisory Council on Business Educa- 
tion. 

Subjects included “The Current Status of Technical 
and Scientific Manpower,” “Can Wages be Stabilized?”, 
“Records Management—Whose Responsibility?”, “The 
Value of Cost Accounting to Small Business,” “The 
Vanishing Office,” and “Manpower Sources for Office 
and Factory.” 


BUSINESS SHOW GUEST BOOK 
Following are names of visitors who stopped in at 
the Orrice AppLIANces booth and signed their names 
in the guest book: 


A Gordon, Angus L., Penny & Gordon, 

Aigner, J. George Giener Index New York, N. Y. 

ao. New York, N. Grand, William, Grand Stationery, 
Allen, Claud, The Globe Wernicke Yonkers Y. 

Co.. New York, N. Y. Gray, isohn R., NOFA, New York, 
Allerton, R. K., Jr., Underwood N. 

Corp., New York, N. Y. Onno: Ben S. we Fastener Corp., 
Amann, C. J., Victor Safe & yiaele New York, N. 

ment Co., New York, N. Grayson, Herbert, Ace Fastener 
Amaral, Alberto, Jr., Kiberto “Ama- Corp,. New York, N. Y. 


ral CIA, Ltd. Rio De Janeiro, Creer, T., Jr., Ditto, inc., Chicago, 
Brazil a 
An iderson, Harry C., H. C. Ander- Gresham, Norine, Typewriter & 
N. 


son Mimeograph, New York, N. Y. tributors, Inc., New York, 
Anderson, James W., Dictaphone Gunterberg, Charles A. Sloncherd 
Corp., New York, a. 2 Brother Lane, Newark, N. J. 
Arnold, W. F., Underwood Corp.., H 
New York, N. Y. Haig, Harry pe y Nomngion Rand, 
Atwood, Charlotte L., H. O. At- New York 
wood Associates. New York, N. Y. Healy, ESeced” ci ‘Wilson Jones Co., 
New York, “i, 


Barrer, Bill, International Office Ap Hecler, Bernard L., Embassy paahee 
pliances, New York & Carbon Co., "Philadelphia 


Beirpouch, A. |., Central stati onery Henderson, R., Henderson's Stee 
Hartford, Conn Spec., Keene, N. H. 
Beiser, Laura, Guide System & Sup Hendler Henry J., Peerless imperial 
ply Co., New York, N. Y. Co., Phi ladelphia, Pa. 
Beutler, Elmer C., Typewriter Spe- Herman, B. P., The C. ‘ Sheppard 
cialties, Chicago, Ill. P, , Lon Island, N 
Bishop, E. M., Seventeen Magazine rsh, Art Bes Pay Card & 
New York, N. Y. a -™ Co.. (a York, WN. Y. 
Blad, Charles H., Corry-Jamestown Hurley, James T. Oxford Filing Sup- 
Mfg. Co., New York, N. Y. ply, New York, a 2 
Block, Max, Keystone Stee! Equip Hustwitt, A, S., ‘Oftice Appliances 
ment Co., Philadelphia, Pa. Toronto, Ontario, Canada 
Bradford. American Pad & Paper Hutter, Camuel, Check Writer Co., 
Co., New York, Inc., New York, Y. 
Burbank, Paul E., NSOEA Washing 
ton, D. C. Itkin, Ben, Itkin Brothers, New York, 
Burger, Joseph, Art Steel Co., New N. Y. 
York, N. Y f J 
Burkhardt, A. W., Victor Safe & Jackson, Liston, Typewriter Supply 
Equipment Co., New York, N. Y. Co., Fort Worth, Tex. 
Cc Jennings, Betle, Addo Machine Co., 
sracci, Louis ~7 Wood Cx In In New York, N. Y. 
New York, N. Jonas, R. A., Jr., Oxford ren Sup 
Laswell, F. H. F. S. Webster Co ply Co., Garden City, WN. 
Cambridge, Mass Jordan, Marie, Rutherford, N. %. 
Cerruti, Andrew, Underwood Corp Joskow, Reuben H., Goldsmith 
New York. N. Y Brothers, New York, N. 
happell, C. R Peter Paul Me K 
hanical Service, Pittsburgh, Pa Kahn, Benjamin H. Siashe Novelty 
hen, Sidney, Art Steel Co.. New Co., Inc., New Yo N. Y. 
York. N. Y. Kathman, Irving A., "Kat hman Asso- 
lister Norman J. Collister ate New Yo rk. me A 
Corp New York. N. Y Ke steat, A. H., Peoria Typewriter 
ulver, R. S F. H. Oakleaf Co Co., Peoria, Ili. 
Olean, N. Y. Kirchner, Roy, National Blank Book 
D Co., Holyoke, Mass 
sley, Ronald E., Ronald E. Daley Kirstell, Leo, Mfg. Repr., New York 
Waterbury, Conn N. Y 
Javidson, R. W., Soundscriber Klein, Nat., Jaclin Stationery Corp 
~orp.. New Haven. Conn. New York A 
blemeier. Frank M.. Nascon Am Knecht, Harold. Odhner Sales, Inc. 
bassador, New York, N. Y New York, N. Y 
Kohansky, David, Aetna Safe Co. 
Eckert, Anne, Royal H. Eckert, In New York Y. 
Allentown, Pa Kremer, Nathaniel, The Kremer Co 
kert, Royal H., Royal H. Eckert New York, N. Y 
nc., Allentown, Pa. L 
Edgren, Harold W Corry-James snag, Rudolph, National Business 
town Mfg. Co., New York, N. Y Show, New York, N. Y 
worth, W. Bruce, Corry-James Lee, L. O'D., Chubb & Sons Lock 
town Mfg. Co., Corry, Pa. & Safe Co.. London, England 
Epsteir Lee. Wilson Jones Co Leedom, F. 8., LaPorte Austin 
New York N. Y. In o New York, a. ws 
Epstein, Mrs. Leo, Wilson Jones Co Levis, Jack, Brock Press, Inc., Stam 
New York, N. Y. ford, Conn. 
Evans, L. W., Evans Specialty C Levy, Irving, Art prost Sales Corp.., 
ne Richmond. Va New York, N. 
F Liddy, James J., "Rem ngton Rand 
Fahr, Henry, Free Hand Binder Co Inc., , New York, is 
New York N. Y Lipman, Charlie, Pe 8. Graff 
Farr, Albert E., National Blank Book Co., Cambridge, Mass. 
» Holyoke, Mass Lowe, Browne-Morse Co 
Floer, Edgar, Moore Business Form Muskegon, Mich. 
nc.. New York. N. Y nd, Don, Victor Safe & baie 
G ment Co., New York, N. 
Sibson, Archer, Rutherford, N yitle, Cerol, Dictaphone a 
yoodman, Harry, New York, N. Y New York, N. Y 
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DUAL FILM-A-RECORD 





Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


Known as the Dual Film-a-Record, this new all- 
purpose microfilm machine copies both sides of a docu- 
ment simultaneously, or one side only, on either 166 
mm. or 35 mm. film. It photographs up to 500 checks 
or 125 feet of paper a minute. The extra-large 15- 
inch throat is said to permit substantial savings in 
film through its ability to microfilm across the width 
of the film documents with printed areas up to 14% 
inches wide. Such large-sized documents can be copied 
on two sides at once using 35 mm. film. By the flick 
of a switch, the operator may change from two to 
one-sided microfilming. For the latter, the full width 
of 16 mm. or 35 mm. film may be used or the document 
may be photographed down one half of the film and 
up the other half. Also, two-identical copies can be 
made simultaneously on duplicate rolls of 16 mm. film. 
Features include an automatic counter and a Color- 
Stat device for filming sheets of varying color. 


“DIRECT SUBTRACTION” MACHINE 


’ 





Lightning Adding Machine Company, Inc. 
1260 W. Second St., Los Angeles, Calif. 


A new development in the popular price adding 
machine field is this machine designed to do direct 
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subtraction with the same ease as addition. It operates 
simply like a dial telephone, the dials being turned 
clockwise for addition up to 99,999.99, and counter- 
clockwise for direct subtraction. These features, plus 
its automatic one-stroke clearance, are declared to 
make the Lightning one of the most versatile in its 
price class. It comes in a distinctive non-glare gray 
finish. 











PORTABLE FILE 





Cole Steel Equipment Company, Inc., 
285 Madison Ave., New York 17, N. Y. 


A portable file, with heavy combination lock, is 
announced by Cole Steel. Excellent for keeping im- 
portant records, the file is locked by a combination 
dial, there being no Key necessary. It may be used 
as a work organizer and a pull letter drawer file com- 
bined, using the upper compartment with lift cover 
for current records and visible data. Made of heavy 
gauge steel, the file is equipped with progressive ball 
bearing suspensions, four swivel casters and a spring 
compressor. The guide rod operates in a groove for 
eyeleted guide operation, and the upper compartment 
is provided with a lock and key. Two finishes are 
available, one olive green, the other gray, and the file 
is available in both letter and legal size. It is also 
obtainable in grained walnut, mahogany or knotty 
pine finish. 


PERSONAL FILE CHESTS 
Mayfair Company, 


315 N. Desplaines St., Chicago, Ill. 


Now available is a new line of steel personal file 
chests or boxes, equipped with a spill-proof lock and 
handle of chrome, a card holder and three-way index. 
The latter includes a set of A-Z folders, three blank 
folders and six subject folders. Made of 22-gauge steel, 
these boxes have full piano hinges and come packed 
in individual cartons. They are being sold packed six 
per shipping carton, comprising a total weight of 47 
pounds. 
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AJUSTRITE CHAIRS AND STOOLS 





Ajusto Equipment Company, 
2144 Madison Ave., Toledo, Ohio 


Announcement is made by the Ajusto Equipment 
Company that the Ajustrite automatic chairs and 
stools, formerly manufactured by Kewaunee Manu- 
facturing Company of Adrian, Mich., and known as 
Kewaunee Automatic Chairs and Stools, are now being 
manufactured by the Ajusto Equipment Company 
There is no change in the quality of material, work- 
manship and guarantees and materials, parts and 
methods of manufacture are the same, says the an- 
nouncement. The plywood seat chair is shown here- 
with. 
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Myrtle Desk Company, 
High Point, N. C. 


The company now has available in its Expediter 
series a new finish, Nubian Oak—black with white 
graining on rift oak. This is declared to furnish a 
startling effect which lends itself to unusual decora- 
tive possibilities. Nubian Oak was a feature attraction 
of the Myrtle Desk Company exhibit at the recent 
NSOEA convention in Chicago 
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JASPER COSMOPOLITAN 





Jasper Desk Company, 
Jasper, Ind. 


The new Cosmopolitan executive desk is made in 
genuine walnut throughout with matched pencil 
striped black walnut panels. The top is 84 x 45 inches 
of conference overhang type—1'2 inches thick with a 
14-inch molding around the outer edge to give the 
appearance of a 3-inch top. The base is a newly- 
styled sectional box type. The fronts are full plywood 
with concealed drawer bars and a new type of hard- 
ware trim. This desk is also available in Softone 
on oak. 


CASH CONTROL SYSTEM 








Mosler Safe Company, 
Hamilton, Ohio 


A time saving “self-service” system of handling 
sales clerks change of funds and daily sales receipts 
has been developed. The decentralized cash control 
system is based on two Mosler fire and burglary re- 
sistant units—a safe for sales clerks’ funds and a 
receipt-giving depository. On the left, a sales clerk 
inserts a wrapper containing her daily cash receipts 
into the depository. The unit simultaneously receives, 
receipts, and deposits money turned in at the end 
of the day. On the right, girl is placing her change 
fund cash box into one of 100 individually-locked safe 
deposit compartments. Each of these contains a plastic 
cash box, with a ruled transparent top to expedite 
coin counting. If the box is not inserted into the 
safe an easily visible red button signals the fact. The 
complete system may be adjusted to fit the needs of 
any department store. 
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Smith-Corona gives you extra 
support for your busiest season... 


SCHOOL OPENINGS... Christmas 
shopping . . . give your portable 
business a big boost during the 
last four months of the year! Over 
50% of annual portable sales are 
made in this period. 


To help you cash in on this extra 
fall business, Smith-Corona is 
reaching your prospects with 
more advertising than ever before. 


Hard-hitting advertisements re- 
mind, urge and persuade them to 
try the World's Fastest Portable... 
and buy it! 


Don’t miss out on this great 
opportunity! Feature and promote 
Smith-Corona in your newspaper 
ads and in window and counter 
displays. And remember this: Cus- 
tomers Buy In Stores That Tie-In! 





Smith-Corona 


PORTABLE TYPEWRITER 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 


Makers al 
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DETACHABLE FORM 





Guardsman Safe Company, 
La Porte, Ind. 


Now available from Guardsman is a wooden form 
that can be used repeatedly for anchoring burglar 
chests in concrete. The form can be detached after 
the concrete has set as it is fastened together with 
wing nuts. With this new idea, Guardsman dealers 
can loan the form to their customers. They set it up, 
pour the concrete around the chest and when dry, 
remove the form and return it for use another time. 
Besides the saving over the steel-clad type, there 
is claimed to be a large saving in freight charges, haul- 
ing and installation expense. The form makes a block 
30 inches high, 22 inches wide and 22 inches deep, 
weight 1500 pounds. No. A form is used for 12 and 14- 
inch chests and No. B form for 10-inch chests. Shipped 
knocked down, the form has a weight of 100 pounds. 


AIR-TRED FLOOR MATTING 





American Mat Corporation, 
2018 Adams St., Toledo 2, Ohio 


A new type floor matting, designed especially for 
use behind counters, in corridors, aisles, laundry rooms, 
offices in front of files and office machines, and wher- 
ever workmen stand in one spot, has been announced 
by this company. To be known as Air-Tred, it is con- 
structed of sponge-rubber with a resilient, long-wearing 
top surface. Softer than carpet with hair underlay, 
Air-Tred is claimed not to stretch, mat or break down. 
It is furthermore moth-proof and may be easily 
cleaned by vacuum or damp mop. It affords comfort 
underfoot, silences footsteps and tends to increase 
efficiency by retarding fatigue. Because of the comfort 
factor, Air-Tred is also said to be an ideal traffic direc- 
tor. Air-Tred is available in maroon and black, 14-inch 
thick, 36 or 48 inches wide, and in any length up to 
60 feet. Descriptive literature and prices will be sent 
to anyone addressing a request to the above address, 
or, in Canada, American Mat Corporation, Ltd., Canada 
Trust Building, Windsor, Ontario 
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VAN DYKE FLUORETTE 





Van Dyke Industries, Inc., 
2559 W. 21st St., Chicago 8, Ill. 


The Fluorette is a new fluorescent lamp designed 
especially for use on small clerical desks, reception and 
knee hole desks, lecterns, and so forth, where the 
working area is restricted and the need for supple- 
mental lighting is great. It is equally suitable for use 
in the office, home, school or church. Made of metal 
and finished in a baked enamel wrinkle, it is available 
in walnut, mahogany or ivory finish with plated arm to 
match. The fittings and stems of the walnut and ma- 
hogany colored lamps are finished in statuary bronze, 
and the ivory lamp in gold. The reflector has a special 
adjustment feature which permits the light to be di- 
rected as desired. It is individually packed and fur- 
nished with tube. 


PERKINS BRAILLER 





Howe Memorial Press, 
Watertown 72, Mass. 


A new typewriter for the blind, the Perkins Brailler 
features a compact, portable aluminum case and com- 
fortable keys molded of Tenite plastic, a product of 
Tennessee Eastman Company, division of Eastman 
Kodak Company, Kingsport, Tenn. This machine has 
no conventional carriage—the only moving part being 
the Brailling unit which carries a small embossing 
head lightly across the page. The Brailling unit can 
be returned to the left margin with the touch of a 
finger; line spacing is accomplished by pressing a key. 
Paper is easily inserted, and emerges over a flat hori- 
zontal plate. At any point the operator can read what 
he has written without moving the sheet. When a page 
is fully embossed, the line spacer locks. This machine, 
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903 nat standard uniess cfs Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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designed by David Abraham, is sponsored by the Per- 
kins Institution and the American Foundation for the 
Blind. Keys are molded by R. E. C. Manufacturing 
Corporation, 1250 Highland St., Holliston, Mass. 


SATIN-CHROME 





Royal Metal Manufacturing Company, 
175 N. Michigan Ave., Chicago 1, Ill. 


A new style note in metal furniture, in addition to 
the distinctive square-tube styling of the latest chairs, 
tables and other modern pieces, is a smartly conserva- 
tive finish called satin-chrome. Here, Roberta Richards 
is comparing the finish with an actual piece of satin 
fabric which inspired the new styling. Introduced 
on a limited basis last year by Royal Metal, the finish 
is now being offered in many fields 


ADJUSTABLE EXTENSION STOOL 


























Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill. 


A new high quality adjustable extension stool, in 
two sizes, is being introduced. The metal edges en- 
closing the Masonite seat are completely rolled under, 
and there are no sharp edges, nuts, nor bolts, to cause 
hosiery runs, clothing damage or finger cuts. The 
stool is built to assure pleasing design, long life and 
utility. The seat, 14 inches in diameter, is of perforated 
Masonite, and the seeel legs are of %-inch tubing with 
the center foot ring and seat base electro welded to 
give clatter- and rattle-proof duty. The metal is fin- 
ished in gray or green baked enamel, and chrome 
plated rubber cushioned slides add to efficiency. It 
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PEN HOLDER 


Charles A. Martin, 
R.F.D. 2, Tupelo, Miss. 





Charles A. Martin has devised a pen holder making 
it possible to use one’s personal pen as a regular desk 
set. This, according to Mr. Martin, makes a convenient 
way to use and care for a pen at the desk, keeping 
the nib moist and ready to write as it is in it’s own 
cap when not being used at the desk. Accompanying 





photos show the holder as it appears with the pen cap 
removed from the pen and held in the pen holder 
and then as complete pen is placed in the holder. The 
holder is adjustable to take any length of pen cap, 
provided it has a clip on cap. ‘The pen holder is 
patented in Canada (No. 453344) and the U. S. patent 
is pending, but has already been allowed and will 
issue bearing the date of Nov. 6, 1951. 


TRIPLO ADDRESSER 





N. V. Procento, 
J. W. Brouwerspiein 15, Amsterdam, Holland 


This new Dutch (patented) addressing apparatus is 
said to be particularly useful in a small office where 
the use of a larger machine would not be economical. 
It is also claimed that there is almost no limit to the 
number of times each stencil may be used, for which 
a special ink is available. With aid of accessories it 
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is possible to make quarto and folio stencils with the 
device and up to 13 addresses may be made with one 
movement of the roller. The Triplo may also be used 
as a duplicator by simple adjustments, and between 
80-100 sheets of paper may be laid on it at a time. 
An illustrated folder, printed in Dutch, is available. 


COLLECTORS’ MONEY CHEST 





Herring-Hall-Marvin Safe Company 
Hamilton, Ohio 


A collector’s money chest, which may be used at any 
time of the day or night, and is said to minimize risk 
of burglary, hold-up and so forth, has been announced. 
Only the deposit door is used, and this exposes a slot 
in a steel partition through which the collection may 
be passed to the main body of the chest. The door to 
this is controlled by the cashier, and is equipped with 
dual control. Both doors in the unit come with re- 
locking devices and with the H-H-M automatic double 
check feature that locks doors in true alignment while 
they are open. 


SCHEDULE-A-DATE CALENDAR 





Schedule-A-Date Calendar Company, 
310 E. State St., Ithaca, N. Y. 


This desk calendar is designed to facilitate the 
computing of shipment and delivery dates, production 
schedules, and so forth. The calendar tells future dates 
by days, weeks and months for each day of the year, 
the information being printed in simple, easily legible 
style. It comes in the standard 334 x 6-inch size with 
holes spaced two inches apart for side opening stand. 
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The pad alone may be purchased, or it may be obtained 
complete with a metal stand, by writing to the com- 
pany. The cost is the same or slightly higher than the 
usual type desk calendar. A descriptive folder is 
available. 


PLASTIC RING BINDER 





Lexington Leather Goods Company, 

59 W. Van Buren St., Chicago 7, Ill. 

The Lexington plastic ring binder is claimed to 

resemble and feel like leather while at the same time 

possessing good wearing qualities. This material is 

called Polokaf. The binder comes in either two or 

three one-inch rings, and with/or without zipper 
pockets. 


STEEL LETTER TRAY 





Goodfrend Metal Products, 
6852 Indiana Ave., Chicago 37, Ill. 


The No. 34 steel letter tray of one-piece construction 
includes a base and four tiers for five-tray efficiency. 
Features listed are contoured corners, radius edges, 
card holders and rubber grommets. These trays may 
be secured in gray or green, shipped in individual 
cartons. 





Yonkers, N. Y., Company Changes Title 


Papers have been filed with the office of the secre- 
tary of state, Albany, N. Y., to change the name of 
Grand Typewriter Service, Inc., to Caswell Office Ma- 
chines, Inc. The papers were filed by Degenstein & 
Shapiro, 20 S. Broadway, Yonkers.—EEG 
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Liston Jackson, Typewriter Supply Company, Fort 
Worth, Tex., president of the National Office Machine 
Dealers Association, inscribed his name in the Guest 
Book on Tuesday, October 30. Mr. Jackson flew from 
Fort Worth to New York City on October 20. After 
calling on a number of suppliers there, he attended 
a meeting of the Office Machine Dealers Association 
of New York. His next port of call was Philadelphia, 
then he headed for Chicago, arriving in time to at- 
tend the annual dinner dance of the Chicago Office 
Machine Dealers Association on the evening of October 
27. Several business calls were on schedule before 
departing for home, including a number of stops on 
the way. Mr. Jackson’s grasp of the business situa- 
tion and his progressive ideas about association ac- 
tivities and plans are clearly indicated in his statement 
as NOMDA president, presented on another page in 
this issue. 


Howard J. Yue, of the Howard J. Yue Company, 
Manila, P. I., favored us with a visit on November 1 
He was on a six-months world tour, with more time 
spent in educational work at the plant of Standard 
Register Company, Dayton, Ohio, than at any other 
location. He is agent for Standard Register systems 
in the Philippines. He was also in Chicago in Septem- 
ber and participated in the convention of the National 
Stationery and Office Equipment Association. Follow- 
ing his second visit he planned to call upon a friend 
in Tulsa, Okla., and then return for further activity 
in Dayton before continuing eastward. 


personality 


E. B. HEALY—Liked 

his modest manner, his kindly 
and generous ways, and re 

spected for his sound know! 
edge of business operation 

E. B. (Dick) Healy is wel 
known as the founder of one 
of the largest and finest 
stationery stores in the south 
west—the Santa Fe Book & 
Stationery Company. A Vir 
ginian by birth, Dick traveled 
west in 1917, then, when war 
was declared, joined the 
U.S. Marine Corps. In 1919 
seeking to aid his health, impaired by a wartime ga 
attack, he returned to the west, and settled in Santa 
Fe. Three years later he opened his own stationery bus 

ness with $1500 of stock. Dick is active in civic and 
community affairs, having been a member of the Santa Fe 
Chamber of Commerce and a Rotarian for many years. 
He is also a Mason and a member of the Holy Faith 
Episcopal Church. He indulges in the hobbies of fly-fish- 
ing, big game hunting and gardening. His wife, Mildred 
and his daughter, Ann, who is a junior at Stanford Un 

versity, complete the Healy household 
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Veterans Rewarded at Felt & Tarrant 


R. J. Koch, president of Felt & Tarrant Manufactur- 
ing Company, on November 8 presented gold watches 
to 14 new members of the firm’s Quarter Century 
Club in a ceremony at the Union League Club, Chicago. 

At the same 17th annual dinner five 40-year em- 
ployees received $1,000 checks (less income taxes) 
They are G. J. Coupe, secretary-treasurer; W. B. H 
Coble, traffic manager; J. A. V. Turck, inventor; F. W. 
Robinski, automatic screw machine department, and 
Mrs. Anna D. Wolf, New York instructor 





Houston Stationery Warehouse Damaged 

The warehouse of the Fulton Stationery Company, 
3102 Canal St., Houston, Tex., was badly damaged by 
fire on October 17. Building and stock, however, were 
fully insured, according to R. C. Stamp, vice-president 
of the company.—_JHR 





Texas Travelers Roster Published 


The membership roster of the Texas Travelers Club 
for the year 1951-52 has recently been published. 
Copies are available from Jack Fleming, secretary- 
treasurer, 1916 Main St., Dallas 1, Tex 
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, loday’s Big News! 


| Important facts about portable typewriters 
exposed! Just in time for Christmas! 


Look what’s happening today in the portable typewriter market! 
‘*‘More customers ask to see Royal Portable than 
any other make!”* 
AND —look what’s happening in Life, Seventeen, and Scholastic 
in December... early in the month is appearing one of the finest 


Christmas ads for Royal Portable we ever have had the pleasure 
of running for you. It will reach more and more millions of port- 


able prospects this Christmas. 
Smart dealers are featuring Royals in displays and in windows. 


How about you? 


any 


1 by 
vere 
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“lub orld S No. 1 Portable “As reported by 664 out of 1034 dealers handling all 
hed Made by the world’s largest four makes according to a recent typewriter survey. 
ary- . 
' manufacturer of typewriters 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 
invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 


Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, November 1. 

Unfortunately, we were unable to attend the Busi- 
ness Efficiency Exhibition at Bristol to which ref- 
erence was made in our last article. However, there 
is to be another exhibition at Birmingham—Bingley 
Hall—from February 20 to March 1. This will be a 
major type of exhibition and organized, of course, by 
the Office Appliance & Business Equipment Trades 
Association. 

I should add that we had hoped to cover the Bristol 
exhibition but colds and influenza take no heed of 
one’s provisional arrangements. 

First, in this month’s news, is that B. B. Dyer, man- 
aging director of Milners Safe Company, has been 
elected president of the Office Appliance & Business 
Equipment Trades Association. His firm is well known 
as cabinet makers. W. J. Arris, managing director, 
Burroughs Adding Machine, Ltd., has been elected 
vice-president. 

The council for 1951-2 is as follows: G. C. H. Chubb, 
secretary, Chubb and Sons Lock and Safe Company, 
Ltd.; G. H. S. Cox, director, Percy Jones (Twinlock), 
Ltd.; J. A. Cumming, director, Gestetner Duplicating 
Company, Ltd.; Frank R. Ford, managing director, 
Frank R. Ford and Company, Ltd.; C. J. Mortimer, 
director, Leabank Chairs, Ltd.; E. C. Rylands, joint 
managing director, Carter-Parratt, Ltd.; A. W. Toy, 
manager, Steel Section, Roneo, Ltd.; M. G. Wright, 
managing director, Art Metal Construction Company, 
Ltd.; W. B. Woods, past-president, director, National 
Cash Register Company, and Albert Greenfield, di- 
rector, British Tabulating Machine Company, Ltd. 


* . * 


Speaking of the association, I have news of achieve- 
ments in the export field which indicates once again 
the progress which the office machinery industry in 
Britain is making. For the sixth time since the war, 
the association is able to announce the establishment 
by the industry of a new annual export record. This, 
despite the fact that the figures available are only 
up to the end of the third quarter of the year, affords 
some indication of the remarkable progress of this 
comparatively new British industry. 

During the nine months to the end of September, 
the machinery section exceeds its 12-month export to- 
tal for 1950 by nearly £600,000, and its exports for the 
corresponding period of last year by over £2,400,000. 

Outstanding improvement was that made by the 
accounting machinery section whose overseas ship- 
ments in the nine months rocketed from £866,162 in 
the same period of 1950 to £2,117,974. 

Exports of typewriters, which at the same time last 
year just exceeded £1,000,000, had passed over 1% 
million pounds sterling by the end of September or, 
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in other words, nearly £100,000 more than in the whole 
of last year. 
All sections, however, showed an improvement. 


* * . 


Revenue from the overseas shipment of duplicators 
increased by £25,000 over the corresponding period. 
Exports of other office machinery rose from £1,372,643 
to £1,696,290 and even inked ribbons brought in an 
additional £65,000. 

To these figures of exports are also to be added 
£1,116,276 for the export of safes and cabinets which 
still does not include the important contribution of 
the office furniture section. 

Output figures for the first four months of the year 
show that the production of accounting and similar 
machines was running at an average of £1,076,000 a 
month compared with £979,000 a month during the 
year 1950. Similar data on typewriters shows that 
during this period we were making 13,500 machines a 
month to the value of £530,000 compared with 10,900 
a month during 1950 to the tune of £385,000. 

Other office machinery production was running at 
a level of £596,000 a month compared with £459,000 a 
month last year. 

The industry was also turning out shelving, racking 
and cupboards during the first half of the year to the 
value of £323,000 a month, steel office furniture to the 
tune of £420,000 a month and safes and cabinets at 
£55,000 a month. 

It is as well to refer to previous production figures 
issued by the association. The previous ones which 
were available were for January of this year when 
some 15,000 typewriters were delivered. Publication of 
production figures, of course, lag well behind those 
available for exports but it would seem, judging by 
the latest figures, that the total for January of type- 
writers has fallen slightly on average, for the first 
four months. 

Metal furniture shipments are not broken down by 
H. M. Customs and Excise to differentiate between 
office and domestic but with rising figures indicated, 
it is obvious that a high proportion represent office 
furniture. This view, too, is confirmed by reports from 
individual manufacturers. 


Retailers in Britain have been paying a great deal 
more attention of late to window displays. We have 
had some really excellent examples in various parts 
of the country and on my travels I have been struck 
by the attitude of the retailer of office equipment to- 
day, compared with pre-war. 

In the old days, the view held very largely was that 
office equipment was dull stuff anyway and why go 
to the bother of trying to make it attractive? 
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Rian 


ULL-OUT-DRAWER 


FIBRE BOARD 
TRANSFER 
STORAGE 
CASE 















A good repeat item. Used for years by customers who 
Want dependable and economical storageveases! Fully 
reinforced at all stress points. Double thick at front 
edges of shell. Extra support at back. Drawer is double 
thick at both ends and along upper edges of sides. All 
metal stitched. No gummed tapes required. Sets up 
in less than a minute. Equipped with sturdy handle. 
Four popular sizes. Steel supports make Wizard Cases 
easy to stack and ready for heavy duty. 








SUPER 


WAAR 


STEEL FRONT 


TRANSFER 
STORAGE CASE 











facts of He Coxe} 


Carefully designed. Thoroughly tested. Made of 
275 1b) test:corrugated fibre board. Steel reinf 
at front edges. Special strengthening panel at back. 
Drawers operate freely. Attractive gray baked enamel 
steel front. Stippled gray finish on shell to match front. 
Easy to set up-no tools or gummed tapes needed. 
Large label holder. Wide drop pull installed at factory. 
Can be solidly stacked with positive locking device. 
Made in four popular sizes. 










VICTORY 
FIBRE BOARD 
TRANSFER 






















Exclusive reinforcing apron 
fits snugly inside the case 


STORAGE to give added strength at 
nd d al m. 
CASE ends an ong the botto 











Easy to sell because of its many attractive features, 
Made of strong corrugated fibre board. Completely 
metal stitched at factory - can’t come apart. Tops and 
bottoms are smooth - slides easily on and off stacks. 
One-piece cover extends clear across. Only one 
fastener - on the side, out of the way. No gummed 
tapes - no tools to set up. Made imséventeen sizes. 





The Weis Manufacturing Company 


eo, © 
1892 / CliY’ 1951 
| RESTS 


Monroe, Michigan 


New YorK 13: The Weis Mfg. Co., 54-56 Franklin St. CHIcaGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 


OKLAHOMA CITY 1 FortT WorTH 1 Houston 2 











“The Amazing New Low Cost 


PRINT-O-oTAMP. 


SELF-INKING, MIMEO PROCESS HAND STAMP 


Makes Any Hand Stamp in 
- MINUTES!!! 


e@ labels, addresses, marks, endorses, etc. 
@ Thousands of sharp, clean copies. 


@ Patented reservoir controls ink flow. 
@ Fast dry ink — won’t smear — 
waterproof. 


@ Prints on anything! 
@ Handsome, handy, easy to use. 


A colorful, self-selling counter display with complete PRINT-O-STAMP kit 
Gnecial INTRODUCTORY OFFER! _ inked and ready to use is yours FREE with your first order for 12 PRINT-O- 


STAMPS. Once they try it, they buy it! Call your jobber or write direct today! 








Another Proven Profit-Maker! 
THE ORIGINAL 


PRIMO AIC 


Automatic Card-Size Duplicator 


Improved model A-2 has many extra features that can’t 
be matched. It prints perfectly on thinnest paper or tough 
cardboard, on any size from 3” x 5” index cards, U.S. Government 
postcards up to 4” x 6”. It prints more than 2,000 clear, professional- 
looking copies per hour for less than 8 cents per thousand. Constant 
spring pressure guarantees one-at-a-time feed and insures hairline 
register for easy multicolor printing. As many as 4 colors may be 
printed on a single card by using replaceable, easy-to-clean drums. 
Every one of your customers is a potential user because every office, 
store, school, library, restaurant, club, hotel and factory can use 
unconditionally guaranteed PRINT-O-MATIC. And accessory sales give 
you extra dollars. Attractive, self-selling merchandising aids are FREE 
with your initial order for 12 inexpensive machines. Get your share 
of mounting PRINT-O-MATIC profits! Write or wire your order today! 
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A few ideas of retailers may be of some interest to 
readers in America. In the Northwest, for example, 
which houses Lancashire, home of British cotton, dis- 
plays appear at intervals by progressive retailers linked 
with cotton. One retailer had a miniature bale of 
American cotton, little models of carding machines 
and spinning frames and a small model loom. At the 
back was a diagram of a cotton mill and the various 
departments were marked out on the plan. The models 
were linked to the plan by ribbons which led to the 
appropriate department. 

In the center was lettered “Administration” and a 
big arrow led from there to “Office Equipment and 
Machinery Makes this Possible in a Modern Mill.” 

I understand the result has been very good indeed. 

Then there are displays which emphasize the value 
of correct posture and admonish the senior executive 
by notices in windows: “Don’t blame her for ineffi- 
ciency when you are inefficient in providing her with 
proper seating,” or “You wouldn’t expect her to type 
a copy-plate letter on an old machine? Why expect 
her to do so on an out-of-date office chair?” 

And one “backcloth” which is still going well is that 
of the retailers who show a thief escaping with a roll 
of notes and a safe with an open door, the caption 
being, “This wouldn’t have happened with a ———— 
safe.” 

Just a few examples, but they indicate, no doubt, 
that Britain has at long last followed America’s lead 
in becoming “window conscious.” 

Since we last wrote, the general election has been 
held in Britain and the result, of course, is known. 
A change of government is an important matter at 
any time but in these days, doubly so. The business 
world as a whole is more optimistic about the future 
and reaction to the new government is good. One 
factor which cannot help but assist Britain is the 
greater measure of confidence abroad which there is 
in Mr. Churchill’s administration 


* * * 


In the trade in Britain, there has been the usual 
golf competitions. For the “Kolok” Trophy, the Lon- 


The new president is B. B. Dyer, managing director 
of Milners Safe Company, Ltd., who is succeeded as 
vice-president by W. J. Ariis, managing director, Bur- 
roughs Adding Machines, Ltd. Other members of the 
council include W. B. Woods, immediate past presi- 
dent, who is a director of the National Cash Register 
Company; G. C. H. Chubb (Chubb and Sons, Lock and 
Safe Company, Ltd.); C. H. Shelton Cox (Percy Jones 
(Twinlock), Ltd.); A. Cranfield (British Tabulating 
Machine Company, Ltd.); J. A. Cumming, (Gestetner, 
Ltd.); Frank R. Ford, (Frank R. Ford, Ltd.); C. J. 
Mortimer, (Leabank Chairs, Ltd.); E. C. Rylands, 
(Carter Parratt, Ltd.); A. W. Toy, (Roneo, Ltd.) and 
M. G. Wright, (Art Metal Construction Company). 

Thanks were expressed at the meeting to those 
retiring council members who were not eligible for 
re-election or who did not wish to stand again. The 
retiring treasurer, W. G. Gledhill (G. H. Gledhill and 
Sons, Ltd.) and (Gledhill-Brook Time Recorders, Ltd.), 
received a particularly enthusiastic reception having 
served the association and its predecessor body in one 
office or another for no fewer than 27 years. 

Glowing tribute was also paid to Mrs. S. S. Elliott, 
M.B.E., the association’s exhibition director, for the 
arrangements for the 1951 Business Efficiency Exhibi- 
tion at Olympia in June. Warmest gratitude was also 
expressed Mr. Woods, the late president, for his sterl- 
ing work during the festival year. 

Sir William Palmer, K.B.E., former chief industrial 
adviser to the Board of Trade and present independent 


chairman of the Iron & Steel Consumers Council, 


proposed the toast of the association at the dinner. 

Replying, the new president, Mr. Dyer, recalled that 
it was the silver jubilee year of his joining his firm, 
to him a personal and happy anniversary and he took 
office with extra pleasure in view of the fact that it 
would be the first complete year of activity of the 
present Association, O.A.B.E.T.A 


* * . 


The British office equipment industry lost a very 
notable member in October with the death of A. H. 
Gledhill, J.P., chairman and managing director, G. H.% 
Gledhill and Sons and Gledhill-Brook Time Record-7 


Open tiie Re, 


ers, Ltd., the former firm having been founded by his} 
father over 60 years ago. 

During his 77 years he had numbered to his credit 
nearly 200 patents, chiefly concerned with cash reg-§ 


don branch tournament, T. T. (and A.) F., the winner 
was Fred Riches, with 67 net. 

The Midlands branch competition for the Kolok Cup 
was won by L. Wheeler, of the Typewriter and Ac- 
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cessories Company, Birmingham, with 69 net. isters, time recorders and adding and calculating 7 
5 * * * machines, but his inventive genius had not stopped) 
; —_ there. 5 
| Members of the London branch of the Typewrite a 
j (and Allied) Trades Federation recently had the op- During World War I he invented the Gledhill inter-) 
5 portunity of visiting the Olympia Werke West at Wil- locking bomb release gear which was used extensively 
helmshaven. G. A. Rayment. (director, Olympia Office by the Allies as well as the British Air Force and for) 
Machine (Sales), Ltd.,) in-his description of the tour which a royalty award was granted him by the Royall] 
tells how methods of production, materials, workman- Commission on Awards to Inventors. He was alsoj 
: ship and finish were observed and the famous S. M. 2 responsible for 7 —— and re ee — 
a The Olympia adding machine and the Olympia stand- instruments used by the services in Wor ar &. 
| ir : ier Mr. Gledhill was also a Freeman of the City of 


EL: 


ard received no little appreciative comment. 

Some 3,500 workers are employed at this factory, I 
understand. Extensive additions to the factory are 
taking place to accommodate the full-scale production 
of the standard model. 

W. E. Sculthorp, the treasurer of the T. and A. T. F., 
has been elected chairman of the Glascow branch of 
the Institute of Sales Management. 

Britain’s best customer for the first nine months of 
1951, in respect of office machines, has been Australia, 
who took nearly 14% million pounds sterling. Second 
was South Africa, who imported £544,000 worth. Of 
non-sterling areas, Sweden was the premier buyer 
with £338,000 on British office machinery. 

. * * 

The Office Appliance & Business Equipment Trades 
Association, the national body of the office equipment 
industry in the U. K., has chosen its new officers for 
the coming year. 
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London and an ex-mayor of Halifax, Yorks 





Burroughs Appoints Brazil Representative 


Oscar Nemenyi, former representative of Burroughs 
Adding Machine Company in Hungary, who came to 
the company’s Detroit office three years ago after 
leaving Hungary as a stowaway in the luggage com- 
partment of a car, has been appointed manager of the 
Burroughs Rio de Janeiro Branch. 

Mr. Nemenyi started with Burroughs Budapest, 
Hungary, branch in 1930 and was appointed branch 
manager in 1935. When the branch was discontinued 
in 1939, he took over a dealer franchise in Hungary. 
He served as a salesman in Detroit in 1948, and was 
transferred, in 1949, to the export division. 

A special act of Congress, passed in July, 1949, has™ 
made him and his family eligible for U. S. citizenship.? 

A graduate of the University of Berlin, he holds a 
law degree from the University of Vienna and is a 
certified public accountant. 
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Chicago Office Machine Men Dine and Dance 


About 200 members, wives and guests of the Chicago 
Office Machine Dealers Association gathered in the 
Edgewater Beach Hotel on Saturday evening, October 
27, for the association’s fifth annual dinner dance and 
revue. An excellent turkey dinner preceded a short 
formal program under the chairmanship of Harvey 
Miner, Miner Business Machine Company, Kankakee, 
Ill., president of the Chicago association 

Among out of town guests was Liston Jackson, Type- 
writer Supply Company, Fort Worth, Tex., president of 
the National Office Machine Dealers Association. Mr. 
Jackson spoke of his recent travels around the country 
and gave an outline of NOMDA plans and programs. 

The revue, consisting of seven numbers, provided 
excellent entertainment. Dancing followed 





Hold G-W Sales Conference at Cincinnati 


Branch managers and district representatives of The 
Globe-Wernicke Co., Cincinnati, Ohio, met at the com- 
pany’s executive offices, October 15-18, for a four-day 
annual sales conference. This meeting was opened by 
A. C. Howard, G-W president, who in a brief welcom- 
ing talk told of the enthusiastic and wide-spread re- 
ception given the company’s Techniplan modular of- 
fice equipment by dealers and consumers 

This year’s meeting, called the Streamliner Sales 
Conference, carried out the Streamliner theme 
throughout the entire program. An important feature 
of this sales staff get-together was the demonstration 
of Globe-Wernicke’s new, patented wood Techniplan 
equipment that was introduced at the NOMA conven- 
tion and was recently exhibited at the NSOEA con- 
vention. Products, in addition to the Techniplan 
equipment, that were developed during the past year 
were presented and demonstrated 

Elmer G. Rahe, vice-president and director of sales, 
was in charge of the conference. Members of the home 
office sales department participating in the confer- 
ence, in addition to Mr. Howard and Mr. Rahe, were: 
Robert W. Sprott, assistant director of sales; Philo H. 
Leonard, manager of the systems division, and W. 
Kesley Downing, sales promotion manager 


Wholesale Stationers Convene at Inn 
For Eastern District Meeting, Outing 


Located on the Delaware River about two miles from 
the famous Delaware Water Gap, Shawnee Inn was the 
scene of the annual eastern district regional meeting 
and weekend get-together of the Wholesale Stationers 
Association held Friday, October 19, through Sunday, 
October 21. 

Brisk weather prevailed and many members, their 
wives and guests arrived on Thursday, the day pre- 
ceding the date of the meeting, in order to enjoy a 
long weekend and take advantage of the Inn’s splen- 
did golf course. An elaborate program was planned 
by the committees which included such recreational 
activities as putting contests on the green, a golf 
tournament, croquet, shuffleboard, horse-shoe pitching 
contests, horse racing and bingo games. 

Friday morning was devoted to registration followed 
by a social get-together luncheon after which the 
business conference was held in the main lounge. 


‘Chairman H. C. Whittemore extended a cordial wel- 


come and after a few announcements and a brief 
outline of events planned for the weekend, opened a 
round table discussion on topics of interest and im- 
portance to wholesalers. Mortimer H. Chute, Jr., Bain- 
bridge, Kimpton & Haupt, Inc., acting as moderator, 
sounded the keynote of the meeting in his opening 
address. 

In his remarks, Moderator Chute pointed out that 
these are some of the services wholesalers provide the 
manufacturer: 

In many cases, the wholesaler gives economical and 
complete sales coverage for the manufacturer better 
than would otherwise be possible. 

The wholesaler provides warehousing in the field 
for many manufacturers who would find their ware- 
housing problems too severe without this spreading out 
of stocks. 

He protects the manufacturer’s market. In many 
cases, the medium and small sized retailers, difficult 
to reach, aid the manufacturer to get proper distribu- 
tion and to get it on a stable and continuing basis. 

The wholesaler reduces packing, handling, trans- 
portation costs for the manufacturer—less work, less 





SALES CONFERENCE OF THE GLOBE-WERNICKE CO. HELD IN CINCINNATI, OCTOBER 15-18 


Members of the sales staff of The Globe-Wernicke Co., shown at- 
tending the annual four-day sales conference in the executive offices 
in Cincinnati, Ohio, October 15-18, are: FRONT—P. H. Leonard, man- 
ager of the systems division, R. W. Sprott, assistant director of sales, 
H. B. Elmer, C. W. Hoover, E. G. Rahe, vice-president and director of 
soles, A. C. Howard, president, H. J. Warnock, J. B. Hibbard and 
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A. S. Wright; MIDDLE—J. S$. Radway, L. G. Tracy, J. Somol, M. Stierer, 
Cc. G. Guion, C. O. Rumph, E. J. Howard, B. Garlinghouse, R. E. Han- 
sen, K. S. Sutherland, C. M. Derry and C. Allen; Rear—W. L. Herndon, 
B. Johnson, H. M. Fuller, C. C. McWilliams, R. C. Lawrenson, W. G. 
Armstrong, R. P. Blackburn, L. O. Schneider, G. |. Burneston, L. John 
son, F. R. Austin and G. J. Handorf. 
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Operators’ Favorites 
Simple 
“Velvet Touch” 

MONROES 









Monroe 
Fully 
Automatic 
Adding- 
Calculator 





The day’s work speeds along A Series 400 


: : _ se Monroe 
with a Monroe—whichever model a Adding 


business uses. For Monroe has separa 
machines for every type of figuring 
and accounting: all of them built 
with the latest time and labor 
saving features. Whether a business 
is big or small, simple, trouble- 


free Monroe machines turn out 


more work with less strain ‘ a Series 191 
3 Monroe 
on operators. c Bookkeeping 


Machine 








MONROE 


MACHINES FOR BUSINESS 
MONROE CALCULATING MACHINE COMPANY, ORANGE, NEW JERSEY, U.S. A. 
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time, fewer workers and less expenditure for the man- the manufacturer when he takes on the risk of a hun. 
ufacturer. dred retail accounts instead of one. 
The wholesaler simplifies the credit problem for Among the topics discussed were: competition ang 
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WHOLESALE STATIONERS ASSN., FINDS FUN AND PROFIT IN EASTERN DISTRICT MEETING AT SHAWNEE INN 


1. Front row—Sam Hyman, Prudential Paper Products Co.; Warren Davis Blevins, Caldwell-Sites Co., Roanoke, Va.; Mortimer H. Chute, & 
Eureka Specialty Printing Co.; Harry Fensterheim, S. E. & M. Vernon, Bainbridge, Kimpton & Haupt; J. Howard Shoemoker, Jr., Eberhor 
Inc.; rear row—Harold C. Whittemore, Wholesale Stationers Assn.; Faber Pencil Co.; Joseph C. Strauss, Automatic Pencil Sharpener G 
J. Howord Shoemoker, Jr., Eberhard Faber Pencil Co.; Robert T. Gem- Mrs. Henry Levy, A. Strumlauf, Mrs. R. A. Weissenborn, Mrs. A. Strum 
mell, Binney & Smith Co.; Marion Springer, American News Co. lavf, Mrs. & Mr. R. B. Sainberg, Sainberg & Co., Inc 

. Seated—H. B. Van Dorn, Joseph Dixon Crucible Co.; Max A. Goldstein, Mrs. & Mr. B. Tripp, American Crayon Co.; Mr. & Mrs. H. A. Emmy 
Rochester Staty. Co., Rochester, N. Y.; Mrs. J. Howard Shoemaker, Mrs. & Mr. John G. Kolb, all C. Howard Hunt Pen Co.; Mr. & Mn 
Mrs. Max A. Goldstein, Mrs. Joseph Goldstein. Standing—Robert T W. Tripp, American Crayon Co. ; 

Gemmell, Binney & Smith Co.; Sam Hyman and Mrs. Ethel Bell, both Edgar M. Berry, S. T. Jermquist, Mrs. Jermquist, Mrs. Berry, all ¢ 
Prudential Paper Products Co.; Joseph Goldstein, Rochester Staty. Co Loring, Short & Harmon, Portland, Me.; Mrs. & Mr. Steve Moriarity 
Wives of members of the board of directors E. Morrison Paper Co., Washington, D. C é 
: Mrs. R. Shearman, Modern Stationer; Mrs. R. A. Maish; Mrs. H. ¢ 

Mrs. Robert C. Denver; Mrs. & Mr. Robert E. Gooley, Cushman & : : : 
Denison Mfg. Co.; Robert C. Denver, McFarlane, Son & Hodgson, Ltd Whittemore; R. A. Meish, Dennison Mfg. Co. : 
iactena Gihuain, ‘ gson, J. Howard Shoemaker, Jr., Eberhard Faber Pencil Co.; Robert 7. Gee 

° — ‘ - mell, Binney & Smith Co.; Edward W. Blevins, Caldwell-Sites Ce. 
Harry Fensterheim, S. E. & M. Vernon, Inc.; R. A. Maish, Dennison Roanoke, Va.; Hareld C. Whittemore, Wholesale Stationers Assn.; Horm 
Mfg. Co.; George F. Griffiths, Noesting Pin Ticket Co.; Harold C Fensterheim, $. E. & M. Vernon, Inc. 
Whittemore, Wholesale Stationers Assn.; Edger M. Barry, Loring, Mrs. & Mr. R. C. Denver, McFarlane, Son & Hodgson, itd., Montred 
Short & Harmon, Portland, Me.; E. T. Macintyre, Defiance Sales Corp.; Canada; Mrs. & Mr. R. E. Gooley, Cushman & Denison Mfg. Co 
John G. Kolb, C. Howard Hunt Pen Co.; Marion Springer, American Henry Levy, Silver Stationery Co., Inc.; Fred Steinhilber, Geyer Pub 
News Co.; Steve Moriarity, E. Morrison Paper Co., Washington, D. C lications; Herbert C. Hooks, Moore Push Pin Co.; 8B. Tripp, America 
Mex A. Goldstein, Rochester Staty. Co., Rochester, N. Y.; Edward W Crayon Co 
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Popular Oxford 
YEAR-END 





ITEMS 


That you can order for 


IMMEDIATE DELIVERY! 


OXFORD ROL-LABELS 


' Now is the time when most file departments head up new file folders. 


They'd rather have Oxford Rol-labels, made of stronger paper, and 
still at pre-Korean prices. 

And they CAN have them! Your orders will be shipped at once. 7 
colors and white, in either 37@” standard width, or the special 344” 
width, just right for third cut folders. 

White, Buff, Blue, Salmon, Cherry, Green, Canary, Manila. Packed 
in boxes of 12 rolls, or cartons of 144 rolls. 


OXFORD FILE POCKETS 

Overcrowded year-end file folders show just where this popular item 
should be used in the set-up for 1952 filing. These too are in ample 
supply for immediate shipment. Tabbed or straight cut, with either 
fiber or cloth gussets, letter or legal size, and your choice of 13%4” or 
314" expansion. 


OXFORD BRIEF COVERS 

Be prepared for the many reports that are prepared in offices every- 
where at year-end. They need to be tastefully bound, for submission 
to management, board of directors, or interested customers. 

Oxford Brief Covers can fill the bill, because we can fill your orders, 
for immediate delivery. 

Colors are Tan, Beaver, Blue, Gray, Green, and Terra Cotta, and of 
course the old-reliable conservative black. 


OXFORD FIBERBOARD FILES 

Transfer time and Oxford files—inseparable as Christmas and New 
Year! 

This year you can sell the file made of green board that WILL NOT 
FADE—the Oxford Steel-Clad file, and no other file can make that 
statement! 

This year you can sell the all-corrugated board file that is the lowest- 
priced of all—the Oxford Standard Series file. 

Yes, Oxford Files are ready for immediate shipment, in all sizes of 
both styles. 

Send us your order today, for these important and profitable year-end 
items. 


ord 





FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. St. Lovis 2, Mo. 





Filing Folders - Filing Guides - Fiberboard Files - index Cards - Red Fiber Envelopes - PENDAFLEX® 
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competitive practices; prepaid charges in shipping or- 
ders, their advantages and disadvantages; credit; 
profit margin; quantity prices; manufacturer compe- 
tition; inventory; taxes and legal regulations. Con- 
siderable interest was shown with many of those pres- 
ent taking part in the discussion of each subject. 

After dinner in the main dining room, the evening 
was spent participating in social pastimes which in- 
cluded dancing. 

On Saturday morning the outdoor contests were 
held with the golf tournament starting at 9:00 a.m. 
followed by croquet and putting contests for the ladies, 
horseshoe pitching for men and shuffleboard for both 
men and ladies. 

In the afternoon a committee conference was held 
under the leadership of H. C. Whittemore during which 
plans were discussed for the 36th Annual Convention 
and Trade Show of the Wholesale Stationers Associa- 
tion to be held at the Hotel New York, N. Y., on 
March 3-6. 

At 6:00 p.m. a cocktail party was held in the main 
lounge at which time awards were made to winners 
of the various events. After dinner the awarding was 
resumed after which a social. get-together was held 
including dancing. 

Sunday was devoted to relaxation, some departing 
early while others played golf or participated in other 
outdoor sports. 

Committees responsible for a splendid weekend in- 
cluded members of the group on arrangements who 
were J. Howard Shoemaker, Eberhard Faber Pencil 


Company; Herbert F. Hooks, Moore Push-Pin Com. 
pany; Harry Fensterheim, S. E. & M. Vernon, Inc; 
Joe Strauss, Automatic Pencil Sharpener Company; 
Bob Gemmell, Binney & Smith Company; John G 
Kolb, C. Howard Hunt Pen Company; Fred Steinhil. 
ber, Geyer Publications; Bob Shearman, Modern Sta- 
tioner, and John W. Henn, Joseph Dixon Crucible 
Company. 

Serving on the ladies committee were Mrs. E. Blevins, 
Mrs. J. H. Shoemaker, Mrs. John G. Kolb, Mrs. H. ¢ 
Whittemore, Mrs. R. Gemmell and Mrs. R. A. Maish. 

Members of the golf tournament committee were 
George F. Griffiths, Noesting Pin Ticket Company, 
Inc., and Henry Levy, Silver Stationery Company. 





Stationers Golf Association in Outing; 
Julius Kahn Re-Elected President 


The Stationers Golf Association of New York held 
its 35th annual meeting and final tournament of the 
1951 season on Tuesday, October 16, at the Hackensack 
Golf Club, Oradell, N. J. Warm Indian Summer weather 
prevailed throughout the day and a goodly group of 
players were on hand to take advantage of an ideal 
day for golf. 

Lunch was served early and some 70 members and 
guests started teeing off by 12 o’clock noon in order 
to complete a full 18 holes in leisurely fashion with 
time to spare for good fellowship before the dinner 
gong sounded. 

After a sumptuous roast beef dinner, Chairman 





STATIONERS GOLF ASSN. OF NEW YORK HOLDS FINAL TOURNAMENT FOR 1951 SEASON 


1. William Popper, Popper & Popper; 8. H. Nemlich, Regan Furniture 
Corp., New York, N. Y.; Bernard W. Cohen, guest; David S. 
Fisch, guest. 

2. Henry Cordes, R. H. Macy & Co., New York, N. Y.; H. Schneider, 
All-State Staty. Co., New York, N. Y.; J. Schlanger, West Shore 
Envelope Co.; Paul Gross, Mailers Service & Equipment Co. 

3. Henry Levy, Silver Staty. Co., New York, N. Y.; Al Strumlauf, guest; 
Mathew Goodman; R. B. Sainberg, Sainberg & Co., Inc. 

4. William F. B. Lindenberger, National Blank Book Co.; George H. 
Hinck, guest; P. N. Drate, Rubin Corp.; George Nicklaus, National 
Blank Book Co. 
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5. Jack Young, Minnesota Mining & Mfg. Co.; Samuel Kahn, David 
Kahn, Inc.; Jack B. Kemp, Jr., Ever Ready Calendar Mfg. Co.; R. A 
Weissenborn, National Pencil Co. 


6. R. E. Gooley, Cushman & Denison Mfg. Co.; Irving Myers, Premier 
Supply Corp.; Stanley Geismar, Joshua Meier Co., Inc.; Clifford 
Brant, guest. 


7. Low H. Tavernier; George Nicklaus, National Blank Book Co. 
William A. Cotter, Silver Staty. Co.; Harry Yager, David Kahn, Inc 
9. L. Mandell, Jayem Mfg. Co.; R. W. Mueller, The Esterbrook Pen Ce 
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No. 1742F 






Here’s that sensational 


é 





they’re all talking about! 


Yes, this is it! The star of the NSOEA Show .. . the chair that everyone is 
talking about! It’s the new #1742F JOHNSON EXECUTIVE CHAIR. 


This is a chair that will spell comfort to any prospect. Those thick luxurious 
foam rubber cushions promise hours of satisfying relaxation. So soft, that you 
actually feel like you’re sitting on a cloud. Settle back and you'll quickly ap- 

preciate the extra comfort of those foam rubber padded arm rests, too. 


And for keeping that “fresh as a daisy” feeling all the day long, peneent has 
added a specially shaped back that’s padded in just the right places to help 
{ banish back-ache and fatigue. Together with the Johnson 4-way adjustments, 


." 


“\ 
‘ 


this chair will bring all the comfort anyone could possibly ask for. 


The No. 1742F JOHNSON EXECUTIVE CHAIR is styled in a beautiful combination of 
gros point and genuine leather that assures perfect barmony and long wear. 


David 
_ It’s easy to see why everybody's talking about this new chair. It's the chair that your 
An customers will want. Be ready to tell them about it. Write for the complete details, today. 
remie! 
lifford 
| JOHNSON CHAIR COMPANY 
. | . * . 
abe 4401 West North Avenue Chicago 39, Illinois 
on Co 
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Lou Tavernier extended a hearty welcome to members 
and guests after which the usual reports were sub- 
mitted and the chairman expressed the thanks of the 
group to all who had a part in making both the year 
and day a success. Treasurer J. B. Kemp, Jr., Ever 
Ready Calendar Manufacturing Company, reported the 
treasury in good shape and announced a membership 
of 115. Secretary Howard S. Sanders, Stationers & 
Publishers Board of Trade, thanked members for their 
co-operation in sending in their reservation cards 
promptly during the year so that suitable provisions 
could be made for their convenience. 

President Julius M. Kahn, David Kahn, Inc., ex- 
pressed his appreciation to the group, its officers, 
members of committees and all those who had con- 
tributed towards the success of his administration. 
Pointing out that the association is going into its 36th 
year and still growing, he expressed the hope that 
continued success would prevail for years to come. 

President Kahn then announced the recent death 
of James Neary’s wife and all present stood with bowed 
heads in respect to her memory. 

The next order of business was the election of officers 
and awarding of the trophies for the year’s competi- 
tion. 

The officers and directors were all re-elected to 
office by unanimous vote. They are as follows: Presi- 
dent, Julius M. Kahn, David Kahn, Inc.; vice-president, 
R. A. Weissenborn, National Pencil Company; treas- 
urer, J. B. Kemp, Jr., Ever Ready Calendar Manu- 
facturing Co.; secretary, Howard S. Sanders, Stationers 
& Publishers Board of Trade 

Winners of the season’s trophies were: 

Louis Tavernier Cup to winner of Class A—Leon 
Myers, Premier Supply Corporation 

Julius M. Kahn Cup to winner of Class B—P. N 
Drate, Rubin Corporation. 

R. A. Weissenborn Cup to runner-up in Class A 
Edward T. Kemp, Ever Ready Calendar Manufacturing 
Company. 

Harry Levy Memorial Cup to runner-up in Class B 
William I. Popper, Popper & Popper 

Herman Price Trophy (greatest percentage of im- 
provement)—Joseph F. Somol, The Globe Wernicke Co. 

D. A. Davies Trophy (best attendance)—R. W. Muel- 
ler, the Esterbrook Pen Company. 

Winners of awards for the final tournament were: 

Class A—R. A. Weissenborn, National Pencil Com- 
pany; R. B. Sainberg, Sainberg & Co., Inc.; J. Schlan- 
ger, West Shore Envelope Company, and L. Mandell, 
Jayem Manufacturing Company. 

Class B—Max Stuart, Barnes Printing Company; 
R. 8S. Meyers, Binney & Smith Company; J. C. Strauss, 
Automatic Pencil Sharpener Company, and J. N. Camp- 
bell, Eberhard Faber Pencil Company. 

Guest winners—David A. Price, Eagle Pencil Com- 
pany; Walter Bennett, Variety Merchandiser pub- 
lications; Joseph Eaton, Old Town Corporation, and 
R. E. Gooley, Cushman & Denison Manufacturing Com- 


pany. 


MORE PHOTOS OF STATIONER GOLFERS— 

1, G. F. Griffiths, Sr., Noesting Pin Ticket Co., Inc.; Ed T. Kemp, Ever 
Ready Calendar Mfg. Co.; R. J. Urmston, J. S. Staedtler, Inc.; 
Julius M. Kahn, David Kahn, Inc. 

2. W. W. Young, American Paper Goods Co. of N. Y.; W. L. Jaeger, 
Park & Tilford; William Lowell, Jr, Tappen & Indruk Co.; E. G. 
Geehring, American Paper Goods Co. of N. Y. 

3. M. Reeser, guest; Max Stuart, Barnes Ptg. Co.; F. W. Callahan, 
J. C. Blair Co., J. C. Strauss, Automatic Pencil Sharpener Co. 

4. Paul Gundacker, Koh-l-Noor Pencil Co., Inc.; R. S. Meyers, Binney 
& Smith Co.; D. McAllister and Fred Steinhilber, both Geyer 
Publications. 

5. Walter Bennett, Variety Merchandiser Publications; A. J. Kerin, Jr., 
Tower-Crossman Corp., New York, N. Y.; D. A. Price, Eagle Pencil 
Co.; E. R. Mcleod, Minnesota Mining & Mfg. Co 

6. George Vess, Charles E. Truex and Max A. Drey, all American 
Colortype Co.; Dr. J. M. Greenbaum, guest. 

7. Jeseph N. Campbell, Eberhard Faber Pencil Co.; Clifford Farr, 
The Baker & Taylor Co.; Larry Levine, Reliance Pencil Corp.; G. F 
Griffiths, Jr., Noesting Pin Ticket Co., Inc. 

8. H. Miller, Old Town Corp.; B. Tripp, American Crayon Co.; Howard 





S. Sanders, Stationers & Publishers Board of Trade; Joseph Eaton, 
Old Town Corp. 
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if you feel youre 
vetting nowhere 


When there aren't enough “Y and E” folders to go 
around . .. don’t feel you are at a standstill. We're 
breaking production records trying to meet your un- 
precedented demands. Meanwhile, in your selling, 
change the subject . . . show your customers those 
profitable “Y and E” items which are in good supply. 

For example, take a “Y and E” Sort-O-Mat to a 
man whose business perches on a mountain of paper 
work. Sort-O-Mat speed starts at 800 pieces sorted 
per hour. That’s minimum, for a beginner. When your 
customer's clerks get familiar with Sort-O-Mat, they 
fairly zoom through sorting 
of bills, orders, receipts, and 
invoices. 

This gives you a real 
story. Start telling it. “Y 
and E” Sort-O-Mat is the 
kind of item that leads to 
bigger, more profitable 


orders... and the delivery 





, y 
is good. 


. 7 
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Golden State Travelers Enjoy Golf Party 


The Golden State Travelers Club October golf and 
dinner party held at the Palos Verdes Country Club 
in the Los Angeles, Calif., area, was declared a suc- 
cessful event. Sixty-nine were present and from this 
number 39 played golf. 

The gold golf trophy was won by Augie Erickson, 
Sanford Ink Company. 

John Radovich, Eversharp, Inc., golf committee vice- 
chairman, and Julius Eichhorn, Floyd Stationery Com- 
pany, were praised for their work 





a 14° 


- 


Ralph Maneval, A. W. Faber-Castell Pencil Com- | 
pany, club vice-president, presided at the dinner, at | 


which there was a choice of fried chicken or lobster. 
The annual Christmas luncheon and election of offi- 


cers will be held at Mike Lyman’s Restaurant, 749 } 
S. Hill St., Los Angeles, about December 18, the exact } 


date to be set later. 

During the first nine months of the year, 27 new 
members came into the club, Pete Masterson, Acco 
Products Inc., publicity chairman, points out, making 
a total of 115 at present.—JET 





GOLDEN STATE TRAVELERS CLUB STAGES GOLF PARTY AND DINNER AT PALOS VERDES COUNTRY CLUB 


George Potzner, John Radovich, Norm Nelsen and Joe Kingsley 
Bud Purdy, Douglas Boone and Jim Cahill. 

Julius Eichhorn, Willis Palmer, George Morgan and Paul Schmits 
Carl Grimes, Art Carlson, Bill Jenkins and Russ Davis. 

Wayne Journigan, Wilson Turner, Sr., “Gilly” Gillette and Dick 
Kirkpatrick. 

Hank Wyland, Ernie Daniels and Bob Gutsch 

Eb Wallace, Jr., Walter Waldvogel, Carl Teele and Fred Wallace. 
8. Ralph Maneval, club vice-president, at the microphone presiding 
at the dinner. 
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9. Bill Garvai, Ralph Maneval, “Val” Valliet, H. E. Andre and Augie 
Erickson. 

10. Curt Sehm, Bill Carey, Prof. George Schubert, Cal Adams, Ar 
Willis and Reg Laine find recreation in a card game 

11. Gerry Horton. 

12. Presenting Harry Fuller’s back, Walter Waldvogel (club treasurer) 
and Bill Nellis. 

13. Whit Curley, Bob Smith, Vic Hall, Gene Rohr and Bill Carroll. 

14. Augie Erickson receives the golf trophy from John Radovich. 

15. Les Askew and Paul Heck. 
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It speaks volumes for the 


[his letter came to us unsolicited — and it turned out to be 


advertisement than we ourselves could write. 


RL No SMUDGE 


except that you, too, would be wise 
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SMUDGE 


What more can we say — 


arbon. 


Write today for 


PEERLESS-IMPERIAL CO., INC. 


to your Customers. 


No 


No Cur 
samples and price list 


sell 


to 


sgie 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway « Chicago 2, 179 W. Washington Street 


den Street, River Rouge, Michigan 


"A Great Name WM CATOONS ” vivwons, carbons, spirit and gelatin duplicating 


carbons 


Detroit 18, 37 Lir 


Art 
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carbon ribbons, carbon rolls for every business need. 
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Connecticut Valley Stationers Hear Sanders 


The Connecticut Valley Stationers Association met 
on October 24 at the Hotel Taft, New Haven, Conn., 
with President Chick Burt in the chair. After Mr 
Burt had given a short description of the highlights 
of the NSOEA convention held in Chicago in Septem- 
ber, Sid Challenger, the past governor, commented on 
the efforts which the NSOEA is making to get steel 
for the industry. 

A talk by Howard Sanders on “Know How Your 
Dollars are Being Spent” was much enjoyed by the 
group. Mr. Sanders emphasized that the office equip- 
ment industry was, perhaps, the most important in 
the business world since it is selling the tools of the 
brain. Following his talk there was a lively discussion 
and many questions were raised pertaining to costs 
and expenses in the stationery retail business 

It was announced that NOFA hopes to hold a re- 
gional New England regional meeting on December 10 


American Dealers Enjoy Hospitality 
of Gestetner Organization of Canada 


Many United States dealers participated in the 70th 
anniversary celebration of the Gestetner, Ltd., in 
Toronto, Canada, September 28, 29, being guests for 
the two days of the organization. In addition, the 
group spent two days in the Yonkers, N. Y., office of 
the Duplicator Corporation, which is making the 
English-made machine available to office machine 
dealers in the United States. 

The Toronto convention had more than 300 dealers 
present and it was held at the Royal York Hotel. A. T. 
Hunt, manager of Gestetner, Ltd., welcomed the 
guests, as did two directors from the English office, 
S. David and J. A. Cummings. Dr. Hunt is also a 
director of Gestetner, Ltd., of England. 

This 70th year of Gestetner, 26 years in Canada, 
was featured by a sales meeting and a banquet. 

United States dealers attending included L. Berman, 
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SEEN AT GLOBE-WERNICKE BREAKFAST DURING NSOEA CONVENTION 


1. Mrs. Jeffie Fulton, Fulton Co., Houston, Tex.; Elmer G. Rahe, vice- 
president and director of sales, The Globe-Wernicke Co.; Miss 
Addie Wiebusch, Fulton Co.; Miss Cheri Lemmon, Chicago model; 
Miss Ann Schacker, Atlas Desk & Safe Co., Los Angeles, Calif. 

2. FRONT: Maynard F. Westring, Mid-City Stationers, Inc., Rockford, 
Wl.; Sidney Butterfield, Smith & Butterfield, Evansville, Ind.; Arthur 
L. King, Ward’s Boston, Mass. REAR: Ebenezer Wallace, Southern 
California Stationers, Los Angeles, Calif.; A. C. Howard, president, 
The Globe-Wernicke Co. 

3. Mrs. Frank Zeller, Des Moines Stationery Co., Des Moines, lowa 
George Handorf, district sales representative, The Globe-Wernicke 
Co.; Larry J. Schubert, Miller-Huggins Co., Anderson, Ind.; Leo 
Wittgen, Smith & Butterfield, Evansville, Ind.; Bruce E. Grogg, 
Lehman Book & Staty., Inc., Fort Wayne, Ind.; Frank Zeller, Des 
Moines Staty. Co., Des Moines, lowe 
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4. George Handorf, district sales representative, The Globe-Wernicke 
Co.; Floyd Kongsvik, Curtis 1000, Inc., St. Paul, Minn.; Philo H. 
Leonard, manager, systems division, The Globe-Wernicke Co.; 
Ralph Blackburn, district sales representative, The Globe-Wernicke 
Co.; Bruce E. Grogg, Lehman Book & Staty., Inc., Fort Wayne, Ind. 

5. leo Wittgen, Smith & Butterfield, Evansville, Ind.; Arthur lL. King, 
Ward's, Boston, Mass.; W. K. Downing, sales promotion manager, 
The Globe-Wernicke Co.; Conrad A. Netzhammer, Northwestern 
Furniture Co., Milwaukee, Wis.; John Link, Jr., Lucas Bros., Inc., 
Baltimore, Md.; Dick Pomerantz, A. Pomerantz & Co., Philadelphia. 

6. M. A. Godding, Godding’s, El Dorado, Kans.; Elmer G. Rahe, vice- 
president and director of sales, The Globe-Wernicke Co.; Robert 
Macleod, Read & Macleod, New Bedford, Mass.; Miss Cheri Lem- 
mon, Chicago model 

1951 
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Meet NEWEST Government Regulations 


A representation of a complete line of forms for present 
day requirements. Columns provide for recording With- 
holding Tax, O.A.B. and other deductions; also, Time 
and Earnings, regular and overtime. 
Selection includes Loose Leaf forms in various sizes, for 
stock size: 
Post Binders . .... . . . Ring Books 
Prong Fastener Binders 
Visible Record Binders 
Bound Book Styles offer same broad selection, desk and 
pocket sizes, designed for ease and convenience in 
keeping records. 


See Catalog No. 149—Pages 198 to 213 
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. WILSON JONES Co. 


.- NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
prt 122 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd. 816 Locust Street 246 First Street 
n- 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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SCENE AT THE GESTETNER, LTD., 70TH ANNIVERSARY BANQUET IN TORONTO, CANADA, AT ROYAL YORK HOTEL 


Harrisburg, Pa.; E. Berry, Des Moines, Iowa; E. Blake 
and K. Blake, Detroit, Mich.; W. Blood, Newark, N. J.; 
A. Brown, Toledo, Ohio; B. Brown, Chicago, Ill.; J. 
Cohen, Kansas City, Kans.; R. C. Davis, Sioux City, 
Iowa; Mr. Gilardy, Detroit, Mich.; W. S. Goff, Atlantic 
City, N. J.; F. J. Harder, Moline, Ill.; D. Keeney, Dallas, 
Tex.; E. Korber, Denver, Col.; E. Krug, Cleveland, 
Ohio; P. Lafferty, Philadelphia, Pa.; C. Linser, Cincin- 
nati, Ohio; L. Murphy, Columbus, Ohio; W. Newton, 
Los Angeles, Calif.; D. Newton, Portland, Ore.; J. M. 
Palmer, Trenton, N. J.; W. Radell, San Francisco, 
Calif.; J. Ryan, Chicago, Ill.; A. L. Smith, Buffalo, 
N. Y.; R. Smith, Cleveland, Ohio; S. Stobbs, Bloomfield, 
N. J.; H. Trout, Trenton, N. J.; A. Taylor, Nashville, 
Tenn.; R. Venoit, Omaha, Nebr.; T. E. Wallace, Wash- 
ington, D. C. 

Attending from Yonkers were R. N. Barnett, W. W. 
Crowhurst, R. T. Hunt, R. Hughes, D. H. Milton, J. 
Reidy, D. Zealand and G. Brown (Polychrome Corp.) 

The dealers praised the hospitality of the Gestetner 
organization and declared it a worthwhile sales meet- 
ing. 





Office Machine Dealers of New York Meet 


The 22lst meeting of the Office Machine dealers 
Association of New York was held on October 23, at 
the Hotel New Yorker. President Edmund P. Radigan 
was in the chair. 

The guest speakers of the evening were Liston Jack- 
son, president of NOMDA, and Ridgely Bryan, educa- 
tional director of Monroe Calculating Machine Com- 
pany, Inc. Mr. Jackson had made a special trip from 
Forth Worth, Tex. to address the meeting, which had 
one of the best attendances in recent years. His 
audience responded immediately to his warm person- 
ality and humor, as he told of his experiences as a 
member of the association. He said that he had re- 
ceived a great amount of information and had made 
many friends as a result of the membership, and sug- 
gested that New York members should make efforts to 
increase the size of their chapter. He mentioned a 
presentation cup which is to be offered to the local 
association, which, percentage-wise, gains the most 
members in the competition. 

The expansion of markets for Monroe machines was 





PERSONALITIES AT THE OCTOBER MEETING OF NEW YORK NOMDA HELD IN HOTEL NEW YORKER 


1. Edmund P. Radigan (left), president of the New York Office Ma- 
chine Dealers Assn., presents a check to Liston Jackson, NOMDA 
president, The check represents dues as the start of Jackson’s 500 
campaign to secure more association members 
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2. Charles Krause, Jr., counsel; Charles Chappel, Pittsburgh, Pa., 
President Jackson and Charles Meyers, Miami, Fla., confer at the 
New York meeting. 

3. Ridgely Bryan, educational director Monroe Calc. Machine Co. 
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It is with the deepest sincerity that we extend this Christmas 
Greeting to all our friends from coast to coast. 

Humbly we wish that this New Year fulfils it's promise of a securer, 
happier America, bringing added blessings right into your home. . . . 
May the wheels of success continue to turn in your favor. 


Jasper Chair 


TIS JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Saies Mer. 









Fred Deutsch (Southwest) Ww. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 
; Dallas, Texas Chicage. Ill. Space 844 New York, N. Y¥. 
. S. Fowl Seuth ) R. A. Browne, (West) Jack S. Doran, (Northwest) 
” es ie i 2. 2925 Revere Ave. 538 E. 9lst St., 
St. Petershere. Flerids Oakland. Calif. Seattle 5, Wash. 
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the subject of Mr. Bryan’s talk, who said that the 
second-hand dealer also can expand his markets. He 
explained how his company had done this in the 
educational field by selling the educator a stripped- 
down machine, resulting in the sales of $1,000,000 
worth of machines a year in this particular branch of 
their selling program. 

He went on to point out that in the past 20 years, 
the demand for calculators has grown tremendously 
and that the dealer can benefit from this vast market 
expansion. As a result of tests made through the 
Federal Reserve System, Mr. Bryan said that he had 
found that all figure work was done in five digits, and 
that about 20% of it was above that capacity. 

Several out-of-town visitors were asked to speak, 
including Charles Chappel of Pittsburgh, Pa., and 
Charles Meyers of Miami, Fla. Mr. Meyers told of the 
mid-year: meeting to be held next January 12, 13 and 
14 in Miami at the McAllister Hotel. 

Nick Fucci reported upon a meeting, in September, 
of the board of directors, to discuss the matter of 
getting more members. 

I. Meizner, Mercury Business Machines Company, 
Inc., told the gathering what he had been able to 
accomplish in the way of seeking benefits for members, 
and described a plan, which was in progress, to set 
up a refinishing plant on a co-operative basis. Since 
the plan was still in the formative stage, we hoped 
to be able to give more information about it at the 
November meeting. He also indicated that he was 
trying to get more qualified and interesting speakers 
for the association meetings, and expressed his pleas- 
ure in having been able to secure the services of 
Mr. Bryan. 





Texas Travelers Meet in Houston 


REPORTED BY ART CARROW 

Texas Travelers held their quarterly meeting on 
October 9 in Houston. Twenty-four members attended 
the meeting at which complete plans were made for 
the 25th anniversary of Texas Travelers to be cele- 
brated March 25, 1952, at the ninth regional meeting 
in Dallas. 

Five new members were added to the roster. They 
were: McGee Ault, Herring-Hall-Marvin Safe Com- 
pany; Ernest E. Dickinson, National Blank Book Com- 
pany; Maury H. Wansky, Aluminum Seating Corpora- 
tion; H. Y. Walker, Stanley Manufacturing Company, 
and Frank R. Byron, Aluminum Seating Corporation. 

Charles McDaniels was appointed assistant to Jack 
Fleming, secretary, during his illness. 


Attending the meeting were: Charles McDaniels, 
Ennis Tag & Salesbook Company; George Tarrant, 
The Carter’s Ink Company; Robert Strafford, Jr., fac- 
tory representative; Francis L. Hodges, The Carter 
Ink Company; W. W. (Bill) Epps, Columbia Ribbon 
& Carbon Manufacturing Company, Inc.; Art Carrow, 
Speed Products Company, Inc.; McGee Ault, Herring- 
Hall-Marvin Safe Company; W. B. Waltman, manu- 
facturers’ representative; Ray Howard, Esterbrook Pen 
Company; Henry Deutsch, manufacturers’ representa- 
tive; R. C. Gage, Art Metal Construction Company; | 
O. D. Mann, manufacturers’ representative; Ear] Otta, | 
manufacturers’ representative; H. E. (Gene) Collins, | 
Hesse Envelope Company; Robert Stampp, Fulton Sta- 
tionery Company; Art Pfister, Smead Manufacturing 
Company; Charles Wallace, Parker Pen Company; 
Julien Bailey, president, Texas Travelers, Eagle Pencil 
Company; W. F. Gigliotti, manufacturers’ representa- 
tive; Al Stacy, Carpenter Paper Company; Bob Barnes, 
Ennis Tag & Salesbook Company, also Mrs. Charles 
McDaniels and Mrs. Charles Wallace. 
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Washington Stationers Elect Officers 


The Washington Stationers Association in annual 
meeting on October 11 at the Manor Country Club, 
Norbeck, Md., named the following new officers: 

President—E. Wade Land, Chas. G. Stott Company. 

Vice-president—Marsh Marshall, M. S. Ginn Com- 
pany. 

. Secretary-treasurer—Jimmy Bryan, E. M. Bryan j 
Company. 





Chicago O.M.A. Holds Wage Clinic 


The Office Management Association of Chicago held | 
a wage and salary stabilization clinic November 1 in 
the Morrison Hotel. 

The panel consisted of Joseph Cooper, executive 
director of the Salary Stabilization Board in Wash- 
ington; Samuel Edes, chairman of the Midwest region 
Wage Stabilization Board, and Jack C. Staehle, in- 
dustrial relations director of Aldens, Inc. 





Two Advertising Associations Convene 

Milwaukee was host to two closely allied conventions 
during October. These were the Mail Advertising 
Service Association, which convened October 13-16, 
and the Direct Mail Advertising Association which met 
the following three days. 








TEXAS TRAVELERS CLUB HOLDS QUARTERLY MEETING AT HOUSTON, TEX., OCTOBER 9 


1. Front—Charles McDaniels, Ennis Tag & Salesbook Co.; Robert Straf- 
ford, Jr., manufacturers’ representative; rear—George Torrant and 
Francis Hodges, both The Carter's Ink Co. 

2. William F. Gigliotti, manufacturers’ representative; Julien Bailey, 
Eagle Pencil Co.; H. E. (Gene) Collins, Hesse Envelope Co.; Robert 
Stompp, Fulton Staty. Co. 

3. Part of the group at dinner. 

4. Front—R. C. Gare, Art Metal Construction Co.; W. 8. Waltman, 


manufacturers’ representative; rear—Ray Howard, Esterbrook Pen 
Co.; McGee Ault, Herring-Hall-Marvin Safe Co.; W. H. Daveler and 
Henry Deutsch, both manufacturers’ representatives. 

Front—Charles Wallace, Parker Pen Co.; Mrs. Charles Wallace; Art 
Pfister, Smead Mfg. Co.; Mrs. Charles McDaniels; rear—Al Stacy, 
Carpenter Paper Co.; Earl Otta, manufacturers’ representative. 
6. ©. D. Mann, manufacturers’ representative; Art Carrow, Speed 

Products Co 
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Ask your National representative 
or write us about the window 
displays, counter cards, give- 
away samples, mailers and news- 
paper mats to help you get your 
share of this big swing to the 
new Strongleaf reinforced sheets 
that thousands of new customers 
are buying and using. 
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WALCOTT-TAYLOR WAS THE HOST—Pictured 
at the 25th year party of the Walcott-Taylor 
Co., Inc., are: TOP PICTURE—Rear, John 
J. C. Macdonough, Wm. T. Cuddy, Wm. M. 
Newlen, Ralph W. Walters, Richard B. Berry- 
man, Jr., Glen F. Monnig, Benjamin Okin and 
Edward T. Hutchison, Jr.; front, Bernard L. 
Roberts, Mrs. Beulah P. Roby, Mrs. Edna D. 
Otterback, Ward Taylor, Mrs. Elda L. Pate, 
Wm. H. Cravens, Mrs. Mildied N. Boone and 
Albert J. Boulais. BOTTOM PICTURE—Stand- 
ing at head table are Mrs. Wm. H. Cravens, 
Bernard L. Roberts, Mrs. Imogen T. Walcott, 
Ward Taylor, Mrs. Bernard L. Roberts, Wm. H 
Cravens and Mrs. Ward Taylor. 


Walcott-Taylor Observes 25th Year 


The Walcott-Taylor Company, Inc., gave a party for 
all employees and their families on October 13, at the 
Wardman Park Hotel in Washington, D. C. The party 
was given to celebrate the beginning of the company’s 
25th year as a corporation 

H. Seymour Walcott and his associates formed The 
Walcott-Taylor Company, Inc., on October 13, 1927, 
with one object in mind, to provide for manufacturers 
in the office equipment industry the type of representa- 
tion to the Federal Government and in the District 
of Columbia that they would want. The soundness of 
this policy is indicated by the steady growth of The 
Walcott-Taylor Company, Inc., and the fact that by 
far the larger portion of current sales are on products 
of those manufacturers who have been continuously 
represented by the Washington firm for many years 

The guest of honor was Mrs. Imogen T. Walcott, 
the widow of H. Seymour Walcott, first president of 
The Walcott-Taylor Company, Inc. The dinner and 
entertainment was preceded by a cocktail party 
whereby all members of the employees’ families had 
an opportunity to meet and enjoy a period of fellow- 
ship. 

The highlight of the evening was the presentation 
of service pins to employees in order of years of service. 
Mrs. Walcott officiated at. this ceremony, delightfully 
interspersing her remarks about individuals with some 





of her own memories of the early days of the company. 
Those receiving recognition for more than 20 years’ 
service were Ward Taylor, Wm. H. Cravens, Bernard L. 
Roberts and Mrs. Raymond E. Otterback 





West Virginia Dealers Hear Gove 


It was no guess what brought such a good attend- 
ance at the quarterly meeting of the West Virginia 
dealers, held at the Greystone Hotel, Charleston, on 
October 27. The attraction was a sales message given 
by William Gove of the Minnesota Mining & Manu- 
facturing Company. The key note of his talk was 
“Work,” and the three simple sales points he em- 
phasized, Serve—Show—Suggest, made, he said, a 
dependable combination for success in selling. 

Nearly 75 dealers and factory representatives were 
present at the meeting, where problems of mutual 
interest were discussed in round table fashion after 
Mr. Gove had given his talk. 

New officers elected at the meeting were: V. J. W. 
Scott, Rose City Press, president; Fred Belt, G. H. 
McGhee & Company, Wheeling, W. Va., vice-president; 
Gene Hall, May Office Service Company, Beckley, W. 
Va., secretary-treasurer; Ed Haller, president of Wheel- 
ing Office Supply, Wheeling, W. Va., and Vic Robinson, 
James & Law Company, Clarksburg, W. Va., directors. 

A tribute was paid to Harvy May, former governor 
of the fifth district, NSOEA, who passed away this 
summer. 
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Fort Worth Office Machine Dealers Assn. held a get-together October 
16 with a dinner dance at the Glen Garden Country Club in the Texas 
city. Guest at the event was D. |. Keeney, Jr., of Dallas, president of 
Texas OMDA and general chairman of NOMDA’s 1952 convention. 
Those in attendance pictured ore: FIRST ROW—Mrs. J. H. Waldrop, 
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FORT WORTH OFFICE MACHINE DEALERS CONVENE FOR DINNER DANCE AT GLEN GARDEN COUNTRY CLUB 


Mrs. L. L. Lewis, Miss Rita Wilton, Mrs. Ralph Nelson, Mrs. Buster 
Yates, Mrs. Liston Jackson, Mrs. Whistler, Mrs. L. R. Gossard and 
V. ©. Stafford. SECOND ROW—Mr. Whistler, J. H. Waldrop, L. L. 
Lewis, Ralph Nelson, D. L. Keeney, Liston Jackson, president of 
NOMDA, Buster Yates, L. R. Gossard, H. M. Victry and Leonard Strealy. 
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| can see why those dealers want more Boling chairs for 
Christmas ... this chair sells itself! It’s unbelievably comfortable, 
even for an overstuffed walrus like me. |! like its design, 
too... of course my office is a wee bit old fashioned, but 

this smartly designed Boling chair seems to fit in anywhere... 
gives a touch of elegance to the old place. Strangely enough, 

it doesn’t cost much... suits any office budget large or small. 

I can see a big future for those fortunate dealers 

who get Boling chairs for 1952 sales! 


ai. 
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‘eters ouceentto-"*| HIGH POINT BENDING & CHAIR CO., SILER CITY, N. C. 
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BARBECUE NIGHT—Part of the crowd attend- 
ing the Texas Office Machine Dealers Assn. 
barbecue held recently at Dallas. 


Texas OMDA Promotes Successful Outing 


The Texas Office Machine Dealers Association pro- 
moted a September barbecue at Dallas which proved 
to be one of the most successful meetings ever pre- 
sented by that organization. 

The Dallas dealers were hosts to the affair with 
Tony Kartous of Ames Supply Company, Dallas 
branch, furnishing the feed. Some 150 were invited, 
but 300 showed up. 

NOMDA President Liston Jackson was so solicitous 
of the welfare of others that he had to wait for his 
dinner until he was driving home to Fort Worth. He 
then stopped at a roadside stand to get something for 
the inner man. 

Meeting in Dallas was part of a new plan of the 
Texas OMDA members for rotating members from city 
to city as a means of interesting more dealers in join- 
ing the Texas and national associations 


New York Dealers Re-Elect Ben Itkin 

More than 75 members and guests assembled to at- 
tend the first Fall meeting of the Office Equipment 
Dealers of New York on Monday evening, October 8, 
in the Baroque room of the new Brass Rail restaurant, 
New York, N. Y. President Ben Itkin, Itkin Brothers 
Inc., New York, N. Y., presided. 

President Itkin expressed his gratification at seeing 
such a large attendance and extended a hearty wel- 
come. He then called for committee reports and first 
to respond was James Glen, Manhattan Desk Company, 
New York, N. Y., who gave the treasurer’s report. He 
was followed by Bernard H. Nemlich, Regan Furniture 
Corporation, New York, N. Y., who reported that Na- 
tional Office Furniture Week sponsored by NOFA was 
a huge success with plenty of advertising. 

John R. Gray, NOFA executive director, in speaking 
of the 1952 NOFA convention to be held April 24-25 
at the Chalfont-Haddon Hall in Atlantic City, N. J., 
announced that over 100 display booths have already 
been taken and over 200 rooms reserved to date. He 
advanced the opinion that the 1952 NOFA convention 





OFFICE EQUIPMENT DEALERS 
OF NEW YORK CONVENE AT 
BRASS RAIL RESTAURANT 
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will be the largest ever staged by the association and 
he anticipates a registration of over 2,000 visitors for 
the three-day affair. 

Julius Roth of Roth & Margolis, attorneys for the 
O.E.D., in a brief talk gave his listeners the latest OPS 
rulings. He covered general ceiling price regulations 
the keeping of records in compliance with general city 
price regulations, base period chart figures and lega/ 
price situation problems. 

President Itkin then announced that the board of 
directors have under consideration an increase ip 
membership dues from $15.00 to $25.00 per year per 
member, to become effective in 1952. 

He then called for the report of the nominating 





NEW 0O.E.D. OFFICERS—Elected October 8 by the Office Equipment 
Dealers of New York are these officers: FRONT—president, Ben Itkin 
Itkin Brothers; first vice-president, William Sproul, Clark & Gibby 
Inc.; REAR—second vice-president, Dan Waldner, D. Waldner Co, 
Mineola, L. |., N. Y.; recording secretary, Robert Gibby, Desks, Inc: 
treasurer, James Glen, Manhattan Desk Co. 
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committee and Joseph Wallace, manufacturers’ repre- 
sentative, placed in nomination the following officers: 


President—Ben Itkin, Itkin Brothers Inc., New York, 


N. Y.—re-elected. 

First vice-president—William Sproul, Clark & Gibby 
Inc., New York, N. Y.—re-elected 

Second vice-president—Dan Waldner, D. Waldner 
Company, Mineola, Long Island, N. Y.—re-elected. 

Treasurer—James Glen, Manhattan Desk Company, 
New York, N. Y.—re-elected. 

Activities Secretary—Seymour L. Nathan, Charles S. 
Nathan Inc., New York, N. Y.—re-elected. 

Executive secretary—Mildred S. Zich, Westcort Com- 
pany, New York, N. Y. 

Recording secretary—Robert Gibby, Desks Inc., New 
York, N. Y. 

There being no nominations from the floor all were 
duly elected. President Itkin expressed his apprecia- 
tion, and thanks to members for the confidence shown 
in re-electing him president for his second term of 
office. 

Next on the program was a panel discussion on the 
subject of “To What Extent Should O.E.D. Dealers 
Grant Service Without Charge -To Customers” with 
William Sproul, Clark & Gibby, Inc., New York, N. Y., 
acting as moderator and Bernard H. Nemlich, Regan 
Furniture Corporation, New York, N. Y., acting as 
judge. The panel consisted of Robert Gibby, Desks 
Inc., New York, N. Y.; Charles S. Nathan, Charles S. 
Nathan, Inc., New York, N. Y.; Ben Levin, B. & L. 
Office Equipment Company, New York, N. Y.;: Dan 
Waldner, D. Waldner Company, Mineola, Long Island, 
N. Y.; Irving Gibson, Gibson Office Furniture Company, 
New York, N. Y., and Frank Sherwood, Alessi Brothers, 
New York, N. Y. Among the subjects discussed were: 
for desks, removing scratches and burns, repolishing, 
readjusting or replacing locking devices and mech- 
anisms and the replacement of lost keys: for chairs, 
replacement of broken parts, adjust posture mech- 
anisms, polish and clean leather, replace casters and 
tighten loose joints; and for upholstered furniture, 
discoloration of materials, springs, seam openings, torn 
cambric or webbing and lumping of filler. Each mem- 
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DON BUEHRIG 


ber of the panel gave his opinion after which the 
discussion became general with many opinions com- 
ing from the floor to be answered by members of the 
panel. 

All were agreed that service is an integral part of 
business dealings, that a length of service policy should 
be developed, that the responsibility of both dealer 
and customer should be determined, that rigid inspec- 
tion should be made both before shipping and after 
delivery and that good judgment should be used in 
each case. 
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Golden State Travelers Club Sponsors 
Sales Rally at Los Angeles January 14 


“Selling for 1952” is the theme of a timely sales 
rally that will be held Monday evening, January 14, in 
the ballroom of the Roger Young Auditorium, 936 
Washington Blvd., Los Angeles, Calif. This meeting is | 
being sponsored by the Golden State Travelers Club | 
in co-operation with the National Stationery & Office 
Equipment Association and the Stationers Association 
of Southern California. 

A roast prime rib of beef dinner will be served 
promptly at 6:30 p.m. and the business session will start 
at 7:45. This promises to be a full evening for a 
capacity crowd. 

The committee of travelers and dealers headed by | 
Ralph Maneval, chairman, with Russ Davis and William | 
Knapp as co-chairmen, has set up an all-star pro- | 
gram. Russ Davis, governor District 14 NSOEA, will | 
be the master of ceremonies. 

The opening speaker will be Don Buehrig, senior | 
buyer of Lockheed Aircraft Company, who will speak | 
on “Selling from the Buyers’ Viewpoint.” 

“The Psychology of 1952 Advertising as Applied to | 
1952 Selling” will be discussed by Don Belding, chair- | 
man of the board of Foote, Cone & Belding. A forceful 
speaker, he is one of the top personalities in the ad- | 
vertising field 

Paul E. Burbank, general manager of NSOEA, will | 
deal directly with current problems in handling his | 

(Turn to page 199, please) 
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4 Long-term investment 
in better office tools! 





ort «<= 
WHY IS IT IMPORTANT TO PROVIDE 
GOOD TOOLS FOR THE OFFICE? 


NDUSTRIAL PRODUCTION in America leads the world 
because of constant improvement in tools, processes 
and methods which steadily increases the productivity of 


its industrial workers. 


Management has long appreciated the value of good tools 
in its factories. But in many instances the tools provided 
for the office workers in these same factories have not been 
given much consideration. Offices were regarded as necessary 
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Yet industry cannot get along without its offices, and the 


rising costs of operating them can only be circumvented by 






roviding office workers with better tools. Such tools will 
I 


usually pay for themselves in a short period of time in in- —» 
( reased eft eney alone. c oper Jer 


Anyone reponsible for the operation of an office should Super-Filer 
5- 
consider his present tools and whether he can afford not to — aan 


re-equip that office with modern tools. This is where GF 
distributors can play an important part —by helping their 
prospects and customers realize the benefits of modern 


office tools with GF metal business furniture. The General 


Fireproofing Company, Youngstown, { Ihio. Ce, , i 
Mode-Maker 


Mode-Maker 
Desk No. 1760F 






Comfort Master 





GENERAL CGJood form 
FIREPROOFING Goodform 
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Foremost in Metal Business Furniture 
DEALERS THROUGHOUT THE WORLD 


THERE IS A COMPLETE LINE OF GF METAL FURNITURE — DESKS, TABLES, CHAIRS, FILES AND SHELVING 
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Clary Makes Executive Changes 

Important changes in the executive line-up of Clary 
Multiplier Corporation’s distribution division have been 
announced by Marvin S. Bandoli, vice-president of 
distribution. 

Whitney Drayton, director of advertising and sales 
promotion, and Ernest L. Loen, director of organiza- 
tion and manpower development, have resigned to 





JOSEPH M. KLEIN MERWIN EBERLE 


form a company of their own in Los Angeles to be 
known as Loen, Drayton & Associates, business con- 
sultants. 

Merwin Eberle, Drayton’s assistant for the past four 
years, has been advanced to director of advertising 
and public relations. Loen will be succeeded by Joseph 
M. Klein, manager of Clary’s Phoenix branch, who is 
going to the home office as director of training and 
promotion. 

Both Mr. Eberle and Mr. Klein have outstanding 
records with Clary. The former was formerly with 
Western Air Lines, Douglas Aircraft and Scripps- 
Howard newspapers. The latter gained national atten- 
tion in Phoenix for his success in selling and for 
building tie Phoenix branch into one of the most 
highly regarded in the Clary organization 

The new firm of Loen, Drayton & Associates has 
been retained by the City of San Gabriel, Calif., to 
handle a large program of civic promotion which will 
include night merchandising classes for local busi- 
nessmen. 





Northwestern Typewriter Opens Branch 


A branch of the Northwestern Typewriter Company, 
of Hays, Kans., has been opened in Norton, in the 
same state. The manager is Bob Ewing for the past 
four years a representative of the firm in the Norton 
area. Mr. Ewing says that he has found business 
conditions in the area excellent, and the people pleas- 
ant to deal with. The branch occupies a new brick 
structure, one of several to have been added to the 
Norton business district in recent months. 





American Lead Pencil Appoints Manager 

The American Lead Pencil Company has announced 
the appointment of B. H. Purdy as western district 
manager. His territory will include the western and 
northwestern states. 

Prior to joining the American Lead Pencil Company, 
Mr. Purdy was associated with the Dayton Rubber 
Company, automotive division 

He resides in Brentwood, Los Angeles 
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Royal Makes Managerial Appointments 


D. B. Starrett, vice-president in charge of sales for 
the Royal Typewriter Company, Inc., has announced 
a series of managerial changes. 

R. H. Greenlee, formerly district manager for Royal 
at Charlotte, N. C., has been named to take over the 
company’s operations in Atlanta, Ga. Mr. Greenlee has 
been associated with Royal since April, 1940 when he 
joined the company as a salesman at Knoxville, Tenn. 
That same year he was chosen to head Royal’s Bir- 
mingham, Ala., office, and, in 1948, the Charlotte 
branch, his post until his recent appointment. 

Succeeding Mr. Greenlee at Charlotte is C. L. Toms, 
former district manager at Wilmington, Del. Mr. Toms’ 
career with Royal started in 1934, and since that time 
he has been a salesman for the company in Harris- 
burg, Philadelphia, Wilkes-Barre, and Birmingham. 
On April 1, 1948, he was appointed manager of the 
Wilmington office, the post from which he was pro- 
moted to the Charlotte managership. 

Royal’s new district manager at Columbus, Ohio, is 
N. M. Quist, who formerly assisted in the New York 
office as a group sales manager. Mr. Quist began with 
Royal in 1939 as a salesman at Akron, Ohio, and, after 
serving with the Navy, transferred to the company’s 
Cleveland, Ohio, office as a typewriter salesman in 
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1946. He was appointed district manager at Fort 
Wayne, Ind., in 1947, and, in 1948, was chosen for 
the job of group sales manager in New York, N. Y. 
Hoyt Bangs, formerly a typewriter salesman at the 
Washington, D. C. branch, has been appointed district 
manager at Rockford, Ill. Mr. Bangs came to Royal 
as a special representative in the general sales de- 
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partment in 1948 and became a typewriter salesman 
for the Pittsburgh branch in 1949. Shortly thereafter, 
he transferred to Washington, where he remained 
until his recent appointment. 

The former head of the Providence, R. I., distribu- 
tors, C. W. Green, has been named manager of the 
Providence branch of the company. Starting in 1939 
as a salesman in Los Angeles, Mr. Green served with 
the Merchant Marine during World War II. He re- 
turned to the company in 1945 as a salesman in New 
York. In 1948 he was named manager of the Brockton 
office, the post he held until January, 1950, and when 
that office was discontinued by Royal, he was named 
to head the Providence distributors. 

Filling the post in Wilmington vacated by Mr. Toms’ 
new appointment is R. R. Condit. Mr. Condit first 
became associated with Royal in 1948 when he became 
a salesman in New York, his position until his current 
appointment to the Wilmington district managership. 

Charles Roy, formerly New York national accounts 
salesman, has been named to take over the post of 
group sales manager vacated by Mr. Quist. Mr. Roy 
has been with the firm since September, 1947, when he 
started selling typewriters in New York. He was named 
national accounts salesman in April, 1950. 

Royal’s new assistant district manager in Pittsburgh 
is Clyde Stanny. Mr. Stanny has been with the com- 
pany for five years in the Pittsburgh office, serving 
as a typewriter salesman. 

Another new assistant district manager is W. L. 
Goldstein, who takes over that post at Philadelphia. 
Mr. Goldstein had, up to his current appointment, 
been a typewriter salesman in New York since October, 
1948 when he first joined the company. 





Manager Appointed by Printing Service, Inc. 

Appointment of Ted M. Lybeck as manager of the 
newly formed methods and systems division of Printing 
Service, Inc., 1040 W. Fort, Detroit, Mich., has been 
announced by Martin J. Struhar, president. 

With the addition of this new division, Mr. Struhar 
says Printing Service has become the first Detroit con- 
cern to offer a complete methods and systems engi- 
neering service, from preliminary office and business 


TED M. LYBECK 





survey to production of printed forms and the supply- 
ing of time-saving devices. 

For the last 25 years Mr. Lybeck has been Detroit 
and Michigan division manager of the Charles R. 
Hadley Company of Los Angeles, accounting forms and 
systems specialists. 

Born in Baker, N. D., he was graduated from the 
University of North Dakota. He started in business as 
an accountant in a real estate office in Fargo. In 1926 
he took a position with the Hadley Company in Los 
Angeles, and three months later came to Detroit to 
open the new division office. In 1948-50 he taught busi- 
ness methods and systems procedure at Detroit In- 
stitute of Technology. He is a member of the Opti- 
mists Club, Detroit Board of Commerce and the Na- 
tional Association of Cost Accountants 
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Eversharp Names Heath as Manager 


C. G. Heath has joined Eversharp International, Ltd. 
as general manager of the company’s Canadian op- 
erations, it was announced by Knox Ide, president of 
Eversharp, Inc., New York. 

Mr. Heath goes to Eversharp with over 20 years ex- 
perience in the sale and merchandising of consumer) f 
goods in Canada, and will be responsible for both the 
Eversharp writing instrument division and the Ever- 
sharp-Schick shaving instrument division.—RC 


Excuse U,, P see 


Lloyd R. Hauser, president of the Midland Stationery 
& Supply Company, Jefferson City, Mo., a division of 
Mid-State Printing Company, calls to our attention 
the fact that there has been no reorganization of Mid- 
land Stationery & Supply Company whatsoever. Such 
a reference was made several months ago in news 
notes from that area and in the OA Messenger bulletin. 
The facts are that on April 1, 1951, Mr. Hauser was pro- 
moted to vice-president and general manager of Mid- 
State and on July 1, 1951, to the presidency of the firm. | 
I. T. “Tom” Alderson, who was president of Mid-State 
Printing Company, was retired as a director and vice- 
president of Mid-State Printing Company and not 
promoted to chairmanship of the board of directors 


eS 





‘of Von Hoffman Press of St. Louis and affiliated com- | 


panies, which the OrFIcE APPLIANCES item stated. 
Mr. Hauser explains that Von Hoffman Press owns | 
Mid-State Printing Company, which is a _ separate | 
corporation and an affiliate of Von Hoffman Press, | 
Mid-State Printing Company owns Midland Stationery 
& Supply Company, a division which operates entirely | 
under the name of Midland Stationery & Supply Com- 
pany and not Mid-State Printing Company. The errors | 
in previous references to these firms are regretted. 


— 


Descriptions of office equipment displayed at the 
Milan Fair as carried on page 52 of the September 
issue of OFFICE APPLIANCES carried two errors concern- 
ing machine origin. The Ultra adding machine was 
listed among those of Italian make whereas it is made 
by Oerlikon Machine Tool Works, Buehrle & Company, 
and therefore is of Swiss origin. The Curta pocket 
calculator was incorrectly named as the Cura and was , 
attributed to German manufacture. Instead, it is | 
made by Contina Manufactury of Office & Calculating 
Machine, Ltd., of Vadux, which is in the Principality 
of Liechtenstein, an independent country bound to 
Switzerland by a permanent customs and economic 
union. These errors in information supplied us are 
regretted. 


A correspondent’s story about the remodeling of 
Dixie Office Supply Company, Montgomery, Ala., re- 
ferred to the use of blonde hardwood. Instead, the ; alt 
fixtures are of fine straight grained French walnut 
steel furnished by Service Steel Products Corporation. wntr 
Ray J. Eichenlaub spent a number of days at the store 
in layout and lighting engineering which resulted in 
an increase in cash sales. His part in the store trans- $j; 
formation should have been mentioned. bs 

ti 


In cut caption on page 54 of the November issue, ¢ ,, 
Messrs. Tompkins, Nicoulin and Goodyear are listed as 
being all from the Sturgis Posture Chair Company. 
The name of the third man is Bill Goodhew and he 
is a manufacturers’ representative, associated with 
Alex Patterson. 


mse | 


In a caption for picture layout of the NSOEA con- 
vention, page 25 of the November issue, the names of 
E. A. Keeling and Algot J. E. Larson, both of Art Metal 
Construction Company, were inadvertently transposed. 
The error is regretted. 
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Underwood Names Los Angeles Manager 

R. A. Lenker has been appointed manager of a 
newly-established branch of the Underwood Corpora- 
tion regional office in Los Angeles, Calif. This new 
office is located at 6237 Wilshire Blvd. 

Mr. Lenker, who joined Underwood in 1945, was a 


R. A. LENKER 





typewriter sales representative prior to his present 
assignment. His new assignment includes supervision 
of the sales and service activities of the typewriter, 
adding machine, accounting machine and supply di- 
visions in the Wilshire section of Los Angeles 





Gunlocke Chair Makes Three Appointments 
Three changes in the sales organization have been 
announced by the W. H. Gunlocke Chair Company. 
Harold O. Wolff has been advanced to the position 
of eastern sales representative, with particular em- 
phasis on school furniture. Mr. Wolff was formerly 





HAROLD O. WOLFF 





P. H. ZIMMERMAN 





the company’s sales representative in the southeastern 
states, a position he held for 12 years. 


Replacing Mr. Wolff in the southeastern territory 
is P. H. Zimmerman, who has been with the company 
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for the past two years and has had thorough prepara- 
tion for the position he is assuming. 

Sharing Mr. Wolff’s duties along the Eastern Sea- 
board, with special reference to commercial sales is 
Andrew L. Nelson. Mr. Nelson is a newcomer to the 
Gunlocke organization, but has had broad experience 
in the office equipment field. He had been previously 
employed by one of the large equipment retailers in 
New York City. 





Burroughs Promotes W. J. Delahanty 


The board of directors of Burroughs Adding Machine 
Company has appointed William J. Delahanty vice- 
president in charge of manufacturing. 

Mr. Delahanty, who has been general manager of 
manufacturing for the company since September, 
1950, joined the Burroughs organization in 1912. Dur- 
ing his 39 years with the company, he has served 
in various management positions in the manufacturing 
activity. For a number of years he was chief factory 
clerk of the main Detroit plant, and in 1947 was 
promoted to production manager with supervision 


WILLIAM J. DELAHANTY 





over production control and scheduling. In 1949 he 
was named assistant works manager. 

As head of Burroughs world-wide manufacturing 
activities, he will be in charge of production in five 
Detroit area plants; two United States subsidiaries— 
Control Instrument Company of Brooklyn, N. Y., and 
Mittag and Volger, Inc., of Park Ridge, N. J. Operations 
under his direction abroad include two subsidiaries 
in Canada—Burroughs Machines, Ltd., of Windsor, 
Ont., and Acme Carbon and Ribbon Company, Toronto, 
Ont.—two plants in the United Kingdom and one in 
Paris, France. 





Arthur C. Mattson Opens Peru, Ill., Firm 


Arthur C. Mattson, a graduate of Office Appliances 
Mechanical Institute, has opened his own business in 
Peru, Ill., under the name of Mattson Equipment & 
Supply Company 

The new firm serves LaSalle, Bureau and Putnam 
Counties with all types of machines, stationery, office 
furniture, plant and shop equipment, printed forms 
and art supplies; also rentals and repairs of office 
machines and cash registers. 

Mr. Mattson does his own repair work and some of 
the selling. Mrs. Mattson helps in the store. 





Loose Leaf House to Erect New Building 


Herbert Lehmann, owner of The Loose Leaf House, 
recently purchased property at 156 W. 31st St., Los 
Angeles, Calif., and has contracted to erect a $75,000 
modern brick building which will be occupied as office 
headquarters and plant of his loose leaf binder manu- 
facturing firm. 

The Loose Leaf House is now located at 1240 S. 
Main St., Los Angeles, and the new building will be 
ready for occupancy by December 1 of this year. 


OFFICE APPLIANCES, December, 195! 








your all-star 
all-steel line 


For increased sales and profits, make Cosco your 

No. 1 line of all-steel office chairs. Cosco gives 

your customers custom-built quality at mass- 
production prices. COsco’s complete line answers every 
office seating need: you meet all requirements from one 
dependable source. Faster turnover assured by Cosco’s 
style, comfort, convenience, durability and VALUE! 
Cosco Chairs pack and ship more compactly, cut ware- 
house space needs. Backed by colorful, big-space national 
advertising every month in one or more of six leading 
magazines, and strong dealer promotion. Write today for 
prices and complete catalogs. 


LO0560 
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A complete line ...amazing in design... 





amazing in quality ... but most amazing in price! 
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Model 16-F (fixed back) and 
pring-tension back) “‘Finger- 
rial Chairs. Exclusive ‘‘Fin- 
hanism positively locks seat 
t between 16” and 20”. Seat 

n depth; posture back adjusts 
ll adjustments without tools. 

I ushioned seat and padded 
stered with Du Pont “Fab 
lors. Sturdy, tubular steel 

asec im baked-on enamel— 
lors. Your selling price 


HAMILTON MANUFACTURING CORPORATION 


COLUMBUS, INDIANA 








SERIES 17 


Includes Model 17-T (armless) and 
Model 17-A (with armrests) “‘Finger-Lift”’ 
Jr. Executive and General Office Chairs. 
Six comfort adjustments for seat and back 
...Mo tools needed . . . no other chair offers 
them ALL. ‘‘Finger-Lift’’ mechanism 
positively locks seat at any height be- 
tween 16%” and 20%". Perforated Du 
Pont “‘Fabrilite’’ upholstery in four colors 
on foam rubber-cushioned seat and padded 
back. Tubular steel frame and base— 
choice of three colors. Your selling price 
from about $43.95. 


SERIES 20: 


Includes Model 20-L (armless) and 
Model 20-A (with armrests) “‘Form-Fit"’ 
Side Chairs. All-steel, saddle-shaped seat 
cushioned with foam rubber latex. Padded, 
contour back has new two-way curvature 
for comfort and correct posture. Perforated 
Du Pont “Fabrilite’’ upholstery in four 
colors. Tubular steel frame and legs fin- 
ished in baked-on enamel—choice of three 
colors. Legs, extended in rear to prevent 
back from marring walls, have rubber- 
cushioned, steel gliders. Your selling price 
from about $23.95. 


L$OUGCA Si. 














A. B. Special Forms Service Department 


Occupies New Home in Shively, Ky. 

Typical Kentucky hospitality prevailed on Septem- 
ber 15 when the A. B. Dick Company special forms 
service department held open house at its new home 
in the Louisville suburb of Shively 

Throughout the day there was a steady stream of 
Shively town officials, neighbors, business associates 
and distributor personnel dropping in to inspect the 
building and its facilities. 

A prelude to the inspection of the factory was a dis- 
tinctive display of A. B. Dick mimeograph supplies and 





A. B. DICK HOLDS OPEN HOUSE IN NEW 
SPECIAL FORMS PLANT, SHIVELY, KY. 


1. Exterior view of the special forms service department. The one- 
story plant covers approximately 17,000 square feet of space. 

2. The office, looking toward the entrance. The private offices are 
at the left. 

3. A sectional view of the plant interior 

4. Albert Dick II1 stops to talk with members of The Lang Co., Louis- 
ville distributor: O. K. Georgi, Al Williams, Forrest Lang and “Doc’’ 
Morgan. 
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accessories provided by The Lang Company, Louisville 
distributor. 

Attending the open house from the Chicago office 
were A. B. Dick ITI, John Hamline, J. L. Peirce, Mr. 
and Mrs. A. I. Roshkind, Ralph Sturkey and Beulah 
Williams. 

The new, one-story plant in Shively, covering ap- 
proximately 17,000 square feet of space, was built to 
meet the standards established by the company’s fa- 
cilities in Niles, Ill. White and low against the skyline 
it blends in nicely with the family homes surround- 
ing it. 





Marchant Makes New Appointments 


Several appointments and promotions have been 
announced by Marchant Calculating Machine Com- 
pany. 

With enlargement to full district status of the Osh- 
kosh, Wis., office, Hugo R. Koenig has been promoted 
to position of agency manager. Since 1945 he has been 
a sales representative for the firm in Chicago and 
Milwaukee, and associated with the Oshkosh office 
since it became a separate unit. Service will continue 
under the management of Calvin L. Emerson at 5 
Church St., Oshkosh. 

In Harrisburg, Pa., Herman Hauser has been ap- 
pointed agency manager. Mr. Hauser, with the com- 
pany since 1945, was sales representative in San Fran- 
cisco, Calif., and Lansing, Mich., followed by two and 
one half years as agency manager in Little Rock, 
Ark. In this capacity he was recognized by Marchant’s 
1950 “Man of the Year” award. 

Two other promotions are those of Sanders P. Sim- 
mons, III, to the post of agency manager in Charles- 
ton, W. Va., and George A. Nelson, Jr., to a similar 
position in Little Rock, Ark. Mr. Simmons was a sales 
representative in Baltimore, Md., and Mr. Nelson was 
promoted from sales representative in Little Rock. 





Grand Rapids Firm Changes Name 

Sarasam Corporation is the new name of the former 
Skyline Desk Corporation, 201-207 Front Ave. NW., 
Grand Rapids 2, Mich. The name is the only change, 
the management and operation continuing as before. 





VUL-COT ON DISPLAY 









‘COT 


BASKET 


Mie 









This booth, featuring Vul-Cot waste baskets, was arranged by 
National Vulcanized Fibre Company at the recent NSOEA national 
convention in Chicago. M. G. Lang, manager of the Vul-Cot Division, 
was in charge. (Photo by Oscar & Assoc.) 
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HOUSEHOLD-FILE 





Packed 12 to a carton (4 of each color.) 6 
packed in individual boxes—6 in the display 
carton. (The display carton is free.) 


MAROON NO. 315-M 
BLUE NO. 315-B 
GREEN NO. 315-G 


Size 9V2" x 7V2 —with flap. 
13 pockets. Indexed three ways: 








1. ALPHABETICALLY. 


. FOR INCOME TAX 
AND BUDGET 
PURPOSES. 


3. MONTHLY. 


Just the thing for records for in- 
come tax purposes. It's a “nat- 
ural” for household records. 


" Smead 


Manufacturing Company, Inc. 
Hastings, Minnesota 











IT TAKES A QUALITY LINE 
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TO BUILD A REPEAT BUSINESS 














SINCE 1906 


From the very first item to the 
present line of over 3,100 stock 
items, we have concentrated on PROPOSAL COVERS 
craftsmanship and the finest 
quality and grades of raw mat- 
erials, making our line an out- 
standing quality line. 









We have 5 separate factories 
7 for your protection and added 
_ service. 





dion Write for our catalog. We also 
invite your inquiries for specially 
made products. 


SUPER POCKET 
“THE ALL PURPOSE FILE’’ 
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MEILINK ... WUagbe? 


beet \\\ 


Profits never grow thin—never 

need a cure-all when you feature MEILINK 
Safes, Hercules Home Vaults 

and Hercules Business Machine Stands. 

With MEILINK and its companion 

HERCULES line. vou enjoy steady, full-profit 
sales every day in the year! 


MEILINK gives you a full dealer discount 





with a higher unit sale that builds profit 


volume f-a-s-t! So, mister you're really missing 
: profit advantage if you're minus 


MEILINK! Write for full details without delay! 





MEILINK 
“B" LABEL SAFES 


Maximum protection in 
normal risks! Certified by 
Underwriters’ Class B 
Label, T-20 Burglar Label 
and SMNA 2-hour Label. 








MEILINK STEEL SAFE COMPANY - Toledo 6, Ohio 


WAREHOUSES and DISTRIBUTORS in: NEW YORK—Export Dept. 7 PHILADELPHIA BOSTON 
WASHINGTON, D.C. e CHICAGO e¢ DETROIT @ FORT WORTH © SEATTLE @ LOS ANGELES @ SAN FRANCISCO 


A COMPLETE LINE OF INSULATED PRODUCTS, INCLUDING: A, B, C-LABEL SAFES, HOME VAULTS, 
A CARD AND LETTER FILES, BUSINESS MACHINE AND TYPEWRITER STANDS 
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Teale’s New Stationery Store Pays Off 


Teale’s Stationery Store, Chicago, had a grand open- 
ing recently. Since 1946, Mr. and Mrs. Teale have 
operated a greeting card, office supply and gift store 
in a very busy outlying section of Chicago on Diversey 
near Clark St. and as their business has constantly 
grown, they felt expansion was due. Finally an opening 
was secured, a lease signed, and then they had to 
act quick. 

The services of Ray. J. Eichenlaub of Service Steel 
Products Corporation were secured to lay out the new 
store. Mr. Eichenlaub drew plans for changing the 
entire physical property around to make it so they 
could operate efficiently as a first-class stationery 
store. Teale’s followed out all his suggestions and the 
proprietors say: 

“We feel like our customers do, that we have the 
best-lighted store and window in our neighborhood 
To our surprise, the window shoppers are double what 
we expected. We are glad we followed Mr. Eichenlaub’s 
suggestions for the greeting card department. Cus- 
tomers like to buy cards and gift wrappings from this 
new layout. We also find we are handling more people 
with less effort and the number of items per customer 
has increased. While the new location is just around 
the corner from the old store, the old faces keep 
coming in, and we see many new ones 





VIEW OF TEALE’S STATIONERY STORE, 
CHICAGO 


“Records show that the office supply end of our 
business has increased, no doubt, because customers 
can see more displayed in a more organized way. 
Customers tell us the neighborhood should have had 
a store like this long ago. Well, we had nearly the 
same merchandise in our old store. We know by now 


_ that it pays to modernize.” 





Harrington Company Opens New Display Room 

City officials and business men attended the recent 
formal opening of the Harrington Company at 343 
E Ave., Rochester, N. Y. Louis B. Cartwright, city 
manager, gave an Official “blessing” to the large new 
display room for office equipment, occupied following 
the company’s removal from the Cutler Bldg. 

George Harrington, head of the firm, started the 
business three years ago. With 7,000 customers and a 
staff of 10, the business has expanded rapidly to meet 
steadily increasing demands in this area for office 
equipment.—GET 





Dallas Firm Buys Building y 
The Stewart Office Supply Company, Dallas, Tex. 
has purchased a three-story building at the cornery 
of Austin and Wood Sts. The building, to be used ag 
a warehouse, contains 30,000 square feet of floor 

space.—EEG 





FAMOUS ART WORK 
SELLS STAPLERS 


Tom Stagg of Hoskins Co., Philadelphia, Pa., 
collaborated with Thomas Shanahan, store 
manager, in creating this unusual attention- 
getting window built around Speed Products 
Co., Inc., Swingline stapling machines featur- 
ing a colorful photographic reproduction of 
Rodin’s masterpiece, “The Thinker.” Under- 
neath the compelling figure of Rodin’s thinker 
were superimposed the words “Thinking of 
Swingline Tot 50 Staplers . . . Bring Your 
Stapling Problems to Us—HOSKINS.” An 
array of photographs showed many of the 
home uses for the Tot 50 tacker stapler 
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This is one of several Sturgis steel chairs salvaged To the surprise of Colgate-Palmolive-Peet execu- 
from the offices of the Colgate-Palmolive-Peet tives, when the filth was scraped and washed 
Company after last summer’s disastrous Kansas off, the steel parts of the chairs showed absolutely no 
City flood. For over a week these chairs had rusting or finish peeling. As soon as the upholstery 
lain submerged in a corrosive mass of mud, was replaced the chairs were as good as new. 
cids, oils and the pollution from 10,000 rot- ¢« A j , 
— a dean , Sturgis engineers were not surprised, however. 


ting Cattie. 


They had long ago included Bonderizing of all 
metal parts in their program of building chairs 
capable of performing above and beyond normal 
use demands. That these Sturgis chairs survived 
a flood is proof not only of the value of Bonderiz- 
ing but of the soundness of Sturgis manufactur- 
ing methods. 




















Your customers can’t see all the quality that’s 
engineered into Sturgis chairs but it’s there in 
full measure—and because it’s there Sturgis 
dealers find it easy to build repeat business for 
the complete line of Sturgis chairs. 





his is irgis No. 1225 Ofhtce Guest 
chair look being pulled from flood filth. 





Sturgis Dealer Wm. J. Evans 
left) shows W. B. Ege of 
Colgate-Palmolive-Peet Com- 
pany the same chair after it had 
been washed and reupholstered. 
The Bonderized steel frame 
came through unscathed. 
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Royal Announces Managerial Changes 

D. B. Starrett, vice-president in charge of sales for 
the Royal Typewriter Company, has announced a 
number of managerial changes within the organiza- 
tion. 

W. A. Eisaman, formerly district manager in Phil- 
adelphia, Pa., has been elevated to the position of 
district manager in Los Angeles, taking over the post 
vacated by G. G. Ralls, who is retiring from the com- 
pany after 36 years of faithful service 

Mr. Eisaman joined the company as a salesman 
at Charlotte in June, 1938. He was named to direct 








ROYAL APPOINTEES 
H. W. Ulrey 

W. A. Eisaman 

L. O. Starritt 

A. O. Tisdale 

L. G. Roberts 


FPR NR= 


Pe. 


Royal Typewriter operations in Montgomery, Septem- 
ber 1939, and was appointed district manager of the 
Cincinnati, Ohio, branch in 1945. Mr. Eisaman took 
over the managership of the Philadelphia office in 
1949, his post up to his recent promotion 

Succeeding Mr. Eisaman as district manager in 
Philadeiphia is H. W. Ulrey, formerly managing di- 
rector of the company’s Canadian operations. 

Mr. Ulrey started his career with Royal as a salesman 
in 1935 at the Milwaukee, Wis., branch and was pro- 
moted to district manager of the Rockford, Il., branch 
in 1939. Mr. Ulrey was named Canadian director in 
1944 and served in this capacity until his appointment 
as head of the Philadelphia branch activities. 

L. G. Roberts, formerly district manager at Cincin- 


nati, has been appointed St. Louis, Mo., district man- 
ager, replacing V. A. Hart who has been named 
southern sales manager. 

Manager Roberts became associated with the com- 
pany as a junior salesman in 1935 and shortly there- 
after became a full-fledged typewriter salesman. April, 
1946 saw Mr. Roberts appointed assistant manager in 
Chicago, Ill. A promotion to the managership at 
Omaha, Neb., followed in March, 1947. He transferred 
to Cincinnati as manager in 1949, the post from which 
he stepped into the St. Louis managership. 

Filling the post vacated at Cincinnati by Mr. Roberts’ 
appointment is L. O. Starritt, formerly manager of 
the Flint, Mich., branch. The new Cincinnati manager 
began his career with Royal as a typewriter salesman 
in Chicago in 1947 and took over the helm at Flint 
in 1949. 

A. O. Tisdale, formerly Detroit typewriter salesman, 
has been chosen to head the Flint, Mich., branch. Mr. 
Tisdale joined Royal as a supplies salesman in Detroit 
in 1947 and later that year transferred to typewriter 
sales. It was from this position of typewriter salesman 
that he went to his new post at Flint 





General Lamps Extends Hadden’s Territory 
Announcement was recently made by General Lamps 
Manufacturing Corporation, Elwood, Ind., of an ex- 
tension of territory granted to its representative, Ed 
Hadden. 
Ed has, up to now, been representing General Lamps 


ED HADDEN 





in Ohio, West Virginia and western Pennsylvania. His 
additiona] territory will consist. of Indiana, Kentucky 
and most of Michigan. 





EATON S 


TCOARASABLE BOND 


DISPLAY HIGHLIGHTS 
EATON PRODUCTS 


A successful window should put across the 
salient selling feature of the merchandise— 
then hammer it home. Such a principle was 
demonstrated in this Schwabacher-Frey Co., 
Los Angeles, installation by Thomas Burke. 
Eaton’s Corrasable Bond typewriter paper is 
attractively massed in the window together 
with social-size version of the same paper, 
Eaton’s Social Type. Typewriters and signa- 
ture inks complete the selling story which 
brought many new customers into this store 
to test and buy Eaton papers claimed to 
erase without a trace. 
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Busy business men know better than anyone else 
what makes one desk more comfortable and 
pleasant to work at than another. That’s why we 
asked a thousand of them to help us design the 
Steel Age Executive Desk. They specified a 
smooth, glareproof top . . . plenty of foot and 
leg room wide, deep drawers that would 
operate at a touch... gliders that would provide 


adjustable working height . and a clean, 
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Your Customers Designed This Desk! 


functional design that would remain modern for 
many years to come. 

The Steel Age Executive has every feature they 
asked for, (a fact that’s proved by steady, year- 
to-year increases in sales) plus unmatched Steel 
Age craftsmanship and sturdy all-steel construc- 
tion that have made office dealers from coast to 
coast say, “Sell Steel Age and you sell the finest 
in steel office furniture.” 


CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. 
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Stencil buyers like the clean convenience 

of Sure-Rite Seal Tab film stencils. Files aren’t 
sticky, stencils don’t gum up duplicating 
machines, stencils lay flat and clean on the 
boss’ desk. The new Red Sure-Rite Seal 

Tabs completely eliminate objections to messy 
glue! Just press to seal—and corrections 

are far easier! 


PUT BLACK FIGURES IN 
YOUR PROFIT COLUMN! 


Impending shortages of film put the new Red Sure-Rite Seal Tab 
Film Stencils in a class by themselves! Film may be reused easily 
because the new seal tabs stick without being sticky! It will pay 
you to send your salesmen out with this new sales feature! Phone 
today to learn if a dealership is open in your area. 


PATENTS PENDING 


STGCE IG PHONE LONG DISTANCE LD244 DENVER! 

Shooting Star Wee. ie SHORTAGES OF FILM 

Film 4 now with — ae 
Stencils... d dot 






WAR-TIME 








REUSED 





‘AMERICAN 
STENCIL 
MFG. CO. 


2714 Walnut Street 







Denver, Colo. 
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White’s Office Supplies Sold in Florida 


Robert A. Burhans, former Chicago office equipment 
salesman, has purchased White’s Office Supplies, 115 
Orange St., Daytona Beach, Fla 

Mr. Burhans, who recently moved to Daytona Beach 
to live at 519 Mobile St., was for many years associated 
with Montgomery Ward & Company and with Mar- 
shall Field & Company in Chicago, in the office equip- 
ment departfnents of both firms.—JL 





SoundScriber Appoints Distributor 


R. W. Davidson, vice-president and general sales 
manager of the SoundScriber Corporation, New Haven, 
Conn., has announced the appointment of William F. 


WILLIAM F. SANDERS 





Sanders as distributor for the firm’s products in Den- 
ver and the Rocky Mountain area 

Prior to service as a Navy Supply Corps lieutenant 
during World War II, Mr. Sanders was a senior sales- 
man with the Burroughs Adding Machine Company. 
Since 1946 he has been a senior salesman for Sound- 
Scriber dictating equipment in the Los Angeles area. 





an eng 


Moore Promoted by Monroe Calculating 

John E. Moore of Kew Gardens, Long Island, hg 
been appointed assistaht sales manager of the Mon 
Calculating Machine Company, Inc., with direct 
pervision of the company’s seven divisions and 2 


JOHN E. MOORE 





sales offices. The announcement was made by Presgi- 
dent W. G. Zaenglein. 

Mr. Moore was formerly northeastern division man. 
ager, a post which he attained in 1948. He spent the 
early days of his career with Monroe as a salesmay 
in New England and New York City. He was ap 
pointed division assistant in New York in 1932. 





Underwood Agency Named in Harvey, Ill. 


The first Underwood agency in the south Cook 
County, Ill., area, has been given to the Calumée 
Business Supply, 91 E. 154th St., Harvey, Ill. Thomas 
Pearson, the proprietor, has said that his firm wi 
not only sell Underwood Corporation products, bu 
will offer an expert repair service for Underwood type 











COLUMBIA R. & C. OPENS 
NEW WEST COAST PLANT 


Full-scale operations were scheduled to begin 
on or about December | in this new West 
Coast plant of Columbia Ribbon & Carbon 
Mfg. Co. at Duarte, Calif. A subsidiary of 
the parent company, the new division will be 
known as Columbia Ribbon and Carbon Pa- 
cific, Inc. The plant contains 32,000 square 
feet of manufacturing space and is located 
on the main line of the Santa Fe Railroad. 
lt is expected that the complete Columbia 
line will soon be manufactured and distrib- 
uted from the new location. 
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CAVE MAN MOTIF 
USED IN DISPLAY 


This attention-getting Royal portable window 
was built around a Cave Man display re 
cently distributed by the Royal Typewrite 
Co., Inc., to its dealer organization. It a 
tracted many passersby to Bixby’s, Grané 
Rapids, Mich. T 
1 
I 
t 


writers and other machines produced by the company ’ 
T 
§ 
h 


{ 


: 
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“"TECHNIPLAN 
the original modular OFFICE 


Techniplan, the original fully-developed modular 
system of office equipment, accomplishes two 


highly desirable results: 


® 






























“L'’ Unit with horizontal section 
under auxiliary top. Various ar- 
rangements possible for letter files, 
map and drawing filés and card 
index files. 
age 






Arr bs 





1. Reduces floor space per worker without bed 
window reducing work surface areas. F 
lay re ; . i 
naa 2. Provides for greater ease and speed in é 
It ob worker output. i ep 
Gran¢ P siti. sir aan as en hae 
TECHNIPLAN uses inte rlocking, interchangeable Basic “L"’ unit—desk with ped- ‘ 4 
: " p one ; yee 
units, offering hundreds of variations in arrange- estal and center drawer — auxiliary i Chk lay > 
ment—space utilization. Any desired combina- top with end supports. eye ye 
} ir s r = nad 


tion of work facilities. Wasted out-of-reach areas riers — in full (66") of medium 
ire avoided, at 148”) height —in all-wood of 
combination wood and glass. 


TECHNIPLAN equipment is simple and tasteful in < Wik aatten ter 080 Gee 


design for distinguished appearance. It can be sons by the addition of desk unit 
installed a few units at a time, or the complete gives economy of spece and in- 
office. Rearrangement of the equipment is always ' creased work efficiency. 


easily and quickly made, to suit changing needs. 


4 


Write for detailed information. 






p Twe Techniplan bays give semi-private 
Engineering Specialists in v work stations for two persons. Ideal for 
Office Equipment, Systems, execufive offices. Full height, all-wood 

and Visible Records Cincinnati 12, Ohio partitions. 





195) OFFICE APPLIANCES, December, 1951 113 











Clary Multiplier Makes Appointments 

Seven new factory branch managers and other ap- 
pointments for Clary Multiplier Corporation’s expand- 
ing distribution division have been announced by Mar- 
vin 8. Bandoli, vice-president of distribution. 

Clary’s large Chicago office is now headed by Clif- 





CLARY APPOINTEES— 
. L. J. Weed 
Cliff Ellis 

Chet J. Blum 
R. J. Jacobs 

. William Larkin 
L. H. Coleman 
E. E. Newton 
Don Kintner 

. R. E. Barrett 

. Ellis Traub 

. B. Sweeney 


ford Ellis, former national accounts specialist in that 
branch. He is a seasoned sales executive who spent 
30 years with Felt and Tarrant of Chicago before join- 
ing the Clary organization. 

William Larkin has been moved to Boston to head 
up that branch office. He was formerly a regional 
assistant and prior to that, Cincinnati, Ohio, branch 
manager. He replaces Ellis Traub, who after four 
years as Boston, Mass., branch manager, has been pro- 
moted to special products supervisor for the Eastern 
region. 

Bernard Sweeney, former national accounts repre- 
sentative in Newark, N. J., has been promoted to man- 
ager of the Pittsburgh, Pa. branch. He has had 
previous executive experience as manager of Clary’s 
Buffalo, N. Y., branch. 

L. J. Wood is now manager of the Phoenix, Ariz., 
office. 

Edward E. Newton, dealer district manager, has 
been placed in charge of Clary’s Houston, Tex., branch, 
succeeding Morgan Lewis, who becomes branch sales 
manager under Clifford Ellis in Chicago 

Replacing Mr. Newton as dealer district manager is 
Richard E. Barrett, former Milwaukee, Wis., branch 
manager. The Milwaukee branch will now be headed 
by Richard J. Jacobs, an outstanding Clary salesman 
for a number of years. 


—-— = 
=SYeneuvsen- 
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Lynn H. Coleman, manager of national accounts ip§ « 
Chicago for the past year, has been appointed by ) 
Bandoli to the post of St. Louis, Mo., branch manager 

Chet J. Blum, Jr., assistant manager at Portland 
Ore., has been named Seattle, Wash., branch manager 
succeeding William Petit, Jr., who will become specia} 
assignments representative for the distribution divi. 
sion. 

Elevation of the Youngstown, Ohio, sub-branch tg 
full branch status with expanded personnel and fa 
cilities was also announced by Vice-President Ban 
doli. Don Kintner heads the Youngstown sales ang 
service. 





Wells Chair Corporation Moves 
News comes from Joseph W. Pritchard, president of 
Wells Chair Corporation, that the company has ac} 





J. W. PRITCHARD 





City, Ind. Mr. Pritchard states that Wells has out-] 
grown its present plant and additional space is neces-} 
sary for the manufacturing operations. ' 


quired a new, modern one-story factory in Michigan} 





Underwood Appoints Schenectady Manager 
T. H. Goggins has been appointed manager at the} 
Schenectady, N. Y., branch office of Underwood Cor- 
poration, according to an announcement by W. F 
Arnold, vice-president and general sales manager. 
Mr. Goggins was a typewriter sales representative 


T. H. GOGGINS 





prior to his present assignment. His headquarters 
are at 150 Barrett St., where he will direct the sale 
and service activities of the typewriter, adding ma- 
chine, accounting machine and supply divisions in the} 
Schenectady area. ; 


Burrough Opens New Branch 


A new branch office of the Burroughs Adding Ma-} 
chine Company has been opened at 205 West Martin] 
St., Raleigh, N. C. “Burroughs business has increased} 
in the Raleigh territory to the extent that it was 
felt advisable to move our headquarters to a ground! 
floor location,” said F. R. Caudle, Branch manage. 

The new building provides one-third more floor 
space than their former quarters. ey 
1 


December, 195! { 
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es- ee Longhorn carbons and ribbons give your customers 
top service...top performance ...and they give 
She. you top profits! 
the j LONGHORN PLASTI-CARBON—takes more abuse 
Or- A than any other type carbon. Produces sharp, clean 
F copies, won't slip, won’t smudge or “tree.” Lies flat, 
ty “s won't curl in any weather. Corner-cut for easy removal. 
a f e 
s a Ae LONGHORN WAX-BACK CARBON—long. 
a | See wearing, non-smudging. Fast and clean to handle. 
/Qiga a Won't curl, sharp writing—second in quality only 
ew : to Longhorn Plasti-Carbon. 
= Va XN r 
s te A, a 
' LONGHORN RIBBON—ueers call it the “per- 
d fect ribbon"—and it’s the perfect quality com- 
. panion to Longhorn carbon. Non-filling, 
sheer yet tough. Types clean and 
sharp to please the most meticu- 
lous person. 
Amco Covers the Notion 
rs Wherever You Are 
es 
a” a 2 * ~d 
71€ j 





dhe 








- AMERICAN CARBON PAPER MFG. CO. Write for your 


i ; NEW AMCO CATALOG 
Factories at Ennis, Texas e Chatham, Va. ah tedesiniaheh anh 







51 
. Branches in: Houston, Dallas, Birmingham, the complete AMCO 
c New Orleans, Albuquerque, Denver, Carbon and Ribbon line. 
r Les Angeles, St. Louis, Minneapolis 
: = s . 
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OUTSIDE DIMENSIONS 





DESCRIPTION HEIGHT WidTH | DEPTH 





ALL-IN-ONE (LETTER) |», = ; 
CORRESPONDENCE SIZE | > 4 27 16 





Yale er lock ” ” ” 
For ALL brawens (LeTTERy 24 27 16 





ALL-IN-ONE " " ” 
(LEGAL)—oR cap. size | °4 30 16 








ale er lock ” ” ” 
FOR ALL a (Lecauy) °4 30 16 























Available in Grey or Green 


SPECIFICATIONS 


= 4%. | 
EEE. «t0r-at-rome units made of best | 


grade furniture steel, electrically welded through- 
out for extra strength. Units are constructed with 
extra strong ribbed outside doors, complete with 
lock and keys. Yale plunger locks available for all 
drawers. 4 speed ball bearings—instant positive — 
compressors—strong Z-bar rail—<convertible to 
hang folder filing. Available in grey or green. 


ull-width split card drawer for 
3x5 or 4x6 cards. Capacity 3000 cards. Center 
divider is removable—<can be converted for flat 
form filing. 2 full-width letter drawers. Storage 
section has 3 compartments. 


Te, 
| Stecbnaser (20) full-width letter drawers and 


storage section with 3 compartments. 


= - 
2 full-width split card drawers 


for 3x5 or 4x6 cards. Capacity 6000 cards. Center 
dividers are removable. Can be converted for fiat 
form filing. 2 full-width letter drawers. Storage 
section has 3 compartments. 














OUTSIDE DIMENSIONS 





DESCRIPTION HEIGHT | WIDTH| DEPTH 


SHIP. WT. 
F.0.8. HN. Y 





TWO-ALL-IN-ONE " ” ” 
HI-BOY (LETTER) | 4° 27 16 


100 Ibs. 





Yale plunger lock | ..” ; : 
FOR ALL DRAWERS (LETTER| “© 27 16 


100 Ibs. 





TWO-ALL-IN-ONE ” ” ” 
HI-BOY (LEGAL) 40 30 16 


106 Ibs. 








Y ock ” ” ” 
For att prawers (itcauy “9 | 9° | 16 

















106 Ibs. 








Available in Grey or Green 


art steel sales corp. 


OUTSIDE DIMENSIONS 
HEIGHT WIDTH| DEPTH 





DESCRIPTION 











THREE-ALL-IN-ONE ; . 
TALL BOY (LETTER) | 4° 27 16 





Yole plunger lock ” " 
BSA  (uerter| 4° 27 


























Available in Grey or Green 


a y- - 





new york 63 n. y., U. Ss. a. 
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~ The perfect office, designed for every business need. 7 way 
service——card for check—correspondence—safety deposit 
boxes——secret vault——supply storage—completely closes 





The Supre-Perfect office Do-All-in-One with secret vavit— 
combination lock protection—6 way complete business serv- 























ice-—ALL-IN-ONE. Finished in Futura Grey or Steelmaster 
‘s evtside additional mechanism. Finished in Futura Grey or eee indicate finish wanted. y 
r Steelmaster Green. Indicate finish wanted. 
it OUTSIDE DIMENSIONS SHIP. WT. | OUTSIDE DIMENSIONS SHIP, WT. 
e vas BS. eremunbinan WEIGHT | With | DEPTH | F.0.8. w.Y iva @e. SescRIrTteN MeicuT | wiotw | DEPTH | F.0.8. &.Y 
AA1 | GUARDALL (LETTER) 34” 30” 16” | 105 Ibs. AASZ | “COMMANDO” (LETTER) 34” 30” 16” | 104 Ibs. 
AA2 | GUARDALL (LEGAL) 34” | 33” 16” | 115 Ibs. AA4 | “COMMANDO” (LEGAL) | 34” 33” 16” | 110 tbs. 

























































the 
PROTECTOR 
(F2201) 


unette 


Sey, 
S&S 


Assures ‘‘peace-of-mind"’ (4-way keyed protection and addi- 
tional inside vault door and combination lock protection). In- 
dividual pick-proof combination safety lock. Protects as it 
conceals. Finished in Futura Grey, Steelmaster Green. Indi- 
tate finish wanted. Litereture if you wish. 














the 
SAFO 


(F2200) 


cabinette 





Super-safety cabinette system, protects as it conceals. (4-way 
keyed protection and additional inside vault door and com- 
bination lock protection) for valuables" against petty pilfer- 
age. Finished in Futura Grey, Steelmaster Green. indicate 
finish wanted. Literature if you wish. 
































OUTSIDE DIMENSIONS SHIP. WT. OUTSIDE DIMENSIONS SHIP. WT. 
ITEM q . scr — 
me DESCRIPTION _ [tient | wit | vertu] F.0.8. x. ¥. — ete. 1 HEIGHT | WIDTH | DEPTH] F.0.8. x. ¥. 
F2201 | THE “ProTEectoR”| 31” 18” 16” | 70 ibs. F2200 THE “SAFO” 36” 18” 16” | 80 Ibs. 





























art steel sales corp. 
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It is readily understandable when you know 


the many wonderful qualities of Vul-Cots .. . 


e Last longer—practically indestructible 
e Stand hardest wear, rims do not break 


e New bonded 


seam construction improves 
looks and strength 


e Colors do not chip off—they are part of the 


fibre itself 


e Unlike waste baskets made of wood, will not 


splinter, aren't heavy 


e Unlike waste baskets made of metal, will not 


dent, rust or corrode 


e Are lightweight, easy to handle and clean 
e@ Provide luxury at an economy price 


e Are guaranteed for five years. 


When you sell Vul-Cot waste baskets—repeat 
orders keep coming your way! Write today for 
catalog price sheet— Dept. OA-12. 


The Round Taper — most popular 
of all Vul-Cots for general office 
and schoolroom use. Takes up small 
space, is neat and attractive. Two 
sizes, nos. 2 and 3. 


The Round Straight — specially 
designed for washrooms, basements, 
ticker rooms, lobbies, shipping and 
mailing rooms. Two sizes, nos. 9 
and 10. 


The Squore Taper—c distinctive 
style, popular with executives and 
ideal for reception or board rooms. 
One size, no. 5 


Colors—aAll sizes made in standard 
colors—maroon-brown and olive- 
green. Gray also obtainable to 
match gray furniture at slight addi- 
tional cost. 








Globe-Wernicke Appoints Two Johnsons 


The appointments of Ben F. Johnson and Lawrence 
E. Johnson as district sales representatives were simul- 7 
taneously announced by Elmer G. Rahe, vice-president ~ 
and director of sales, The Globe-Wernicke Co. ‘ 

Both Ben and Larry, who incidentally are not re-— 
lated, have comprehensive backgrounds and an under- ~ 






















Airave te fe act es 





LAWRENCE E. JOHNSON 


BEN F. JOHNSON 


standing of the many problems of the retail stationery 
and office equipment fields based on their own broad 
experiences. 

Starting his business career on the staff of his 
family’s newspaper in Mt. Airy, N. C., Ben Johnson 
early transferred his business interests to the station- 
ery field. He will travel the states of North Carolina, 
Virginia and Maryland, headquartering at Lexington, 
N. C. 

Lawrence (Larry) Johnson came to the Globe- 
Wernicke sales staff from Horder’s, Inc., of Chicago 
where, as assistant store manager, he had extensive 
experience in retail selling and supervisory work. Prior 
to his association with Horder’s, he was a buyer for a 
Chicago retail selling organization. Larry will call on 
dealers in Minnesota, Wisconsin, North Dakota and 
the Upper Peninsula of Michigan. Currently residing 
at Downers Grove, IIl., he will shortly move to Minne- 
apolis, Minn. 





Underwood Opens Newburgh Office 


Underwood Corporation has recently opened a 
branch office at 71 Second St. in Newburgh, N. Y. 





R. F. NUGENT 





R. F. Nugent has been appointed manager, and he 
will direct sales and service activities of the typewriter, 
adding machine, accounting machine and supply divi- 
sions in the Newburgh area. 





Manchester, N.H., Company, Incorporates 

The R. H. Llewellyn Company, 39 Hanover St., Man- 
chester, N. H., has incorporated under the name of 
R. H. Llewellyn Company, Inc. The officers are R. H. 
Llewellyn, president; R. H. Llewellyn, Jr., vice-presi- 
dent; Stanley D. Llewellyn, secretary, and David 
Llewellyn, treasurer. 


December, 1951 





OFFICE APPLIANCES, 











OFF 





by 
clan 
— *k 
oe 
* 
f 
ae 
e 
*% 
t 
: ay. 
/ ws ‘ = 4 


2 
a. . 
f e ye 


desk company 
EVANSVILLE 7, INDIANA 


* . 


1 | OFFICE APPLIANCES, December, 1951 





HUNDREDS OF COPIES 
INSTANTLY FROM 


a Singh Chet 
of Canbon Papo 


O10 Town 
Preview 


ieee TODAY FOR DEALER 
RANCHISE INFORMATION 


As Essential To Your Business 
as a Typewriter 


N ink *No Sten is «No eT baa 


No Mats:No Type 

f DUPLICATING MACHINES 

Anyone in the office EAREON PAPERS | 
$< S 


can operate it! 


Brooklyn 17, New York 
I'm interested in hearing 
pial” duplicator. 


more about your 


———— a 
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Friden Names Distributor for Italy 
Appointment of Giovanni Civati as exclusive dis- 
tributor for the Friden Calculating Machine Company, 
Inc., throughout all of Italy and the Vatican, has been 
announced by Stanley M. Friden, export sales manager. 
Mr. Civati is owner and administrator of the Civati 
Company at Via S. Tomaso 29 in Torino, Italy. 
Business will be continued from the Torino quarters, 





DISTRIBUTOR—Giovanni Civati glances at his contract as exclusive 
Friden distributor for all of Italy and the Vatican. Stanley M. Friden, 
export sales manager, discusses a point in the contract while watch- 
ing are, left to right, Larry B. Taylor, general sales manager; John 
M. Lund, vice-president and general manager; and Walter S. Johnson, 
Friden president 


which occupy two floors of a corner building on the 
busiest thoroughfare in the city. However, headquar- 
ters will be moved to Rome, Mr. Civati said. 

He started out as a youth selling Italian-made add- 
ing machines and worked his way up to a position as 
sales manager for the firm. He has been owner of his 
own office equipment business during the last 20 years. 





Commercial Controls Names Ad Manager 


Donald W. White has joined the Commercial Con- 
trols Corp. of Rochester, N. Y., as advertising and 





DONALD W. WHITE 


sales promotion 
at the home office and factory. He was previously with 
the Post-Herald newspaper of Pittsford, N. Y., and was 
assistant to the supervisor of the publishing and print- 


manager. His headquarters will be 


ing department Rochester Institute of Technology. 





Remington Rand to Manufacture in Naples 


Arrangements to establish a plant to manufacture 
typewriters in Naples, Italy, have been made with the 
Italian government by Remington Rand Inc. Detailed 
plans for setting up the unit, however, have not yet 
been received from that country. 
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A Good Seat 


FOR HIGHER LEARNING 





Made in solid ook, finished 
in light, softone ond 
school brown; and maple, 
finished in natural, honey 
ond school brown. 


A GOOD education requires a good foundation .. . 
under the pupil . . . and Gregson school chairs and 
desks are built to absord all the abuse that active scholars 
can hammer into them. 

Yes, Gregson school chairs are rugged . . . built to seat 
many generations of hard working boys and girls. And 
they're handsome too. They make the three ‘R's a little 
more palatable to both teacher and pupils. 

And if you'll compare the dollar for dollar value of 
Gregson school chairs and desks, you'll find them economical 
too . . . So, it will pay you to investigate Gregson school 
chairs and desks before you buy. 


FOR FULL INFORMATION, WRITE 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and Schoo! Choirs 
LIBERTY, NORTH CAROLINA 


On display at the National School Service Institute, 
Palmer House, Chicago, Ill., December 2-6. 
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Business BOOMS 








when you sell 





No wonder Customers ask for Speed-Mo by name! 
So sell the line of quick turnover . . 
liberal discounts bigger profits 


12 SUPERIOR FEATURES! 


© It’s Long Lived ¢ Easy on Rubber 
Stamps 

« Large, Natural 
Reservoir. Can 
be Reinked 
indefinitely 

* No Scraping 
Before Inking 


It’s Silent 

* It’s Sweat Proof 
© It’s Dust Proof 
© It’s Lint Proof 


* It’s Sag Proof 


RIVET-© MANUFACTURING CO 


* Clean Sharp 
Impressions 


¢ Cleans Stamp 
While Inking 


* Full Rich Inking 








tn C da, tor pl information, write 
Bossence & Co., S52 Homewood Ave., Hamilton, Canada 
701 MAIN STREET ° ORANGE, MASSACHUSETTS 
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Mrs. Ellis Ryan Does Man-Size Job 
In Wood Office Furniture Selling 


Earning the respect of her male competitors is Mrs. 
Ellis Ryan, believed to be the only woman covering 
a territory as manufacturers’ representative selling 
wood office furniture. Representing three companies— 
Clemco Desk Company of Bloomfield, Ind., Milwaukee 
Chair Company of Milwaukee, Wis., and Valco, Inc., 
of St. Louis, Mo., Mrs. Ryan according to one of the 
manufacturers she represents, “has never asked any 
odds from anyone, whether it was in a fight for a 
dealer’s business or on a large courthouse or bank con- 
tract.” 

This same observer continues, “She stands on her 
own, tells her story, knows what she is talking about, 
and is, above all, a very hard worker... . She has very 
good ideas to design, finish, and construction. 

She knows the value of working the lobby (at a show 





MRS. ELLIS RYAN, MANUFACTURERS’ REPRESENTATIVE 


such as the recent NSOEA convention in Chicago) to 
get prospective customers, rather than sit in the room, 
waiting for them to come in. She is a sales manager’s 
dream come true as to a company saleswoman, as she 
has her company in mind at all times, is very easy 
to work with, covers her territory very thoroughly 
and fast. 

“She is very democratic, not only works with the 
head of the house, but the buyer and also the sales- 
men who ultimately sell the goods for her. This is 
something that you do not find too often in traveling 
salesmen, as they like to contact the head of the house 
and the buyer, and then leave town. Ellis knows the 
value of working with floor salesmen and outside sales- 
men to increase her sales through them.” 

This career, continued by necessity through the un- 
timely death of her husband, Frank Ryan, in 1942, 
commenced when she started to travel with him 
throughout the South after their marriage in 1923. 
With Frank’s guidance in selling she was with a cos- 
metic firm until the time of his death. She says, 
“Traveling together as we did, it was my pleasure to 
meet all the dealers in Frank’s territory. So when he 
asked me to contact the manufacturers that he rep- 
resented for he believed I could cover the territory 
for him, when he was not able to travel, it occurred 
to me after he was gone that it was his way to tell 
me to try to get his lines. These factories gave me 
the opportunity and with the background and the 
solid foundation he had used in selling wood furni- 
ture, I had to make good. 

“The dealers have been most kind and without their 
help, it could be a different story today.” 
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Low priced . . : High quality . . . Top dealer discounts . . . Wide choice of models .. . 


For R.C.Allen ad 


Me 
a 





ding machine sales 


|December... the BIG MONTH 


a \, Pie t. 
- Sg Re, Ee Oe 


Make December your big month — ask about these 8 outstanding models 


Model 65 


Direct subtraction ... 
Light weight . . . easy 
to operate. Now used 
extensively by thou- 
sands of small busi- 
nesses from coast to 


coast. Only $132.00 


Model 75 

A true R. C. Allen ei. 
‘leader’’. Direct sub- tm, 
traction in red, visible Y a 

dials, automatic clear Li 

signal and wide 442” me 


carriage make it a top- 





HAND 
OPERATED 





Model 70 


Priced same as ‘'65"' 
but with extra bank of 
keys. A fast operating 
straight ‘‘adder"’ with 
visible dials for visual 


protection. Adds to 
100,000.00. Only 
$132.00 


Model 805 
Large 8-column capac- 
ity. ‘‘Stand-out" fea- 
tures include visible 
dials, automatic clear 
signal, direct subtrac- 
tion in red. A “‘must"’ 
for the medium sized 





notch seller. Only 
$157.00 business. Only $185.00 
ELECTRICALLY 
OPERATED 
Model 715 Model 915 
The motor does the Perfect for every office. 


work. A super-fast 
7-column model ideal 
for both desk and 
store counter use. Com- 
plete array of ‘‘stand- 


out’’ features. Light- 

weight — portable. 

Only $235.00 
e*eeeseeenree7#nneeftf@eescee?se#esrs6ee#ee#ee#8e#228ee28e8 ® 
Model 1015 


Ideal for banks and 
accounting depart- 
ments. 10-column ca- 
pacity. Wide 5%” 
carriage accommodates 
variety of forms. Visi- 
ble dials, automatic 
clear signal, direct sub- 


traction. Only $310.00 








Large-fast-simple to 
operate. Precision built 
for years of service. 
Packed with R. C. Allen 
famous features. Adds 
to 10,000,000.00. 
Only $285.00 


Model 1315 
The ultimate in adding 
machine performance. 
For statistical or gov- 
ernment work. Giant 
12%” carriage for 
multi-column forms. 
Withstands hardest 
treatment. Only 
$510.00 





R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W. 


Grand Rapids, Mich. 


ADDING MACHINES - CALCULATORS - BOOKKEEPING MACHINES - CASH REGISTERS - TYPEWRITERS 
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K.C.Allen TYPEWRITER... 


_ better Z/ Ways 


Aime 





MODEL 611 





Typing is easier because the R. C. Allen has all the features. Smoother acting line space lever 
... instant margin set... new touch. . . self-centering bail .. . and 23 other features. They all 


combine to make a typing machine of smart appearance and new dependability. 


Selling is easier because the R. C. Allen “Standard” is an item of reputation. . . pre-sold 
for you through continuous and intensive national advertising of the R. C. Allen name. It alw ays 


pays to sell the best. 


Write today for complete information 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Royal Announces Canadian Appointments 

The Royal Typewriter Company, Ltd., Royal’s Can- 
adian branch, has appointed two men who have come 
up through the ranks of the company to senior execu- 
tive posts in Montreal. 

Effective November 1, L. C. Bowen, whose most re- 
cent post has been that of factory manager, becomes 





L. G. BOWEN H. F. MADDEN 
managing director of Royal in Canada, and H. F. Mad- 
den, former eastern district manager, takes over as 
general sales manager 
The promotions were announced by Howard W 
Ulrey who leaves the managing director’s post for a 
new appointment with Royal in the United States. 
Mr. Bowen native of London, Ontario, and 
started with Royal as a typewriter apprentice in 1935 
He worked in the factory as a mechanic and fore- 
man, and after term of service with the RCAF, re- 
turned as designing engineer. Like his confrere, Mr 


Madden started well down in the company’s ranks, 
when he was employed in 1937 as a cost clerk. He 
served with the Canadian Army from 1941 to 1945, 


moving into sales organization on his return 


MARCHANT AIDS ELECTION COUNT 





CURRY 





Reuters, world-famous news service of Fleet St., London, uses speedy 
Marchant calculators to chart the outcome of the British general elec- 
tion. With results coming in at the rate of three a minute or more, 
two Marchant machines were used to calculate the changing per- 
centages. After the first 10 rounds, Reuters forecast a majority for 
the conservatives of 20 seats. In view of the final result—Tory moa- 
jority of 17 and an over-all majority of 23—it proved to be a re- 
markably accurate prediction. The calculators were installed by Block 
& Anderson, Ltd., Marchant distributors in Great Britain. 
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“The Works: 
in ONE. OPERATION! 


& « 





Your customers will be mighty pleased when you 
show them Weldon Roberts combination erasers— 
each containing two different kinds of quality rubber 
joined together! These versatile numbers are really 
“THE WORKS” for quick, convenient erasing for 
many requirements—at no extra cost! 


FEATURE THESE COMBINATION ERASERS —TWO KINDS 
OF RUBBER, JOINED FOR BIG TURNOVER & PROFITS! 


930 ENSEM.- 
BLE (PINK & 
GRAY RUB- 


bination eraser 
that does most 
every thing. 
Handy, bias- 
beveled shape. 
Soft, pink n- 
cil rubber joined 
to soft, gray ink 
eraser. For ink, 
pencil and 
crayon erasing. 
All of your cus- 
tomers can use 
it. 





555 DUPLEX (WHITE & GRAY RUBBER). 
Combination ink and pencil eraser. Double-bevel 
shape. Excellent cleaning quality. For office, 
school and professional use. 





399 TRI-PLY. The original, super- 
ior, 3-layer eraser for typists. wo 
outer plies of red pencil-rubber for 
smooth, clean erasures on originals 
and carbon copies; center ply of 
soft gray ink-eraser for a single 
letter or a complete line. 


= 


Write for our Iilus- 
trated Price List NOW! 





WELDON ROBERTS RUBBER CO 
Newark 7, N. J. 


America’s Foremost Eraser Specialists 











“ARCHERY _— 










THE SPEED OF 
THE ARROW TO THE TARGET 


“FILING suc 


SPEED of the EYE to the TAB 





Pressboard File Folders 
with BARKLEY Plastic TAB 


—is the Answer! 





U.S. REG. PAT. NO. 2,248,355 D128118 


Barkley pressboard file folders are designed for the 
strain and stress of the busiest filing department. 
These folders are made of durable high quality 25 
point gray pressboard with a one inch strong cloth 
gusset “W” shaped at the bottom to permit ready 
expansion. The Crystal Clear BARKLEY PLASTIC TAB 
in *colors — distinguished by its smooth contour sur- 
faces and angled for perfect reading, provides the 
utmost efficiency in thie file. 
letter Size—No. F955-8—2” Wide Tab 5 position 

No. F953-8—3” Wide Tab 3 position 
10” Guide Height—Made in lego! size also. 


*Amber color furnished unless otherwise specified 


Write for Illustrated Literature 
Established 1921 


(. L. BARKLEY & CO. 


turers of Filine Supplies 
. 


1220 W. Van Buren St. Chicago 7, Ill 





New England Travelers Club Notes 


FROM THE CLUB BULLETIN 


New members accepted into the club include Mag 
L. Smith, Joseph Dixon Crucible Company; Tony 
Wilson Jones Company, and Martin J. Moldow, Joshug 
Meier Company and Saxon Paper Company. 

o a * 


Broadway Stationers of Revere, owned by Danny 
Fox, opened a new stationery and office supply stor 
at 7 Central Square, East Boston, Mass., on October 12 

* + « 

The NET Club is planning its Christmas party for 
December 20, a Thursday evening, in the Sky-Lite 
Room of Hotel Puritan, Boston, Mass. 

. x x 

Rugen’s Typewriter Exchange, Newport, R. L., hag 
been purchased by the E. L. Freeman Company, which 
will operate the firm under its own name. 

= - 7 

In Lowell, Mass., the Regal Stationery Company’ hag 
moved to 90 Dummer St. 

- * + 

H. J. Evans has returned to work for Davis & Ban- 
ister, Worcester, Mass., following an operation. 





Dallas Firm Uses Extensive Catalog in Sales 


Stewart Office Supply Company, 1523 Commerce St, 
Dallas 1, Tex., has just completed distribution of an 
elaborate 180-page illustrated price list to its customers 
and prospective customers in the Dallas area. 

Stewart’s version of an illustrated price list takes 
two different forms. One is a loose leaf edition which 
is carried by each of our outside salesmen, which, in 
turn, has been furnished to some 200 of the larger, 
well-established accounts. It is the firm’s intention te 
keep the prices in the loose leaf editions current 
through periodic mailings coincident with price 
changes being made in the firm’s own price books. 

Some 3,000 bound copies of the 180-page catalog 
were placed in general distribution and, of course, no 
attempt will be made to revise prices in these books 
short of a revised edition some time in the future. 

D. N. Sederquist, Jr., is manager of sales and adver- 
tising. 





VICTOR VISIBLE TRAINING SCHOOL 





A Victor Visible training school was held recently at Hotel Wade 
Hampton, Columbia, $. C. In attendance are: FRONT ROW—Taylor & 
Moran, R. M. McGillivray, Inc., Charleston, $. C.; Ruth Bushell, Sem 
ford Hall Co., Jacksonville, Fla; Al Jacobson, M. E. Underwood, 
Shoemakers, Inc., Wilmington, N. C.; Susan McMillan, Agnes Rivers, 
Sanford-Hall Co., Jacksonville, Fla.; Donald LaPorte, Jesse D. Gardner, 
Columbia Office Supply Co., Columbia, $. C. REAR ROW—Jack P. 
Cooper, Victor Safe & Equipment Co., Inc., New York City; George 
N. Nungezer, James G. Holmes, Jr., Floyd A. Wolf, Columbia Offi 
Supply Co.; H. W. Barnes, educational director, Victor Safe & Equip 
ment Co., William J. (Bud) Wilson, John D. Attaway Co., Williamstes, 
S. C.; James B. Fischer, Columbia Office Supply Ce. 
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May Christmas 
this Year Be 
the Start for You, 
Of a Happy and 
Prosperous 52 

























(Cramer POSTURE CHAIR CO., Inc. 


Kansas City 
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Yes, it would make a rather large gift to fit 
beneath your Christmas tree, but we just wrapped 
it up this way to remind you that when you recommend 
CRESTLINE, you are giving your customers 
superior designing, exceptional workmanship and matchless 


efficiency in office furniture. 


SECURITY STEEL EQUIPMENT CORPORATION + AVENEL, NEW JERSEY 
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Penn-Mar-Va Travelers News Notes 


HARRY TEHAN, JR., CORRESPONDENT 
4617 ROSEDALE AVE., BETHESDA, MD. 


October 11 was the big day at Norbeck, Md. The 
Penn-Mar-Va travelers and the Washington and Bal- 
timore Stationers held their annual outing. In spite 
of damp weather early in the day, 92 showed up for 
the affair, which included golf, softball and a delicious 
and lavish buffet supper. Cocktails first, and the card 
games went well into the evening. 

Fred Haines awarded the prizes and there were a lot 
of upsets: Joe Wardman took low net in the golf, with 
low gross to Bob Hanover. Al Phillips got around the 
18 in 164 blows and earned the booby prize. The large 
Penn-Mar-Va golf trophy goes to Joe Wardman for 
one year, and he gets a miniature of it for keeps. One 


must win twice consecutively, or three times accumu- 
latively, to keep the big trophy. 

The door prize, a beautiful clock, was won by Bill 
Cravens, for many years secretary of the Penn-Mar-Va. 
Bill is now enjoying his retirement from Walcott- 
Taylor Company on his farm in Virginia. 

Of the total 92 attending, 36 were Penn-Mar-Va 
members. President Taylor Kellogg called a special 
meeting during the evening. 


Mark Kenna, chairman of the outing committee, did 
a grand job presenting the dignitaries. Among those 
taking a bow were: Governor of District No. 3, Sam 
Rosendorf Sr., of 


Southern Stamp & Stationery Com- 


pany, Richmond; past-president of Baltimore Sta- 
tioners, Harry Summers, of that firm, Baltimore: and 


two newly-elected officers of National Stationery & 
Office Equipment Association, Charlie Sinisgalli of 
R. P. Andrews Paper Company, Washington, and Joe 
Runnels of Commercial Office Furniture, Washington, 
D. C., treasurer and assistant treasurer, respectively. 
NSOEA had two other charming representatives in the 
persons of Rose Cushman and Shirley Saul. 


> > 7 
Washington Stationers held their annual election of 
fficers and the new representatives were chosen: 
President, Wade Land, Charles G. Stott Company; 
vice-president, Marsh Marshall, M. S. Ginn Company, 
and secretary-treasurer, James Bryan, E. M. Bryan 
Company 


Washington Stationers “Sponsor’s Course” will open 


with the first subject, “Loose Leaf.” Homer Smith of 
NSOEA is the tructor. These classes are limited to 
35. Already 30 have enrolled, showing an enthusiastic 


interest 

. ~ - 
yf Stockett Fiske Company, Wash- 
spital, following a heart attack on 


Norman Stockett 
ington, is in the h 
the golf coursé 

* . a 

Brown, Inc., have purchased the 

‘th of M. S. Ginn Company. This 


Wick-By ron 
Silver Spring bran 


firm will concentrate on gifts, social stationery and 
art supplies, and will not handle commercial mer- 
handise 

+ a * 


Lynchburg Office Supply Company, Lynchburg, Va., 
is now concentrating on the machine end of the 
bsuiness Gene Hall now handling the buying at 
May Office Service in Beckley, W. Va . Philadelphia 
Stationers readying for their annual banquet on No- 


vember 6 Reg Philpott of Regional Stationery Com- 
pany, Bethesda, Md., enlarging his activities by taking 
over a men’s clothing store in addition to his office 
supply business. The new business will be called the 


Esquire Shop George Hennings, formerly with 
Woodhouse Stationery in Washington, now with the 
Fox Jones Company of that city . . . John Stoff, for- 
merly with National Stationers of Baltimore, now with 


the Theodore Klupt Company, of that city ... No more 
free parking at National Airport in Washington. Park- 
ing is now operated as a concession. 
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Model 6-6-0 
Full keyboard 
odds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 


9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 


keyboards. 
PROFIT-MAKING OPPORTUNITY 


ACT NOW WRITE, WIRE OR CALL TODAY! 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in ovr 33rd year. 


FOR MORE INFORMATION ON THIS 


Territory where | om now selling: 


meme i ee i Se ere re ESE srr i ll — “— 
VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. OA-1251 | 
! am interested in the new Victor Champion line of adding machines. 
Please send details to: | 
Nome: | 
Address : ; o : | 
City: State: 


ee ye tk 
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THE PERFECT CHRISTMAS GIFT 











cae &@ refresher chair 
by ‘Taylor 


It’s a well-liked executive posture 
| chair for it gives a comfort-lift to 
work-a-day routine and tension. 
Style-wise, it’s in the excellent tra- 
| dition of Taylor Chairs that have 
| reflected the nation’s trends for 
one-hundred and thirty-six years. 
| It’s a chair of success... Taylor 

crafted for service 


al” 









/ 


Y) 










Write toda y 
for catalogue 


and dealer 


proposition 






The‘Iaylor Chair Company 


Bedford, Ohio, U.S. A. 
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‘ably the answer. 


News Notes from NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


I have just learned that Gunlocke has dealt that 
“Atlanta clique” a body blow by transferring one of 
its stalwarts to the Washington, D. C., territory, saig 
stalwart being Harold Wolff. Harold has been aroung 
us “crackers” so long we figgered that we had him 
converted. However, when the “boss man” says move 
we generally move. We all will miss you Harold but 
will still be seeing you here and there at conventions 
and so forth 


, * * 





Next time you travelers are in Zac Smith's ask tg 
meet Kirk Parler. He is Zac’s new “veep” and general! 
manager. Kirk cames to Zac with 17 years experience! 
at IBM; he is prominent in civic affairs, at present} 
holding down the jobs of director of the Chamber of 
Commerce and vice-president in charge of member.} 
ship. You will find Kirk very affable and busting out! 
all over with enthusiasm and new ideas for his new 
position. Welcome to the “fraternity,” Kirk. ' 

- > © 


Should you happen to run into Zac while in Bir-j 
mingham it would be a good idea to have a pair of 
blinders on. That hunk of “ice” he is wearing on his 
finger sticks out even more than ole “Vulcan.” In¢ei- 
dentally, should you notice a new “sparkle” in the 
Birmingham widows’ eyes said hunk of “ice” is prob- 


* 7 + 


Zac’s personal adornment is not the only item of 
interest around the store. The entire store is now 
undergoing a remodeling that will make it one of the 
“show” stores of the office supply industry. New front, 
new fixtures and arrangement, and to cap the climax 
Zac is fixing up a fancy new office for himself—out 
at the warehouse. 

” * x 

Ed Naud, the manufacturers’ representative who had 
the misfortune to have his home in North Carolina 
burn to the ground recently, has moved his headquar- 
ters—and wife—to Albany, Ga. Must have got too hol 
up there for Ed. ' 





* * * 


By the time this hits the streets there will have been} 
some changes made in the S. P. Richards Paper Com- 
pany’s “road gang.” Bob Bishop is coming into Atlanta] 
to assist Phil and work Atlanta; Bob Peacock is t 
change from the Carolinas to Florida and a newcomer 
to the fold, Johnny Floyd, is to take over the Carolinas 
Most of you will remember Johnny as being with The 
Atlanta Stationery Company. Together with Bill Boyd) 
who is covering the Alabama, Mississippi and Tennes-| 
see territory, this “gang” covers Dixie like the pro- 
verbial “dew.” 

After November 15 don’t go down in the basement 
of the Peachtree Arcade Bldg. expecting to find the 
Tidwell Company there. By that time they will have} 
moved to much larger and more modern quarters al 
58 Walton St., N.W., across the street from the posi 
office. This move is nothing more than a progressive 
firm keeping in step with a progressive town. The! 
Tidwell boys, Carl Sr., Carl Jr. and Clyde, tell me that 
the new store will have a total area of 8,000 feet anéj 
will include the latest in fixtures with plenty of dis} 
play space. Congratulations boys, on a job well done! 

. * * : 

Wonder what Jack Kerns, the manufacturers’ rep) 
resentative, was doing in Chicago when he go 
“bopped” on the head? Haven’t learned whether the 
‘“bopper’s” motive was robbery or not. 


> * * 


It is with deep regret that we learn of the passing 
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The Do Plus - 


STAPLING al (i 4 propucr 2 , LOGAN STREET, BRIDGEPORT, CONNECTICUT 
 ; iW Ponocion Distrbvtor: CANADIAN STAPLES LIMITED — Montreal, Toronto, Winnipeg, Vancouver 
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Sight Saver ae 
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"RUST COMPANY 


2 Sold Only By 


Exclusive 


Master-Craft Dealers 
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Kopi-SPot is a unique method 
of making two or more clear, 
sharp copies of business 
forms. Master-Craft dealers 
are making more profits by 
selling tax bills, note notices 
payroll checks, trust tickets, 
requisitions and many other 
multiple-copy forms. Only 














Kopi-Spot is permanent, 
clean to handle and has \ 
uniform copying qualities. 





| » 
Master-Craft Franchise Is Worth Asking For... 


Master-Craft'’s emblem of loose-leaf 
quality on every package, on dealers’ 
store windows and counters represents a 
combination of — (1) The highest qual- 
ity staple merchandise, (2) Profitable 
fast-selling loose-leaf specialties, and (3) 
Exclusive territory rights with 100% 
protection on repeat business. 

During this difficult period our first 


MASTER-CRAFT CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER 


132 


REMITTANCE - 


RECEIPT ONLY G 





responsibility is to our present estab- 
lished dealers. We help repay their 
loyalty to us by serving them first. The 


acceptance of new dealers depends upon 
our ability to increase production beyond 
the needs of present dealers. Ask now, 
about the Master-Craft Seven Point Extra- 
Profit Franchise. It may now be avail- 
able in your city. Jt’s worth asking for. 
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of one of the “grand old men” of the stationery indus- 
try. Claude Haines of the Office Equipment Company, 
Tampa, Fla., died on October 1 after a long illness. 


> > . 


Anybody seen that “fishin’ lodge” one of the pencil 
boys has purchased down on Orange Lake, Fla.? I 
needled” Jim Cooper for an “invite” to his mountain 
retreat with no results so now I’m wondering if I am 
going to have the same luck with this “pencil pusher.” 
Sho hope not because I just LOVE to fish. (are ya lis- 
tening—huh?) 


> . > 


Notice anything new the last time you went into 


John H. Harland’s in Atlanta? No? Then you had 
better look again because something new has been 
added. The “old man’s” daughter Miriam is now grac- 


floor with her charming presence. 


mo Thea 
ing the 
> > 


Here is another nice expansion, and move, of the 
past few months. The Hammonds’, operating under 
the title of Capitol Office Supply Company, Atlanta, 
moved a few doors down the street, from 333 to 341 
Peachtree St., to much larger and more modern quar- 
ters. They have the street floor and basement. 

. * . 

I understand that “Cliff” Clifton, formerly with 
Boyd’s in Panama City, Fla., has opened a store of his 
wn there. Haven't any of the details but will pass 
them on when received 

We have two graduates from the “expected any min- 
ute club.” Mrs. Jack (Tut) Cooper presented “Tut” 
with a girl on September 27 and, on the same day at 
the same hospital, Crawford Long in Atlanta, Mrs. 
Kaufman (Betty Mayo to youse guys) raised her mama 
and papa to the rank of “granmaw” and grandpaw” 
by presenting them with a grandson, Michael Douglas. 
Congratulations kids and may you both have many, 
many more of then 

Another new arrival to “our gang” is the “first edi- 
tion” of Tony Lane, Lane Office Supply Company, At- 


lanta—a boy 


. > > 
That is a nice little “book” Cholly sent all you 
ellows recently. It will come in handy in quite a few 
ways, not the lea f which is for you to refer to page 
ur for the name and address of your correspondent 
ist in case you should have a news item you would 
like to see in the “mags.” 


od > - 


“HUNCAN DINES AGAIN” 

Ole Huncan is seriously considering discontinuing 
the column. Reason being that up to 
the opinion that two or three people 

entioning good places to eat but 
happened in the July issues he has dis- 
three people. In the above men- 
ju a swell place to go for Italian 


this portion ol 
now he f 
liked the idea 
what 
ounted them tw 


ined issues Ne 


was O 


ifter 


spaghetti with detailed directions to get there. Now— 
ull that was fine but what makes him doubt that ANY- 
BODY reads he stuff is the fact that here it is three 
months after said article and not a soul in either 
Nashville or Memphis or any of the travelers has bawled 
me out for not being able to find the place. This is 
hard to understa1 because the directions were JUST 
226 miles off. The named was Nashville when it 


hould have been Memphis. NOW—with this informa- 
tion in hand yous¢ lys can just go back and get a July 
py—JUST IN CASE—you are interested—or curious. 
To make this 1 th’s “place of the day to eat” I'll 
stay in Memphis. For one of the best sea food res- 
taurants outside of various coast points Memphis has 
4 very fine spot Anderton’s (it’s spelled right too). 
This place is noted for their “peelum and eatum” boiled 
shrimp “special All you can eat for $1.50 and they 
are not the lea hurt if you are not able to see 


OFFICE APPLIANCES, December, 1951 














“All we want is a bike and 
a BARCALO EXECUTIVE 
RECLINING CHAIR!” 


ELLING Christmas presents to businessmen is big 

business — and you don’t have to hire a Santa Claus 
to get your share of it. If you're a Barcalo dealer, you've 
got the most sensational new big-ticket gift item that 
ever landed under a Christmas tree — the Barcalo 
Executive Reclining Chair! 
Display it. Ask people to sit in it. It’s a genius at 
demonstrating itself. It soothes the body with its 
patented “Floating Comfort’ features. It relaxes the 
nerves and takes the load off the heart with its Scien- 
tific Reclining Action that adjusts instantly to any 
position the body desires. 
Point out what a terrific gift it ll make for the Big 
Boss or a Prize Customer . . . the gift that'll keep good- 
will warm for years and years. And talk up the con- 
venient Barcalo Gift Certificates. 
You don’t have to dilly-dally when you quote the price, 
either. It’s right! There’s a rich market for you to 


exploit — wherever you are! 


cf) 
THE ONLY RECLINING \\/< 97) 


CHAIR MADE WITH res &s, ave Ceres 
PATENTED y\ = ¥ —7 
FLOATING COMFORT” == . 
FEATURES READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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POSTAL SCALES 


e of office mailing 
arket today. 
to 50 Ibs. 


a. 







he most complete lin 
; scales on the m 


Four models — Capacities 2 Ibs. 






Model 1546 | 
A handy desk scale, case ff 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 


merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3’. 
Dimensions overall 52" x 
2%4" x 612". Packed one 
to a carton. Shipping 
weight, 1% Ibs. 









Model 1509 


The postal scale for 
average office use. Ca- 
pacity 5 Ibs. by 44 
ounce. Computes 
postage for airmail, 
first class and mer- 
chandise up to 4 Ibs. 
Dial 6"’, glass covered. 
Platform 5/2” square. 
Dimensions overall! 6/2" x 
6a" x 92". Packed one 
to a carton. Shipping 
weight, 5 Ibs. 








Model 1530 SN 


Parcel Post Scale. Capac- 
ity 25 Ibs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 62", glass covered. 
Platform 52" square. 
Dimensions overall 6/2" 
x 62" x 9VQ". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 


Model 1515 


Parcel Post Scale. pam 
Capacity 50 Ibs. by Tas 
2 ounces. Computes “ “ 
postage for merchan- 
dise up to 50 Ibs. 
for all postal zones. 
Diol 8", glass covered. 
Platform 7" square. 
Dimensions overall 

- are 62 WO. 
Packed one to a carton. 
Shipping weight, 81/2 Ibs. 


Model 
1515 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 22, Illinois 
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over the shells. You will find the atmosphere perfect 
and all their prices reasonable. 

Anderton’s is located on Madison Street, 
short distance up the street from S. C. Toof, so you 


won’t have to get in your car and drive out somewhere © 
to find good sea food. An oyster bar goes full biast’ 


during the season. 





Long Island Firm Marks 29th Year 


The Patton Office Furniture and Equipment Com- 
pany, Mineola, L. I., recently marked its 29th year in 
business. Established in the Old Court House section 
of Mineola, it now occupies a showroom on Third St. 
and a warehouse behind these premises. 

The firm specializes in fireproof office furniture, and 
also runs an office planning department. Here, quali- 
fied lay-out men, working from floor plans and blue- 
prints, determine the most efficient and economical 
arrangement of desks, files, office machines and other 
furniture and equipment with which the client works, 





NEW ROSTER FOR TRAVELERS 





illustrated is the new loose leaf roster of the Golden State Travelers 
Club, District No. 14 of NSOEA (Southern California and Arizona). 
it has proven an innovation among western travelers clubs. The 
printing is gold on a dark green 5 x 32-inch cover. The sturdy 
leather binder will last for many years, with new inserts being is- 
sued each year. A quarterly correction sheet will also be made 
available. 


TF ie Sik. 


Blaine Knight Rawdon was born October 16 at 
Flower Hospital, New York City. The parents are Mr. 
and Mrs. Blaine Neahr Rawdon. The grandfather, 
Blaine E. Rawdon, was with the Underwood Typewriter 
Company and Underwood Corporation 37 years, most 
of that time as manager in Philadelphia and district 
manager in New York. He married the daughter of 
J. E. Neahr, for many years sales manager for Under- 
wood and an outstanding typewriter executive in his 
day. The elder Mr. Rawdon retired from active serv- 
ice about two years ago but retains his interest in the 
industry and was a visitor at the recent National Busi- 
ness Show in New York. 





ey 
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Same foe qwoace—20 ff more deta 


ES. twenty percent more desks 
by using Shaw-Walker Space- 
Saver Models 


made without crowding 


of high rents and 


and the change was 


In these days 
very square foot 
iw- Walker has 


ngineered’”’ Space- 


scarce office space, « 
ounts. That’s why Sh 
especially “‘time-¢ 
Saver Organized Desks. These revo- 
utionary desks ¢ 
and actually 


They 


minate crowding 


step up work output. 


save renting additional space. 


All drawer space—every element 


is Organized, to save wasted motions, 


wasted time the most critical fac- 
tors In business today 
Over 50 vears of Shaw-Walker 


know-how and experience bring you 
this new desk 


lesks, chairs, Fire- Files, filing cabi- 


Burk Lekes 


4) SHAW-WALKER 


ymplete line of 


ness or merely wish to modernize 
worn, outdated offices, make sure 
you use Shaw-Walker equipment 
throughout. It will help you make 
the most of every minute, every work- 
ing day! 


nets, loose-leaf and payroll equip- 
ment—everything for the office 
except machines — each completely 
““time-engineered”’ for the needs of 
every job and worker. 

If you are setting up a new busi- 
New low comfortable 


height (29’’). Speeds read- 
ing, writing, reaching. 


Most comfortable work 
ing top ever invented. 


Facilities for concealed — a: 


buzzer and phone wiring 
lime-saving waste basket ‘ 
in lower drawer. aa 7 7 


Center drawer with parti 
tioned sliding tray for pins 
clips, erasers, etc. Space 
beneath tray is sectioned 








In and out letter baskets 
in top drawer. 


Lower drawer with pat- 
ented wobble blocks te 
facilitate reference and 
to prevent slumping and 


to keep reference mate 
mutilation of papers. 


rial permanently neat 


The beokiet, “Time and Office Work,” is packed with ideas for stretching office 
time. Organize now for greater sales effort and lower operating cost! 
A wealth of information on “‘time-engineered ‘office systems and equip- 
ment. 36 pages! Many color illustrations! Just off the press! Write to- 
day. on business letterhead to: Shaw-Walker, Muskegon 4, Michigan. 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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CARBON 
PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
RIBBONS @ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


olelome Vitel Micl iii). © Pie di ici i lias 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


only % 


Codlo-MkG. CORP. % 


Factory: Coraopolis, Pa. 


401 Wood St. 
Pittsburgh 22, Pa. 


564 W. Monroe St. 
Chicago 6, Hl. 


270 Lafayette St. 
New York 12, N.Y. 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 


In the land of the sky blue waters ... 
* * * 

Partridge, pheasant and duck season is on. Many of 
our dealers and travelers are hunting. The next issue 
will give the results. Reports so far are excellent. 

° . * 

Wedding news comes from Stevens Point, Wis. Bob 
Emmons, the son of Mr. and Mrs. Myron Emmons, was 
married in September. Bob and his bride spent their 
honeymoon in eastern Canada and concluded their trip 
by attending the NSOEA annual convention 

* * * 

Three of our former Northwest Travelers from Cali- 
fornia were back to attend the NSOEA. We, who at- 
tended, had the pleasure of visiting and answering 
many questions about the past activities. The trav- 
elers were H. Ed Cooper, now in San Leandro; Mr. and 
Mrs. Herb Morgan from San Francisco and Mr. and 
Mrs. Ralph Maneval from Glendale, Calif. 

+ om * 

Mr. and Mrs. Kenneth Bertleson of Minneapolis are 
the proud parents of a new daughter. Mr. and Mrs, 
Russ Wheeler of Curtis 1000 are also the proud parents 
of twin girls. We congratulate all of you! 

+ * . 

Our good friend, Gene Mitchell, was in Chicago at the 
NSOEA convention. It was a pleasure to see him as 
many of us have not been able to get to his city of 
St. Louis, Mo 

* . . 

Earl Chute, now owner of Earl Chute Office Supply, 
St. Cloud, Minn., is in the Veteran’s Hospital at St. 
Cloud, No. 464, Room 2. Send him a greeting card. 
More information later. 


* * * 


Ed Oderman of Dickinson, N. D., was the welcome 
guest at our monthly N. W. Travelers meeting at the 
Commerce Club in Minneapolis. 

” . - 

Our Northwest Travelers president, Rev. Jack Berry, 
presided at our meeting in September. Those present 
were: Paul Mailloux, E. Faber Co.; Bud Caruso, mfg. 
rep.; Ivan Cornelius, Northern State Envelope Co.; Al 
Collatz, Moore Business Forms; Fred Luley, Dennison 
Mfg. Co.; Vie Lydon, mfg. rep.; Lee Campbell, Bates 
Mfg. Co.; Jack Haglund, Browne Morse Co.; Walter 
Hubbs, Thomas & Grayston Co.; Jack Goldman, 
Thomas & Grayston’s past master, and Merrill Hasty, 
mfg. rep. Our convention in April, 1952, is our sole 
subject of conversation. As you all know, it is our 
Northwest Travelers 25th Anniversary. Let’s continue 
to publicize it 

” 7 . 

Don Moore of Fargo, N. Dak., is back to his old 
stamping grounds and among his many old pals, the 
Gaffaneys of Fargo. Welcome home, Don 

> > * 

Henry J. Huette is back on the job again after un- 
dergoing a zipper stitch operation. Henry feels and 
looks good. Incidentally, the Huettes are in their new 
home at 4907 S. Fremont Ave., Minneapolis, Minn 

. os * 

St. Paul Book and Stationery Company is on the 
move again. This time the firm goes over to the corner. 
The store should have been completed by November lL. 
More details later. 

om > 

Martin Forshew of Pierre, S. Dak., has just enjoyed 
a party on his 80th birthday. Many of his friends were 
there to congratulate him as we all do from the N. W. 
Travelers. The Forshews are also celebrating theif 
30 years in business in one town in the same location. 
Ann and Jim Forshew are still serving those wonderful 
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Sim ie ea re ies ; . a . bn 

to keep letters, big and p al papers or- 
derly. A steel sa vault prot@xts valuables 
lonly YOU know/fhe combinatiog}. Two ball- 
earing letter films. 37 4%" high, MA%" wide, 
17%" deep. C@e gray baked en | finish. 


With plungertypgoct for both drawers. 197Y-PL 
00 






The “SA N’S” File No. 960Y 36,45 


A drawer fal/prospects' and customers’ na 
Holds 320@3 x 5 or 4 x 6 cards or cancellt 
checks. TW® ball-bearing letter files for lette 
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e O L t STEEL EQUIPMENT COMPANY 
285 MADISON AVENUE, NEW YORK 17, N. Y. 
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STORAGE FILES 
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SIZES AND PRICES 


FIBRE BOARD STEEL 
DRAWER FRONT DRAWER FRONT 





Inside Dimensions 


Suggested Uses 
| } e e PRICE 
Width Height Length No 3le Car Single Carton 
{letter Size 12% 10'/, 1 
fletter Size 12% 10'/, 5 
tlegol or Cap 1S¥% 10'/, 24 
Invoices y 8% 24 
*2 Rows 85 Forms 10? 8% 
*Invoices or 2 Rows 8x5 y 
Freight Bills 
Checks 
Drafts or Checks 
Drafts or Checks 
5x8 Forms 
eDeposit Slips (2 Rows) 1g5!s 
Deposit Slips , d 2 2 184IL 
Tabvlating Cards E? 2.4 2.30 1731L 
*3x5 Cards (3 Rows) | ™ /; 3 42 1645L 
4x6 Cards (2 Rows) - 24 20 3.1 1245L . 
*3x5 Cards (2 Rows) 7 ; 3.0 2.9 103L 
Vouchers (Upright) ann } 2 } 3.2 IS92L 
tledger Sheets i! ys 1 : 9i2L 
tledger Sheets | : - | 1212M 


0 
wie 


18sit 


»CcCooVlIouv 
»w 


oe 020° 


covuvviovwoods 





oe) 2 en ek en de he 
~t Ors @ oO o 





ge)aice FILE CORPORATION 


6.60 
*These numbers have removable divider partitions tPacked 6 to a carton—all others 12 to a carton 
Prices slightly higher in Texas, Colorodo, and West of the Rockies 1144 285 MADISON AVENUE, NEW YORK 17, ! 
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‘ ° r) 
* * 
a & 
Number 11 Number 203 Standard * P-22 Hand Stapler wo Arrow Longarm 
UTILITY—ECONOMY VERSATILITY HEAVY DUTY PLIER Reaches Areas inaccessible 
Seenter. Packer. Piller e Reaches into . to ordinary Staplers 
sent Wrinkle Pinien Combination Stapler, Tacker part so-qatas places” rs 210 Standard Staples 
Overall rubber pa base rey Wrinkle Finish Base tee onstruction — reach 
Fastens up to ts Fastens up to 40 Sheets . All Chrome Finish a 1S** reach 
Loads 100 A-44 an Loads 210 Standard Staples Loads '%,"" or 5/16" staples 18° reach 
greater penetrat Temporary, Permanent Stitch e e 
Qe Z ec * * 
« * ARROW z 
! a STAPLE REMOVER 
* Quickly and Easily 
Number A-44 Number 202 Standard Removes from Paper 
DURABILITY AT PRECISION—LOCKED Number T-32GunTacker ® Every Size of Staple. 
LOW COST Soeve off base as Tacker POWER WITH DOUBLE Saves Fingernails 
Combination Stapler. Tacker ll Steel Construction — . e Will Not Tear Paper 
on . S Fn LEVERAGE ACTION 
gels ra Non Festene Gn — sheets Shoots a Staple wherever a 
Pasheus up | ; sheets Leads 210 Standard Staples e Tack can be driven e 
Loads 100 A-44 Stapls Temporary. Permanent Stitch an BB. + pee 
: Loads 3/16". 4" 
x ° or 5/16" size staples ° 
Locks to fit in pocket 
© SCREEN ATTACHMENT © _—_ Use Only : 
«" Genuine ARROW Staples 
7 . For Best Performance 
Of Your 
s ; : @ ARROW Stapling Machine 
“Genuine ARROW Staples” 
, a Number 200 Standard * WINDOW SHADE bad gre geecteien-ante of ‘he 
Number 105 Standard ATTACHMENT 
. ™ © SMOOTH ....cccces finest steel wire. high in 
STREAMLINED BEAUTY os tensile strength to insure 
Stapler, Tack er WRIST ACTION e deep penetration and a firm 
All Steel Cor : -- Hardened Steel Construction gripping power. Only “Gen- 
All Chrome Finish All Chrome Finish @ * uine ARROW Staples” are 
Fastens uf 4 heets Fastens up to 40 sheets our assurance of top per- 
Loads 105 Stand Staples Loads 210 Standard Staples rmance of your ARROW 
Temporary, P« nt Stitch Temporary, Permanent Stitch & © Stapling Machine. 
een 
EESLSSASSAS. SVAMAWAVAVATAVAY = ; Fae os 
C Your ARROW Stapling Machine is a product of 
guarantee traditional high quality, sound workmanship and 
anes 2g Mochines aro 01 years of engineering progress. So when you buy an 
i varanteed saains f iv ( Ms 
) Sorkmanship cr materishs pre- (01 ARROW stapler, you are buying DEPENDABILITY 
vidin nly Genuin rrow e = ¢ 
esis cos’ cud tn ae and Time-Proven Manufacturing KNOW-HOW. 
Staples to insure top stapling 
performance . - 
IVVVVVY ‘< ” 
ara'ata’ate’ aan STAPLING IS OUR BUSINESS—OUR ONLY BUSINESS 
“PIONEERS AND PACESETTERS FOR A QUARTER OF A CENTURY” _. 
California Representative _ Canadian Representative: 
. Sternberg, Los Angeles Gordon Lightstone, Montreal 


\°)-)-) Re ee 2 ee 8 eee oe 
° BROOKLYN 6, N. Y. 
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Announcing a NEW line 
of Shepherd chairs with NEW 





built-in customer demand 


BEAUTY 
DURABILITY 
COMFORT 





The new “800” series . . . designed to dealer's specifications 





of features most wanted by their customers! 





Here is a brand new line of chairs that incor- design of these chairs is bound to make them 
porates all the features your customers want a universal favorite. They are proportioned 
most . . . features like 1%” square tubular just right . . . with smooth, swedged front legs 
steel construction, big, roomy seats and a choice ... and are available in colors to match desks 
of waterfall or box-type seat fronts. And talk and files of most popular lines . . . and a fine 
about handsome styling . . . the sleek modern selection of handsome, long wearing coverings. 


Plan now to give the new “800” series a feature spot in your 


sales program ... it’s bound to be a “hot” line this winter. 


WRITE NOW for complete 
° information including prices 


CHAIR JCOMPANY 1916 MAIN ST. - MELROSE PARK, ILL. 
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Ks ej istomers. Congratulations to you 
nany more years of your grand 


e * 


Ken Chase i e ill at this time 

[ ha the DI inity of visiting with W. Irving 
Mackay. AS jy ember, he traveled many years for 
Cooke & Cobb C pany and later for Smead Manu- 

turing Company in Chicago. He now has retired 

i is enjoyin ting his dealer and traveler friends 

Chicago. T N. W. Travelers send you greetings. 
and send Herbert Fall of Japs- 
eapolis, and his family our sin- 
npathy. Mrs. Fall passed away on 


* * 


eting was held October 8 at the 
riteriol ira Plans were discussed for the 
1952 conventior e held at the Hotel St. Paul on 
April 24 and 2 )f course, the evening of April 23 is 
the night to re ter and enjoy the pre-convention 

Committees have been appointed. Those who 
ttended were Jay Parrott, your governor, from Water- 
lo va: Sherman Read, Clarence Benson, Warren 
Carlson, Vie Lydon, Jack Guntrum, Clark Walker, Jack 
Berry. Bill Gove, Sterlv Jerue, Walter Hubbs, Dell 
Denning and Charlie Regan. 


+ 


Eve time help the other fellow up the hill, 


yourself! 





Fire Hits R. P. Lewis Store at Saginaw 

We have ma lmost incredible progress in getting 
blished when four floors holding $250,000 
ffice equipment land up in the basement, 

mess on your hands.” 
Tha the nent by R. P. Lewis, president of the 
R. P. Lewis C ny of Flint, Mich., on October 29, 
t 10 days after the fire of October 19 which totally 
the f Saginaw, Mich., store and prin- 


Ve i pret total 


the meal R. P. Lewis Company has located 
office at 139 S. Water St. in 
etail store was to be located at 
shortly after November 
Helping to | it the new store has been Ray J 
henlaub, pre ent of Service Steel Products Cor- 
ration, Chi His firm had installed the entire 
equipment in Saginaw 10 years ago, and he was 
terested to f hat out of the debris R. P. Lewis 
pany has tal the steel wall shelving, steel drawer 
and m eel counters and, after putting the 
and touching up the graining, 
pieces in the new 


Naren ist Bete! 


110 S. Washin Ave 


e to use the 


rehabi n of equipment was possible de- 
he shelving, and so forth, literally 

in remen battled to put out the blaze 
ting of wn origin shortly before midnight, 
reduced a four-story landmark, 
Washington Avenue Company, to a 
hell of brick and flame-gnawed 


Most of the 1andise damage was in the heavy 
offi iipment, furniture, stationery and 
by the R. P. Lewis Company. 





Miss K. . Sutcliffe Opens Business 
civilian employee of the Navy at 


I Harbor for three and a half years, during World 
M Il, is ope greeting card and social station- 

tablishn to be known as “The ‘K’ Card 
Sho} it 1123 B iway, Riviera Beach, Fla 


newcomer to the area. She is a 
Professional 


harte memb«e f the Business and 
W é Clut Riviera.—JL 
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IT’S EASIER 
TO SELL H-H-M 


STEEL MONEY CHESTS 





There’s a model for every risk, 
large and small, for protect- 
ing money, securities and 
merchandise from burglary 
and holdup. Pictures, draw- 
ings, suggestions and specifi- 
cations make it easy to fit 
the right model to each 
customer’s business. 





EXCLUSIVE H-H-M FEATURES 


AUTOMATIC DOUBLE CHECK FEATURE 
ELIMINATES REPAIR BILLS 

Your customers can’t bang the 
bolt or burr the lugs when they 
close H-H-M Chests . . . the com- 
mon cause of costly repair bills. 
The Double Check Feature auto- 
matically holds both dial and door 


in positive alignment for closing. 





CERTIFIED HARDNESS 


Many models are hardened 
by the Harveyizing process 
to increase resistance to bur- 
glarious attacks. A Brinell 
Hardness Test Certificate is 
furnished with each hardened Chest certifying exact 
degree of hardness of body and door. 





LIBERAL OPTIONS 


Many options are offered for Chests . . . with or without 
inside doors . . . anchored in steel clad reinforced concrete 
blocks or in Record Safes . . . in finish and locks. 

Write for a copy of our new Chest Catalog designed to 
make selling easier . . . and for details about our exclusive 
franchise that protects your territory. 


Herring-Hall-Warvin Sale Co. 


HAMILTON, OHIO 





} Craftsmen in... Scfes @ Insulated Record 
J] Files @ ow Chests ©® Vault Doors ® 
% Y Rotary Record Fil 









es * Steel Storage Files ¢ 

. Bank Vault Equipment © Drive-In Windows 

4 says™ ® Depositories © Under-Counter Work ® 
Metal Case Work for Hospiicis 
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DARNELL 
CASTERS 


1 Complete Customer 
SATISFACTION 


2 Protect Business 


REPUTATION 


3 Every Guarantee of 
FUTURE PROFITS 


Remember... 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition. 


DARNELL CORP LTD 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13. N Y 
36 N CLINTON CHICAGO 6 ILL 
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News Notes From NSOEA District No. 8 


BY. E. J. MITCHELL, CORRESPONDENT 
329 BEST AVE., ST. LOUIS 12, MO. 





KANSAS CITY STATIONERS 
MIDWEST TRAVELERS 
CHRISTMAS PART Y 
0- 

FRIDAY EVENING DECEMBER 14, 1951 
SANTA FE HILLS GOLF & COUNTRY CLUB 
86TH & HOLMES STS. 

KANSAS CITY, MO. 

oO 
ALL STATIONERS, THEIR EMPLOYEES AND 
MIDWEST TRAVELERS CORDIALLY INVITED 

—O 
6:00 to 7:00 p-m.—HOUSE OF FRIENDSHIP 
00 to 8:00 p.m—DINNER 


7 
8:00 to 9:00 p-m.—FLOOR SHOW 
9:00 to 1:00 am—DANCING BY D. PETERSON 
AND HIS ORCHESTRA 
—O 
$3.75 PER PERSON 
and 
Two Cans of Canned Goods to be Distributed 
to Charity 


“Call or write Paul Baird, Geo. E. Baird & Son, 
934 Wyandotte St., Kansas City 6, Mo 
for reservation 











Many Midwest Travelers are acquainted with the 
Miller-Davis Company in Minneapolis and will un- 
doubtedly be glad to hear that R. W. (Bob) Davies was 
recently elected chairman of the board of directors, 
president and general manager, with Ed Hansen, vice- 
president in charge of purchasing and retail store. 
Both of these men would no doubt appreciate any word 
of congratulation you may wish to send them. These 
changes follow the deaths in September of D. S. Davis, 
president, and Jack O. Davis, vice-president of the 
firm, announcement of which was made in an earlier 
issue. 

* * ~ 

Your region officers had hoped to have A. J. Walker, 
president of Farnham Stationery & School Supply 
Company in Minneapolis, Minn., and past president of 
NSOEA, as a guest at the St. Louis regional meeting 
next spring, but due to previous plans he and Mrs. 
Walker will be sailing for Hawaii at that time 

ae * = 

The Midwest Travelers of Greater St. Louis, at their 
October meeting, decided to change their monthly 
meeting date from the last Saturday of each month to 
the fourth Friday, but are yet undecided as to whether 
the meeting will be held at noon or in the evening. 
You will be advised by postcard of the exact time very } 
shortly. 

” ~ - 

Roy Woods, president of the Midwest Travelers Club 
and sales manager of Esterbrook Pen Company, was 
expected in St. Louis to attend the November 23 meet- 
ing of the local group, to discuss the plans he has pre- 
pared for the coming regional convention and to an- 
nounce his various committee chairmen. 

~ - * 

Word was recently received from Mrs. Marie Clark 
of Crowley-Reuter Stationery Company of Kansas 
City, that she has been vacationing in the Far West 
and expected to return to Kansas City about mid- 
November 


- ~ * 


Notably absent from the convention this year was 


OFFICE APPLIANCES, December, 195] 














RECORD STORAGE BOXES 
anticipate your needs now! 


Because of the tremendous 

demand, we urge you to review your stock 
and place orders now. For 33 years, 
LIBERTY BOXES have led the field in sales. 
They combine efficiency and economy 
with their (1) triple thick bottoms, 

2) dust-proof overlapping tops, and (3) 
simple spill-proof closures. 25 stock 
sizes for every record storage 

purpose. Carton packed for 

space saving and easy 

delivery. 


e your sales— 
‘omer satisfaction! 











assemble quickly without tools! 


Completely prefabricated, the 

sturdy pine frames (*,"x1%,") go together 
with factory applied hardware, simply and 
quickly. Starter units (84” high, 42” 

wide, 24” deep) are movable . . . and can be 
extended to double size with only 2 corner 
posts. Cross members lock to starter 





unit. Delivered knocked down .. . 
carton packed. Easy to stock, 
easy to sell! Immediate delivery. 


discounts. PLAN NOWtecashinen m:¥:Y, | 44°24 sox COMPANY 


. cs Res 
your customers transfer ‘ m Established 
ae 1978 


+f 
%E 
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» FLAGSHIP, THE METALLIC-BACK 


CARBON PAPER THAT SELLS ON SIGHT, 


BUILDS BIG REPEAT SALES 





Not just another carbon paper in a new package—but a whole fresh conception @ Flagship is curl-proof, 
of what a carbon paper can be! Flagship’s patented, metallic coating supported not just curl-resistant 


by a plastic base—its superior performance and appearance—take it right out of 


the class of all other carbon papers. You will use Flagship to bring new business © Flagship’s metallic back 


: : ; . . means extra wear 
in your doors, to bring repeat business, to mark your store as the first to bring . ” 


, ie , , easier handlin 
better things to town. We'll be glad to supply complete information about 9 


Flagship and we'll be glad to tell you what the chances are for a dealership for 
@ Flagship makes sharp, 


this wonderful new product and the entire Allied line of carbon papers and z 
permanent copies 


ribbons. Write today to Dept. A. 


CARBON AND RIBBON MANUFACTURING CORPORATION 
A | f) General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles (5 


OFFICE APPLIANCES, December, 1951 


@ Flagship allows smudgeless 
erasures 














~~“ wn -> 


— == ee 


~~ J) eS 














Carl Kaufman Speed Products Company, who is in 


semi-retirement Florida. Recent reports from him 
sre very encouraging and he seems quite happy with 

present arral ment 

4 part of the entertainment at the last NSOEA con- 
vention include cktail parties on Sunday night be- 
fore the opening of the convention, by the Wallace 
Pencil Company f St. Louis, where Newell Augur, 
president, was h assisted by Ed McCulley, vice-pres- 
ident, and several members of the sales department, 
and that of the A Fastener Corporation, where Her- 
bert J. Walsh and Hy Linden received the guests 
These seemed lude stationers from all over the 
United State Both parties were unusually pleasant 
nd very well attended 


Among thnos« 


ve not peen 


ng the convention this year who 
hav there for quite some time, were 
Mrs. Helen Castle, widow of the late Karl E. Castle, and 
Mr. and Mrs. Peter C. Masterson. Pete is the western 


representative f the Acco Products, Inc., and for- 
nerly of the Mid-West area 

The Statione: Association of Greater St. Louis, at 
he monthly meeting in October, was entertained by 


Carl G. Mueller, 
by Life Mag 


rram chairman, who showed a film 
the value of national magazine 


ivertising. It wv very interesting 

There is a1 ening available to a young, experi- 
ced, retail ffice furniture man who can qualify 
sistant mal er of a fine office furniture depart- 
nent with a hly reputable and long-established 
in a large midwestern city. Anyone interested 
should cont writer at the address shown at 


neada ol iumn 


Mr. and Mrs. Isadore Voda left in October for a 


ee-week ugh western Missouri, Kansas and 
Oklahoma. Mr. \ is on a business trip, represent- 
the Wallace Pencil Company 
Bill Bohart esenting the Eberhard Faber Com- 
ny, spent most of October traveling in the northern 
if his territory, which includes Davenport and 
les Moines 





Mosler Safe Promotes Carl P. Bartels 


he board rectors of the Mosler Safe Company 
nnounce promotion of Carl P. Bartels to the 


‘ 


tion of vic resident in charge of production. 
Mr. Bartel assumed his new responsibilities in 


October, has been a member of the Mosler organization 
e June 10, 1906. Following his father’s footsteps, 
oined the npany at the age of 14, and continued 








WT 





CARL P. BARTELS AT HIS DESK FOR MOSLER 


i Steady rise for 45 years through the ranks. On the 
leath of the older Carl Bartels in 1933 after 42 years 
f service, h n succeeded him as general plant 

erintenden f the Hamilton factory. He held this 
position until is present appointment as vice-presi- 
lent in charg f production for the entire Mosler 
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his executive posture chair 
practically sells itself ! 


@ Here is a real executive pos- 
ture chair that encourages an upright, healthful 
sitting position, yet is superlatively comfortable! 
The adjustable, tilting back provides a custom 
fit, and gives maximum support in any working 
position. 

Thick, soft “cushions” of mold- 
ed foam rubber in seat and back invite restful 
relaxation that minimizes fatigue and encourages 
mental alertness. Arms are also upholstered with 
foam rubber. Covered in Top Grain leather with 
the exception of the top of the seat which is 
covered in Bedford Cord fabric to preserve the soft- 
ness and flexibility of the foam rubber. 


Dealers who display this chair, 
or place it on trial, find that it practically sells 
itself! Write for details. 


(44 #144 se 4 


MARBLE CHAIR COMPANY 


(7A) 
Seana JS MAG 
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FILING 


FINDING 


FILING SUPPLIES 


In the GUSSCO Catalog you find a 
complete line of index cards, folders, 
guides, etc. for every standard filing 
system. Every item is a sound, qual 
ity value designed to do a bette 
job longer. You will find the 
is priced to enable you to meet all 


line 


competition. And remember—we sel] 
through dealers only. You get co- 
operation, not competition, when 


you sell GUSSCO filing supplies... 
Check over your stock and order to- 
day for Transfer Time. 













Transfer 


Sell <@ “Filing 


Pat. Pending 


Gide:O.fobr 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Now is the time—at the end of the year—to remind 
your ‘customers that overloaded folders and dog- 
eared tabs are no longer necessary. Set up pilot in- 
stallations right in their own files to show them how 
Guide-O-folders eliminate the time consuming, costly 





vexations of ordinary filing and finding. 


Guide-O-folders hang! They glide back and forth 
on steel frames, responding to the slightest pressure 
of the finger tips. Because the metal tabs are ad- 
justable to every filing position, they fit into every 
filing system. .The metal strips are anchored securely 
to the folders and are always in position. 


Guide-O-folders increase the speed and accuracy of 
hling-and finding. They make it more pleasant for 
file clerks, too. 


is the time to make a deter- 


Guide-O-folders. 


Now, at transfer time, 


mined sales effort on 


Guide O.tiay 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of al 
standard desks Using this unit, the desk 
worker always has important and vital data 


at the finger tips—always in an upright posi 
tic Instantly available and instantly re- 
placed. The unit consists of a metal tray 
and 25 Guide-O-folders complete with adjust 
able metal tabs ar mn assortment of insert 
for tab headings 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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NEW YORK 13, N. Y. 
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FILING 





nd Finding” Supplies FINDING 


Trademark 


Transfile 


T 


this transfer season, how many of your customers 
are going to wrap up their transferred correspond- 
ence and records and toss them in a storage room, 
to be lost, damaged or forgotten? A good percentage 
of them will, unless you show them the low cost, 
safe. orderly TRANSFILE way to keep these records 


siete mesniteiiele OFFICE GREEN 
Sta il aliabie 


MASONITE FRONT 


front 
— ; : TRANSFILE Files 
TRANSFILE Files are made of fibre board rein- Letter and Legal Sizes Only 
forced by steel, so that all the weight of the files, 
lrawers and contents is supported on steel. No 


shelving cost. Stack steel reinforced TRANSFILE 
FILES high and wide. No sway, sag or buckle. All 
the drawers move easily and freely. 





The new Masonite front TRANSFILE File in stand- 


ard office green is an excellent replacement for the 
steel] front style 13 SIZES 
Go after this profitable business now. Check your 


ECONOMY STYLE 


The original steel reinforced all fibre board file. It is 


tock of TRANSFILE Files and order today. 


strong, rigid, safe and accessible. For economy and 
THERE ISA TRANSFILE FOR EVERY accessibility in storing and filing inactive records. The 
favorite of many business houses who use them in large 

PURSE AND PURPOSE wow ty 


numbers. Quickly assembled 


2-WAY INTERLOCK FOLLOW BLOCK SANITARY BASE 
A t stauncl Keeps contents of drawer in an upright To keep records away from dirt, damp 
N ts r tools position when the drawer is only par just and grime It just slips into 
tially filled. Very simple and effective place. Exceptionally sturdy and strong 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, WN. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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Wood Furniture 


Patents Pending 


For the modern office setting a new concept of attrac- 
tive appearance plus maximum utility and flexibility 
is made possible by Rock-a-File Modular Wood Furni- 
ture. Smart design in the modern tempo, combined 
with unitized construction, allows the Rock-a-File 
Modular components— desk, storage cabinet, waste- 
basket, telephone section, file cabinet, drawer sec- 
tion, typewriter shelf and bookcase—to be set up in 
various combinations as a complete and harmonious 
furniture layout. Combinations designed to suit the 
needs and tastes of every individual whether 
executive, stenographer or clerk, are readily 


For complete details, write today for catalog and price list. 


* greater efficiency 


arranged with Rock-a-File Modular Wood Furniture. 


Rock-a-File Modular Wood Furniture consists of 
desk, corner cabinet and two basic units—desk base 
unit and alternate unit with choice of components. 
Solid core, quarter sawed, genuine walnut veneer on 
hardwood base is used throughout with tongue-and- 
groove construction. All exposed edges are banded. 
Solid walnut handles on doors and drawers. Desk 
drawers fitted with lock having two keys. File cabinet 
is popular Rock-a-File, side-opening compartment 
type, all-steel interior construction. 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


Lee Lidzy and 
the Mike Barrett 
field, Tex., al 
Terry County Pt 


H. G. Weatherford have purchased 

Printing & Office Supply in Brown- 

ll operate it under the name of 
& Office Supply. 


J. C. Blair Ci y, in Austin, Tex., has been sold to 
Maverick-Clark« Brownsville, Tex. Hanson-Flotte 
Company in New Orleans has leased the second, third 
and fourth floo1 f the building at 326 Camp St., 

i from the store. All stock in the 

314 Picayune is being removed 

where there will be 21,000 square 


which is nex 
firm’s warehoust 


to the other bui 


feet of floor 





Frank Grounds and Dick Wagner of R. A. Dick Wag- 
' ner, San Angel ive had automobile accidents—not 
' ynnected at all. At the time, Mrs. Grounds was already 
the hospital for an operation 

| . 

' New Orle N Company is moving after the 


irst of tl né year to a four-story building it has 
purchased at S. Peters and Gaienne Sts. A parking 


lot will be provided for customers as well as railroad 
siding facilities for the firm. Floor space amounts to 
95.000 square t Andrew Leghe is the manager of 
the tationery riment 


* * 


Pete Mantzel, Oscar Springer Company in Gal- 
veston, Tex i narried recently in San Antonio, 
Tex., to Miss Mary Hallie Carraway, who is a sister of 
Jack Carraway Southwestern Stationery & Bank 
Sup} Lawt la 
vas furniture buyer for the Paul 

San Antonio, Tex., has opened 
elf in the Alamo city. Fox Printing 


Don Wittig, 
Ande n Con 


n business I 








Company ha for business in Yazoo City, Miss 
Hal Fox is th el 

Mack Nelson he new buyer at Keeney Office 
Equipment C¢ in Dallas, Tex J. A. Hoerner 
vec ew building, located at 400 Tchou- 
las St.. Ne Orleans, La. Weaver Office Ma- 
ne owned by S. J. Weaver, is a new firm at 1417 

f St D Tex 


Don Spaniol moved from Oklahoma City, Okla 


ton, Tex take over the duties of assistant 
Stacy at Carpenter Paper Company. 


Winn W. Carter, Jr., is now director of sales for the 
Butler Paper ‘ in New Orleans, La 
> > - 
Harry Hintz, e Dorsey Company, Dallas, Tex., is 
k at work after a week in the hospital with a back 
Robert Lamb he new store manager for Cathey 


Office Furnit Supplies, Inc., in Dallas, Tex., with 
George Fowler, Jr., and Robert Silliman doing outside 


* . . 


Ke it Offic ply, Inc., is a new firm just opened 
K t, Te th Weyland Worley as manager 
Fulton Stat Company’s warehouse in Houston 


destroyed by fire of undeter- 

Li igi! rhe SS Was approximately $30,000 
Build and ts were covered by insurance. 

Joe Roddy Mayton & Roddy Office Supply Com- 

Fort Worth, Tex., is taking a well-earned vaca- 
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Garages. Filling Stations, Food and General Stores, 
Gift and Beauty Shops, Laundries . . . any business 
that does over-the-counter sales in cash or credit can 


use an Indiana profitably. 


Every transaction recorded as it occurs. Gives a com- 
plete confidential record of sales by departments or 


commodities, and an easy, quick cash control. 


Capitalize on the sales opportunity that Indiana 
offers you 


WRITE 


LA \ | 


CASH 


DRAWER CO. 
SHELBYVILLE, INDIANA 
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NEW IDEAS 


TO HELP INCREASE 
YOUR SALES 





Here’s an item that will bring you 
many extra sales without effort 


Rowles 


BLACKB OARDS 


You can sell them 
everywhere! 

Stores 
Offices 
Schools 

Churches 
Garages 
Recreation Centers 
Factories 
Market Places 








Homes 
Warehouses 
Clubs 
Institutions 
Playgrounds 


Rail and Bus 
Terminals 


You'll be surprised at the big profitable market that's 
waiting for you when you try offering Rowles Portable 


Blackboards. 
type of business. 


Prospects are everywhere 


in every 


This business can be yours by simply 


featuring and displaying one sample blackboard. No 


need to carry a big inventory. 


Take orders and ship 


direct from factory. A style and size to meet every need 


WRITE TODAY FOR BULLETIN 


264-F 


UW). A ROLES CO. 


ARLARGTOR BHEIGHITS 
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VAL ALAMRONS 


tion by visiting several factories in the Midwest and 
East 
x ~ * 

Captain Burt Kayser, of the American Pencil Com- 
pany, now with the U.S. Army, and Mrs. Kayser, spent 
a short leave in Dallas attending the Oklahoma-Texas 
football game 

* * 

Miss Beryl Dullnig, secretary to Joe Suggs of Suggs 
Office Supply Company, Dallas, Tex., was chosen “Miss 
Car Card of October” for Dallas, by John Robert Pow- 
ers. Beryl’s picture, with notes regarding her persona] 
appearance, education, employment and hobbies, was 
displayed in every bus and street car in Dallas 

7 7 ~ 

Fred Smith, for many years with Boorum & Pease 
and for the last 13 years with Cargill Company in 
Houston, Tex., died of a heart attack in October. The 
shock contributed to the death of Mrs. Smith’s mother 
four hours later... . Roy Voertman of Voertmans Col- 
lege Store in Denton, Tex., passed away in September. 

. Paul Dopke, Peerless Imperial Company, Inc., lost 
his mother in September. 





Post Calendar Offers Giant Size Dates 

The Frederick Post Company is offering a 1952 
weekly wall calendar with 52 pages, each one of which 
has a coupon that can be filled out and mailed in to 
request quotations and samples of engineering and 
drafting materials. In addition, are offered free good 
will items such as handy decimal equivalent decals 
for the T square or drawing table, giant conversion 
and decimal equivalent charts. 

Because of the interest shown in this 1952 weekly 
wall calendar picture, the company is making them 
available in full four colors, suitable for framing 
without any advertising matter. Anyone wishing one 





THE FREDERICK POST COMPANY 
KEystone 9-7000 
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NEW FREDERICK POST CALENDAR 


of these calendars can secure it from his local drafting 
material dealer or by writing directly to the Frederick 
Post Company, Dept. Z, P. O. Box 803, Chicago 90, Ill 

The giant size dates on this calendar can be seen 
clear across the room, yet the outside dimensions ol 
the calendar require a mir.imum of wall space. The 
top of the calendar is one of the outstanding paintings 
of the year executed by Stan Ekman. Each of the 
pages carries a full month’s calendar for the preceding 
current and future month 





Store Opens in Niagara Falls, N.Y. 

Cataract Office Equipment, Inc., has opened its new 
stationery and office equipment store at 537 Third St., 
Niagara Falls, N. Y.—GET 
195) 
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artistry and craftsmanship 
in the new Gunlocke... 











Here’s a new, quality chair line, priced surprisingly low 
for quick turnover. Now you can offer your customers all 
of the artistry and skill of the finest of leather craftsmen- 
the saddle maker. The new line, with its saddle stitch 
design, lends a cool, masculine dignity to any office. Made 
in genuine walnut and finished any desired shade. 


Includes desk chairs, side chairs, stenographer’s chairs. 





Chairs For Your Gp, Working Comfort 


H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Envelopes of the strouger Sex... 
uality ark 


(Quality Products — Quality Packaging — Quality Service) 


ENVELOPES... 


* CHAMPION CLASP 


these are 


MAIL 

















* FLAT MAILING ENVELOPES 
r : . 
ai = . a 


The Champion Clasp has won fame as the Mailing envelopes with double gummed 


ideal envelope for catalogs, samples, book- flaps, wide seams, heavy durable stock for 
lets—improved metal clasp with rounded maximum protection and service. Available 
in 9 sizes. Boxed in 100’s. It’s the finest 


mailing envelope you can offer customers. 


Sold Through Dealers Only 


edges; extra wide, heavy gummed seams 
and flaps. Available in 23 sizes. Cameo 


Kraft Stock— 100 to the box. 


Uh we were Santa... 


\ | | 
We would me down your chimney 


Christm 1S ireetinas f 


wishes for 


ana your femily 


2@ason ana 


wmnc 


UA 


ee 


PARIG ENVELOPE! 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 

918 12TH AVE. N., SEATTLE 2, WASH 
Vv. Mearl Glenn, Yakima, Wash., machine dealer and 
ient of the Pacific Northwest Office Machine 


Deale Association, presided at the October meeting 
Gue f hon nd principal speaker was Harold 
Mann, executiv ecretary of NOMDA 

Thomas Pell, ead of Lowman & Hanford Com- 

ny ionee! ners of Seattle, Wash., has been 

appointed to the ivic committee which will direct 
the observance of the Seattle Centennial, starting in 
November. The isit of General Douglas MacArthur, 
nentioned as a tential presidential candidate, has 
een arranged incide with the opening of the 

tennial. Thi rks the date 100 years ago when 
h hoone! Exact arrived at Alki Point, West 
Seattle. with the t families to settle and farm in 

Thus will lau year-long observation which will 
strir bilee events. 

\ nprovem«s rogram is being launched at the 
Rubber Stamp Company where an addition 
warehouse will provide space for expanding 
2007 S. Tacoma Way, Tacoma, Wash 


\ ly g yuilder of special service to serv- 

Lf familie vas the offer of Mrs. Patra Sutton, 
ationery store roprietor of the Shelton Printing & 
Stationery Compa! at Shelton, Wash. Mrs. Sutton 
ffered mailin yoxes, or containers, especially built 
Lj cages, in time for Christmas. 
Anyone was ¥ me to such a container simply by 
t the erated by Mrs. Sutton and mak- 


1lling overseas pac 


William J. Buckland, Jr., who has been manager of 


rict office Spokane, Wash., for L. C. Smith 
& Corona Typewriters, Inc., has recently been ap- 
is hom ffice representative of that cor- 
n Seattle. Wash 

Toky J in, goes Thomas M. Pelly, head of 
an & Hi: i Company, pioneer stationers cf 
Seattle. Wash is former president of the Seattle 
er of Ci erce, he was to represent this body 
g Seattle businessmen at a convention of 
nd chamber representatives to be held in 

Octobe ind 31 
Ke eg & S pecialists in office, bank and store 
at 4809 A rt Way, Seattle, were called upon 
the fine pencil stripe walnut fixtures, which 
tom-built for the new Yakima, Wash., branch 


Seattle F t National Bank 


Joe Finn, | etor of the Mason County Station- 
8 N. 21 Shelton, Wash., has early placed 
y lal ks of greeting cards for Christ- 

wra] nd gay envelopes 


ilized at $ 100 the Mid-State Printing & Sta- 
Compa t Bend, Ore., has been recently 
ind i ited by R. J. and Kathryn L. 
rhompson a setty Strom. 


ff a Washington state district 
refund of federal taxes to the 
re op in connection with Washington 

State llege Pullman, Wash., the Ninth Circuit 
f Ap ive a notable and far-reaching 

in Octobs Student college book stores that 

ited fe icational purposes only are exempt 

ral KC his tribunal declared. The judge, 
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now! in metal too 






sets the pace 


for style, quality and value 


























METAL-LUX clerical posture chairs 


2K fabulous seating comfort 
2k new trend in metal styling 


* super-value posture chair 





MILWAUKEE METAL-LUX has proved a solid selling 
success. Warmly accepted by the trade upon its 
introduction, METAL-LUX has shown no let-up in 
sales potential. The reasons are obvious. Functional 
design with high styling unprecedented in a metal 
posture chair, out-of-this-world seating comfort, 
dreadnaught construction, surprisingly low cost 
these add up to incomparable value. METAL-LUX on 
your sales floor is certain to move briskly and profit- 
ably. If you haven't yet shared in METAL-LUX profits, 
get the full details now. 


SEND FOR COMPLETE DESCRIPTIVE LITERATURE 


MILWAUKEE METAL FURNITURE CO. 


120 S. LASALLE ST. « CHICAGO 3, ILLINOIS 
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in backing the Washington District Court's decision, 
ordered $71,933 paid by the Student Book Corporation 
at the state college for federal taxes, to be returne@ 
to the company’s funds. 

As a patron of art and artists in Seattle, the Lowe 
man & Hanford Company contributed $100 to the 37th 
Annual Exhibition of Northwest Artists. Held in the 
Seattle Art Museum the exhibition of paintings and 
sculpture brought a large attendance 

~ +. * 

The Raymond Typewriter Service is a new type- 
writer repair business, started in Raymond, Wash, 
recently. Ted Johnson and Gene Kelly have joined 
forces to form this new service in the western Wash- 
ington community, doing all manner of typewriter re- 
pairs in their own homes after regular business hours, 





C. E. Brown Returns to Mid-West 


C. E. Brown is being welcomed back tot he Mid-West 
by his many friends in the office equipment industry 
there. He returns to his former position as a district 
manager for the Victor Adding Machine Company. 

For the past year and some months, Mr. Brown hag 
been in charge of Victor sales activities in the Dallas, 
Tex., area. His position there has been filled by Charles 
Alseth, experienced Victor representative. 

Well known throughout the Mid-west, Mr. Brown 
has covered the Great Plains territory for Victor since 
1944. In this period he has served both as branch and 
district managers and has worked independently ag 
a Victor dealer, operating at different times stores in 
Denver and Omaha. 

Announcement of Mr. Brown's return to his old 
territory was made by A. F. Bakewell, Victor’s vice- 
president in charge of sales. 





Parker Announces Excise Tax Policy 


In letters to dealers, dated October 26 and 29, the 
Parker Pen Company explained its position and policy 
in reference to the new manufacturer’s excise tax on 
fountain pens, ball point pens, mechanical pencils and 
lighters. 

One paragraph in the letter of October 29 reads, 
‘Parker merchandise will be billed at the retailer’s 
discount and the 15% tax will be figured at the list 
price less 50%. The retailer should collect only the 
amount of the tax he actually paid Parker.” This 
permits the dealer to show the buyer just how much 
tax he is paying and at the same time keeps the total 
price lower than if the regular dealer margin were 
applied to the tax as well as the cost of the mer- 
chandise 

The letter also points out that gold merchandise is 
subject to the 20% retailer’s federal excise tax only, 
and not to the new manufacturer's excise tax. Fur- 
ther, on desk sets the tax is computed on the desk set 
pen or the desk set pencil only 





Marchant Announces Several Changes 

Several changes in location and representatives have 
been announced by the Marchant Calculating Machine 
Company. In San Bernadino, the sales and service 
office has been relocated at 439 Court St., with Edmund 
C. Dippel, San Bernadino representative, in charg@ 
and Frank C. Sherman, the local service supervisor. 

A new office has been opened at 2919 E. Eastland 
Ave., in Tucson, Ariz. Russell M. Bingen has been ap= 
pointed the local representative 

Another appointment just announced is that of Jack 
F. Fleig to the position of agency manager of the coms 
pany in Fresno, Calif. Mr. Fleig has been with Mare 
chant since 1938, serving in the capacity of sales reps 
resentative and, at one time, as agency manager if 
San Diego, Calif 

Robert Udall will continue to be in charge of servicé 
in the Fresno district. The Marchant office is located 
in the Mason Building, 1044 Fulton St., Fresno 
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May your Christmas be bright and merry, 


your New Year happy and prosperous. 


MITTAG & VOLGER, INC. 


Park Ridge, New Jersey 
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1100 Economizer series 


No style will ever outmode, , 
the value of ... 





Styles come and go but Soundly built—styled to be at home in 

Wise Economy is always any business atmosphere. The Alma line 

in demand by American gets and keeps volume customers for you. 
business. This is the vital element in all Be sure that you are always prepared 
Alma desks—never in the bargain base- to answer the call for Wise Economy. Place 
ment—never beyond reach of the most your order now for an ample stock of the 
budget conscious. 1100 Economizer series—in oak or walnut. 2. 


If you don’t haveliterature, ask for it today. 








BETTER DESKS ARE MADE OF WOOD - 

re 

a | 

ths 

ALMA DESK COMPANY reg 
HIGH POINT, N. C. rn 


158 OFFICE APPLIANCES, December, 1951 OF 























SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


The fact that there is an increasing need for well- 
trained office machine mechanics in the Southern 
California area was again voiced this month by nu- 
merous dealers. The defense effort has gained mo- 
mentum and the absorption of trained personnel into 
defense plants has created an obvious shortage of 
skilled workers in civilian plants. Then, too, the de- 
mand upon civilian plants and dealerships has jumped 
far beyond normal. The general increase in popula- 
tion in Southern California goes on in spite of national 
conditions both in war time and peace time and clearly 
the end is not yet. A growing population automatically 
makes an increased demand all along the line for 
everything that goes into well-ordered business condi- 
tions. Conditions being as they are more and more 
skilled meehanics are needed—that is the word heard 
on all hands 

> + * 

The National Office Management Association Con- 

ference & Business Equipment Exhibition held at the 





LENS VIEWS OF NOMA CONFERENCE, EXPOSITION HELD 
AT BILTMORE HOTEL, LOS ANGELES, OCTOBER 10-12 


1. W. Miller Bennett of Indianapolis, Ind., NOMA past president, 
crowns Miss NOMA, Millicent Deming of Hollywood, while F. G 
Macilroy, San Francisco, NOMA vice-president, looks on. 

2. Dr. R. P. Brecht of the University of Pennsylvania, International 
president of NOMA, addresses the banquet . 

3. The ribbon-cutting ceremony. Loring Winters of Los Angeles, busi- 
ness show chairman; Millicent Deming, Miss NOMA; R. S. Haw- 
thorne, assistant administrator of City of Los Angeles; Henri 
Tailleur, conference chairman; Ross Tunnell, NOMA chapter presi- 


dent 
Biltmore Hotel, Los Angeles, October 10, 11, and 12, 
drew visitors from 26 different states as well as from 
a few foreign countries. From the 26 states (other 
than California) 81 registered. Approximately 1,800 
registered from 116 different Southern California towns 
Outside the Li Angeles area, and 4,000 from Los 
Angeles. Registration for the Conference totaled 181 


OFFICE APPLIANCES, December, 1951 








Mibwoukees 


the finest tradition in 
wood office chairs 


























For prestige, for distinguished elegance, 
for the very best in luxuriously 
comfortable seating and enduring service, 
American business everywhere looks 
to MILWAUKEE for its office chairs... 


the EXECUTIVE posture chair 


MILWAUKEE Dealers offer the aris- 
tocracy of posture chairs in this 
distinguished creation—typical of 
MILWAUKEE'S unsurpassed excel- 
lence. Here is the triumphant 
achievement in scientific “fatigue- 
proof” individualized comfort. 
Seat, back and arm rests are cush- 
ioned with body-conforming 
molded “‘breathing™ Latex and 
integrated. with perfect posture 
control and the most advanced 
construction. From every angle 
beauty, posture comfort, quality 

here is the chair built and bought 
for a lifetime 





A limited number of MILWAUKEE Wood Chair 
franchises are open at present. Write for details. 


makers of fine chairs for over half a century 


THE MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 
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x-acto 
PEN-KNIFE 







COMPLETE 





extra blade in handle 
— with instructions 


Actual Size 


It's always handy—clips to your 
pocket safely — conveniently. 
Lightweight plastic barrel, sturdy 
pocket clip. Features famous 
X-acto interchangeable blades 
— for a sharp knife everytime. 
Refill blades available in 3 styles. 
Perfect Utility Knife for artwork, 
models, friskets, retouching, sten- 
cils, silk screen, stripping, etch- 
ing, photography, lithography, 
etc. 

At your favorite Hobby, Stationery 
Art, Hardware or Dept. Store — or 
order direct. 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 


Write today 
~ | for illustrated 
| X-acto Catalog 


x) 


( 
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Registering from Ankara, Turkey, were Erol Bilik, 
Dr. Cumhar Ferman and Semal Mihcioghe. A. Stanley 
Ridley represented the Australian Institute of Man- 
agement, registering from Melbourne, Australia. On- 
tario, Canada, and Hawaii were also represented in 
the registration 

It has been pointed out that the show attracted 
buyers of high quality as well as a fine list of prospects 
for exhibitors. Comments on the exhibition and con- 
ference were extremely complimentary, according to 
Howard Machin, who acted as publicity director. 

The general chairman, Henri Tailleur, did a splendid 
job, according to all comments heard after the show 
was concluded 

The program was outlined in the last issue of OFFicg 
APPLIANCES. This program was carried through without 
a hitch 

The formal opening of the Blancarte Stationery at 
1331 E. Compton Blvd., Compton, was held October 26 
Joe Blancarte, the proprietor, was associated with the 
Suburban Stationers at 8933 Atlantic Blvd., South Gate, 
for the last two and a half years. The new store has 
been completely remodeled and decorated. The fix- 
tures are new and new furnishings have been added. 
A complete line of both social and business stationery 
is stocked 


Mildred Segal, secretary of the Southern California 
Office Furniture Association, reports that about 30 
wére present at the meeting of the Association held 
in the Rodger Young Auditorium, in October. The 
discussions dealt with the general problems of the 
Association. At the meeting scheduled at this writing 
to be held November 5 election of officers for the 
ensuing year will take place. 


a - * 


Abe Segal of the General Office Furniture Company, 
932 S. Hill St., Los Angeles, was one of a number of 
Los Angeles businessmen who made a good will trip 
to Mexico City, October 20-November 4. Various Los 
Angeles businesses were represented 


« a 4 


Howard J. Mackin, partner in the American Cal- 
culating & Typewriting Service, 122 E. Seventh St. 
Los Angeles, announces that the Ace Bookkeeping 
Service of Pasadena and the Long Beach Calculating 
Service of Long Beach were recently merged with 
the American Calculating & Typewriter Service. With 
the addition of these two companies, Mr. Mackin 
states, it is now possible to serve both large and small 
firms thus greatly widening the scope of the service 
offered. 

William Clarkson, formerly with Ace Bookkeeping 
Service, heads the service methods department of the 
merged firm, while Dorothy Pinckney, formerly in the 
Milwaukee office of the company, has been transferred 
to Long Beach. 


* * 4 


The formal opening of the enlarged offices and 
stockroom of the San Francisco branch of the Charles 
R. Hadley Company was held on Friday, November 2 
The location is in the Monadnock Building, 681 Market 
Street. Among special guests were a large number 
of certified public accountants. A feature of the en- 
larged quarters is a fine meeting room for the use 
of accountants and their organizations 

The main offices of the company are at 330 N. Los 
Angeles St., Los Angeles, and going from Los Angeles 
to the San Francisco event were Ross Hadley, presi- 
dent: F. D. Barnhill, chairman of the board of direc- 
tors; R. R. Webb, executive vice president; and V. R. 
Youngquist, general sales manager. L. E. Field, South- 
western regional sales manager, was a special guest of 
J. R. Stewart, Northwestern regional sales manager. 

The San Francisco branch is the oldest branch of 
this company, it having been established in 1919. The 
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“CLIPPER 


OU can count on a satisfied customer every time you sell 

ACE STAPLING EQUIPMENT! That's why successful 
dealers from coast-to-coast invariably recommend “ACE”’ 
when they get a call for Stapling Machines, Staples, or Staple 
Removers. They know from long experience that ACE 
Machines give a lifetime of efficient, trouble-free service . . the 
kind of service and satisfaction that only correct design, finest 
materials, and watch-like precision can give! ACE makes the 
rOP QUALITY Stapler .. stock and feature the complete line. 
Be prepared to hand 'em an ACE no matter what price they 
want to pay! ACE Stapling Equipment has been sold through 
dealers exclusively for more than 20 years! 


VOU BUILD PROT \\D PRESTIGE AVI ACE! 

















HOW THE ACE PROCESS OF TREATING 
WIRE MAKES ACE STAPLES STRONGER 





FIGURE 1 FIGURE 2 


FIGURE 1 Shows o cross-section of an ALL-ROUND steel 
wire. Ace uses only premium, precision-mode, occurotely 
drawn-to-size steel wire 


FIGURE 2 . Shows the all-round steel wire ofter being 
treated by the ACE PROCESS. This gives moximum strength 
on the outer edge where it is needed most 














3415 NORTH ASHLAND AVENUE » 
WEST MONTREAL 


ACE FASTENER CORPORATION 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., 
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Your office will | 50 
be efficient, ; tny 
economical by 
and attractive . ae rwhen you select - 

the dealer who pe 
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Steelcase office furniture is engineered to give you the maximum of : 






efficient working space in the minimum of floor area. Steelcase features, 
such as standardized, interchangeable parts, permit convenience and Cai 
flexibility to job requirements which cannot be duplicated. And, Steelcase 
office furniture is truly beautiful in exclusive modern colors, new metallic ; 
finishes and matching upholstery and tops. Your local Steelcase dealer, the 
trained in efficient office layout, will gladly help you select the Steelcase 


equipment best suited to your particular needs. ( 


An 
Voy Look for Steelcase in the classified by 


section of your telephone directory. 
— ee oe eye K pal 


For new ideas in office planning, write for ‘Tooling Up Your Office’’ 
METAL OFFICE FURNITURE COMPANY, Grand Rapids, Michigan 


Busiriess fquipment r 
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company was started in Los Angeles in 1909. J. R. 
Barry is manager at San Francisco. 


° * - 


Severe damage was done to the Los Angeles branch 
of the Ames Supply Company, 777 E. Pico Blvd., by a 
fire of unknown origin which started on Thursday 
night October 11, apparently near the rear wall inside 
the building. The fire alarm was turned in by a 
neighbor who noticed smoke escaping from the build- 
ing. The major damage to the building, a new struc- 
ture of frame and stucco completed only last January, 
was to the roof most of which has had to be replaced. 
It is a one-story structure of approximately 5,000 
square feet 
chiefly to rubber goods, was con- 
siderable while tools, both in stock and in use, were 
also badly damaged. Machinery was not seriously 
damaged in any instance but had to be cleaned up 
after the fire 

In spite of the fact that utility lines were out tempo- 
rary connections were made immediately and business 
went ahead as usual the very next day, the needs 
of all customers being. supplied without delay. No 
estimate of loss has as yet been made and all repairs 
slated to be completed by De- 


Damage to stock 


are at this writings 
cember 1 

Frank R. Marshall is the Los Angeles manager for 
the Ames Supply Company. 


. * * 


Eighty-five attended the joint meeting of the South- 
ern California, Northern California, and San Diego 
Office Machine Dealers Associations held at the May- 
fair Hotel, Los Angeles, on Saturday, October 27 
Harold Mann, secretary of NOMDA, presided at the 
noon luncheon which drew an attendance of 75 per- 
sons. C. Elmer Anderson of the Anderson Typewriter 
Company, Pasadena, Glendale and Long Beach, acted 
as master of ceremonies at the evening banquet. Dur- 
ing the day there was a hospitality room open to all 
visitors. This was a feature of the gathering financed 
by the suppliers 

A topic under serious discussion at the business ses- 
sions was the organization of a statewide group. The 
thought in this would be a means of closer co-opera- 
tion and a better means of taking up problems 
peculiar to all three organizations. A great many 
favored the idea. The main thought in the gathering, 
however, was social, a means of getting better ac- 
quainted 

Among out-of-town guests were Douglas Fisher, 
president of the San Diego Association; Dick Buzzell, 
vice-president of the same association; Jack Hammond 
of Sacramento, president of the Northern Association; 
John Romano of Fresno, executive secretary and treas- 
urer of the Natio! and Ed Noakes, Sacramento, past 
president of the Northern 

Plans for the convention of the National to be held 
in Dallas next June are going forward rapidly, it was 
announced 

Three applican for membership in the Southern 
California Office Machine Dealers Association were 
announced. They are Claude Webber, Sr. of Glendale; 
Carl Kondo of C Kondo Typewriter Shop, Los An- 
geles, and Jack Heimer of Hi-Brand Office Machine 
Company, North Hollywood 

rhe ladies were entertained at an afternoon tea at 
the home of Mrs. E. E. Thornton. 


x * + 


C. J. Schubert, Jr., head of the Security Steel & 
Equipment Company’s agency, at 333 E. 3rd St., Los 
Angeles, announces a recent visit to the West Coast 
by C. H. Collinson, assistant to the president with 
headquarter Avenel, N. J. Mr. Schubert accom 
panied Mr. C to San Francisco, Portland, Seat 
tle, Reno and Lake Tahoe where they visited other 


agencies 


OFFICE APPLIANCES, December, 1951 





Demonstrate the EXTRA 
VALUE features—show the 
precision results. RONEO 


R°NES 


quality and the low RONEO 
price are on your sales 
force. 






Roneo sells 
for almost 


ee of most 


comparable 
machines 





PRINTING PRESS PRECISION 


RONEO multi-color press precision means 
savings. Reduces paper loss to a minimum 
and reproduction quality is worth raving 
about. For 2-color duplicating, RONEO 
cannot be matched. Colors strike in per- 
fectly. Demonstrate RONEO precision color 
work and watch sales rise. 


TOP-END STENCIL RELEASE 
@ LEAK-PROOF CYLINDER 

@ ECONOMY OPERATION 
20 SEC. COLOR CHANGE 
@ STREAMLINED DESIGN 


145 W. 57th ST. @ 


NEW YORK 19, N. Y. 
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aluminum 
chairs 


pay for themselves 


Good tools 


There is no more important tool in an office than the chair 
provided for the office personnel. Actually, the efficiency 
with which the employee operates the various office appli- 
ances depends to a great extent on the efficiency of the 
chairs in which he or she is seated. 


Provide proper seating and you gain important dollars- 
and-cents efficiency. Why not. buy chairs that pay their 
own way? Why not buy the best—buy FINE-REST. 


ALUMINUM SEATING 


17 $. CHERRY STREET * AKRON 8, OHIO 


Distributor AETNA SAFE CO., 46-50 W. 29th St., N. Y. 
“ METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
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JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH 


The many friends of S. C. “Pill” Pillsbury, Seattle 
Office Supply, Seattle, Wash., will be glad to know 
that he has said farewell to the hospital and is now at 
home recuperating from the head injuries suffered 
in his fall in Pendleton, Ore., several weeks ago 

A new TV set will help Pill while away his days at 
home and it comes as a gift from his many friends 
in the Golden State Travelers of California. A very 
gracious gesture and an indication of the high esteem 
in which Pill is held by our southern traveler friends. 

Pill’s yard is his great pride and joy and for the 
time that he will be unable to give it his loving 
attention the Oregon Trail Travelers have taken over 
and will attempt to maintain it as one of the best 
landscaped private residences in Seattle. 

The services of professional gardeners have been 
secured but should any traveler feel he possesses an 
especially “green thumb,” or is unusually adept with 
the lawn mower, he is very welcome to assist on any 
Saturday afternoon he feels so inclined. Line forms 
at the right, gentlemen! 


Many travelers are now regretting their failure to 
reserve the two late November dates as recently sug- 
gested by Bob (Eagle) Anderson, the current enter- 
tainment chairman of the Oregon Trail Travelers. 
Speak to any traveler who enjoyed the dinner dance at 
the Sand Point Country Club and the Stag Party at 
the Stewart Hotel and you won’t be numbered among 
the missing next year! 


Art Joy and Gordon Liefke of The Stationers, Port- 
land, Ore., invite all travelers with any new Christmas 
items to see them on their next trip to that city—they 
are building up a holiday inventory 


Dick (B. & P.) Zeisler was recently heard in Billings, 
Mont., wishing for a compass! His need therefore was 
to help locate Maynard Stationery as Dewey had moved 
four times since fire destroyed his former location. 

P.S. Dick finally located the new store at 2823 First 
Ave., N. 


When next you call at Port Angeles, Wash., you will 
find Tal Enger at Olympic Stationers. From Moscow, 
Ia., to Port Angeles is a regular Paul Bunyan stride 
but Tal was glad to make it to be able to return to the 
neighborhood of his first venture into the stationery 
field—Everett, Wash. 


We are glad to report that the Oregon Trail and 
Golden State Travelers afflicted in the recent epidemic 
of influenza are now fully recovered and back at work 
again. It seems that lockers now stocked with pheasant, 
deer and elk, have brought a sudden end to the 
epidemic! 


This is the final month of the year and as you have 
traveled the highways the past months many of you 
have been appalled at the accidents and wrecks you 
have either witnessed or read about. And the papers 
are mentioning that the “millionth” traffic victim will 
die this year. The following has come to hand and its 
universal observance would surely prevent there ever 
being a “two millionth” recorded. We pass it along 
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SERVICE 


Indexing Plan 


SIMPLEX 


indexing Plan 





Ya 


“ gi a ‘ 
“she’s' new here— she/ doesn’t know we have a 


A new girl reporting for work with a bloodhound on a leash is not as far- 
fetched as it may seem. The way some offices are thrown into an uproar in the 
search for important papers is enough to drive any secretary to take such a 
drastic measure. This makes a big market for you because secretaries know that 
office turmoil can be eliminated by changing-over to a Browne-Morse indexing plan. 
Although the demand for Browne-Morse Supplies is constantly growing, quality 
materials used in their manufacture are becoming more and more difficult to secure. 
So be sure to get your orders in early if you want your share of 
the business in the coming transfer season. 


Send for your copy of the Browne-Morse Filing Supply Price List 


Architects of Efficiency for America’s Offices 


Browne-Morse 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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what happened 
{0 youl, 
young flatly? 





You're really a sore sight for eyes. Smeared hands. 

Smudged face. Surely you're not raiding the jam pot at your age. 
We suspect that you came out the loser after a battle with 

old model spirit duplicating carbons. 


But, you know, it's really so much simpler an y 
cleaner when you use the new QUEEN . 0coat Spirit 
Duplicating Carbon Papers, now coated by an extraordinary 
process that safeguards your hands and clothing. 


queen ‘protect-o coat" 


Spirit duplicating CarDON PapeFs are perfect for long runs, 


insuring wonderfully sharp, clear copies. 
They're truly the year's most important aid to greater business efficiency! 


Ask your boss or purchasing agent to 


7] 
get some free samples of "protect-o coat 


available in flat sheets or master unit 
forms—plain or pre-printed. 





128 = Ave., Brooklyn Il, W. Y. 


Manufacturers of: 
INKED RIBBONS * CARBON PAPERS * MASTER UNITS © CARBONIZED ROLLS * SPIRIT & HECTOGRAPH DUPLICATING CARB 
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to you for what it worth and trust that you may find 
room for it among your “New Year’s Resolutions.” 


“PRAYER FOR MOTORISTS” 


ind and watchful eye, 





Grant me a steady h 


| That no man shall be hurt when I pass by. 
| Thou gavest life nd pray no act of mine 
May take away or mar that gift of Thine. 


| Shelter those, dear Lord, who bear me company, 
From the evils of fire and all calamity. 
Teach me to us¢ car for others’ need, 


Nor miss through love of speed 


The beauty of Thy world; that thus I may, 
With joy and courtesy, go my way. 
* > 


* 


“Out Where The Handclasp’s a Little Stronger” 





GRAMERCY FEATURES COOKE & COBB 
¥ e ice is Ge 





SEE 
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This interesting window display was recently made by the Gramercy 
Stationery Co., 284 Madison Ave., New York, N. Y., to exclusively 
feature the Cooke & Cobb Co.'s line of products. 














STATEMENT Ol rHE OWNERSHIP, MANAGEMENT, AND CIR- 
CULATION REQUIRED BY THE ACT OF CONGRESS OF 
ALGUST 24, 1912 4s AMENDED BY THE ACTS OF MARCH 
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Machine of 


American Business 
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The Friden Automatic Calculator \ i 4 

~ 
“thinks” its way through figure 
problems—to proved answers— 
with uncanny speed 
* 





Automatically 
it takes work 
out of figure-work 


@ Exclusive features enable the Friden to per- 
form more steps in figure-work without operator 
decisions than any other calculating machine 
ever developed. 

To business firms and industrial plants—large 
or small, and no matter how specialized—Friden 
brings amazing short cuts in payroll calculations, 
invoicing, percentages, discounts. It speeds 
through the figure-work of taxes, interest, inven- 
tory, engineering ... statistics of every kind. You 
have to SEE it to believe it! 

You and the Friden Man will discover impor- 
tant applications of Friden “figure thinking” in 
terms of your own business. 


@ Fiqwe ove aw Fridon — phone or write the 
Friden Man near you. Friden sales, instruction and 
service available throughout the U.S. and the world. 
FRIDEN CALCULATING MACHINE CO., Inc., 
San Leandro, California 


© Friden Calculating Machine Co., Inc 
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Points with Pride 
to America's Finest 


Office Chairs 





POSTURE CHAIRS 





No. 125 ‘Spring Back"’ 
5 ADJUSTMENTS 
1. Seat height. 

2. Back, 3” adj. 

3. Seat depth. 

4. Back frame angle. 
5 


Adjust tension of 
back. 


Relaxing ‘Spring Back"’ 
Cuts Fatigue. 





The resilient back, with 
simple hand adjust- 
ments gives true 
custom-built ease. 


No. 130 Men's ‘Spring Back" 
large roomy seat. 

Seat: 17” x 15”. Otherwise 
as 125. 


Arc welded . no bolts in the base leg con- 
struction to work loose. 


TYPISTS UTILITY ECONOMY MODELS 


America’s Greatest Values! 


No. 115 

Seat: 16142” x 13%.” x 2”. 
BFR. 

No. 118 

Men's Clerical Seat: 17” 
15” x 2”. BFR. Same style 
as 115. 


3” adjustable 
back. 


non-tilt 





Back post 
of Spring 
Steel for 

resilient back. 


iE 


- . 
“BFR” bonded ~ 


foam latex 
cushions. 


No. 90 Typists Seat: No. 91 Aluminum Base. 


Same as 115. Seat: Same as 115. 


Rilefovm CHAIR CO. Inc. 
435. OXFORD ST. PAUL 5, MINN. 
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Never Make the Second Mistake 


(Continued from page 23) 

the sole purpose of reducing the average price paid 
per share. The wise operators have a slogan “Cut 
your losses—and hold your profits.” 

Smart merchandisers in retail stores have learned 
that when an article doesn’t move at its price, the 
thing to do is to mark it down. If it still does not 
sell, reduce it further until final disposition is made. 

Shortly after the first World War Henry Ford, seeing 
the economic trend, made a drastic reduction in the 
prices of his cars. This action precipitated price re- 
ductions in all line of business. 

Many retailers were caught with great inventories 
of high-priced merchandise which could not success- 
fully compete with the new low-priced goods. Those 
who were smart enough to mark-down immediately 
maintained their volume, and began to operate at a 
profit again just as soon as replacements were made 
at the lower prices. 

However, some hesitated to reduce their prices, and 
tried to postpone their losses. This not only delayed 
the time when they were again on a profitable basis, 
but actually created many dissatisfied customers in 
the meanwhile 

One must get on a competitive basis as quickly as 
possible in today’s high tempo of competition. No 
businessman is in a sound position to compete with 
others when he is using equipment or methods that 
are not as economical as others which are currently 
available. Successful businessmen are constantly seek- 
ing better ways of conducting their business affairs. 
And they know that a loss made necessary by getting 
rid of inadequate equipment is much smaller than the 
loss caused by its continued use. 

Yes, forward-looking men make mistakes—but they 
“never make that second mistake of refusing to cor- 
rect the first one!” 





General Lamps Appoints F. L. Kasper 

William Cannon, sales manager of General Lamps 
Manufacturing Corporation, Elwood, Ind., manufac- 
turers of lighting fixtures for the office, recently an- 





e aie | * FLOYD L. KASPER 
ae. 


nounced the appointment of Floyd L. Kasper as sales 
representative in the Metropolitan Chicago area. Mr. 
Kasper will call on office equipment dealers and de- 
partment stores in his territory. 





Incorporate Office Supply Firm in Piqua 

The Miller Office Supply Company has been incor- 
porated in Piqua, Ohio, with 1,000 shares of $100 value 
par common stock and 250 shares of $100 value par 
preferred stock. Incorporators of record are Eugene 
Miller, Estelle Miller and Richard Miller. The sta- 
tutory agent is Eugene Miller of 803 Covington Ave., 
Piqua. The company will deal in office supplies and 
service. 
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Another Distinguished Model in the All-New BERGER 5000 Series... 
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. boss in the office furniture 7 id 


this Executive jpontecesiog esk—— 
CG Re the star of the all-new Berger 5000 S . ‘ 
Steel Desk and Table Line. we, 


This big and Waierse heabey is» Gaaiael 
man’s desk. And, it shows it in every inch! 











STEEL DESKS and TABLES Its each sagem 5 
FILE CABINETS it plana loan ofcetenl Wc 

right in the front office. 
STORAGE CABINETS Trim, concealed center drawer and extra 
BOOK SHELF UNITS cian, New ect taht alles 


to 304". New locking system assures 
= : convenient privacy. Companion ta 
secretarial and clerical desks make a 
matching ensemble. ‘ 
The all-new Berger 5000 Series is styled 
for ’51. It’s office furniture that spells 
success! It's an asset to dealer prestige. 
Berger is making every effort, consistent 
with governmental material costae”, 
to keep dealers supplied. ia 


BERGER MANUFACTURING DIVISION 
Republic micrt Hartaaysee ss et 
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POSTURE CHAIRS 





Points with Pride 
to America's Finest 


Office Chairs 
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No. 125 ‘Spring Back" 
5 ADJUSTMENTS 
1. Seat height. 

2. Back, 3” adj. 

3. Seat depth. 

4. Back frame angle. 
5 


Adjust tension of 
back. 


Relaxing ‘Spring Back"’ 
Cuts Fatigue. 


No. 130 Men's "Spring Back"’ =‘ The resilient back, with 
large roomy seat. simple hand adjust- 
Seat: 17” x 15”. Otherwise ments gives true 


as 125. 
Arc welded 


custom-built ease. 


no bolts in the base leg con- 


struction to work loose. 


TYPISTS UTILITY ECONOMY MODELS 


& 





Same as 115. 








Pe 


No. 90 Typists Seat: 


America's Greatest Values! 


No. 115 
< Seat: 16142” x 13%” x 2”. 
BFR. 
No. 118 
Men's Clerical Seat: 17” 


15” x 2”. BFR. Same style 
as 115. 


3” adjustable . . . non-tilt 
back. 





4 
Back post 
of Spring 

Steel for 
resilient back. 


| a; 


“BFR bonded 


foam latex 
cushions. 


No. 91 Aluminum Base. 





Seat: Same as 115. 


CHAIR CO. Inc. 


43S. OXFORD ST. PAUL 5, MINN. 
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Never Make the Second Mistake 


(Continued from page 23) 

the sole purpose of reducing the average price paid 
per share. The wise operators have a slogan “Cut 
your losses—and hold your profits.” 

Smart merchandisers in retail stores have learned 
that when an article doesn’t move at its price, the 
thing to do is to mark it down. If it still does not 
sell, reduce it further until final disposition is made 

Shortly after the first World War Henry Ford, seeing 
the economic trend, made a drastic reduction in the 
prices of his cars. This action precipitated price re- 
ductions in all line of business. 

Many retailers were caught with great inventories 
of high-priced merchandise which could not success- 
fully compete with the new low-priced goods. Those 
who were smart enough to mark-down immediately 
maintained their volume, and began to operate at a 
profit again just as soon as replacements were made 
at the lower prices. 

However, some hesitated to reduce their prices, and 
tried to postpone their losses. This not only delayed 
the time when they were again on a profitable basis, 
but actually created many dissatisfied customers in 
the meanwhile. 

One must get on a competitive basis as quickly as 
possible in today’s high tempo of competition. No 
businessman is in a sound position to compete with 
others when he is using equipment or methods that 
are not as economical as others which are currently 
available. Successful businessmen are constantly seek- 
ing better ways of conducting their business affairs. 
And they know that a loss made necessary by getting 
rid of inadequate equipment is much smaller than the 
loss caused by its continued use. 

Yes, forward-looking men make mistakes—but they 
“never make that second mistake of refusing to cor- 
rect the first one!” 





General Lamps Appoints F. L. Kasper 

William Cannon, sales manager of General Lamps 
Manufacturing Corporation, Elwood, Ind., manufac- 
turers of lighting fixtures for the office, recently an- 





| FLOYD L. KASPER 


a. ee ‘ 
nounced the appointment of Floyd L. Kasper as sales 
representative in the Metropolitan Chicago area. Mr. 


Kasper will call on office equipment dealers and de- 
partment stores in his territory. 





Incorporate Office Supply Firm in Piqua 

The Miller Office Supply Company has been incor- 
porated in Piqua, Ohio, with 1,000 shares of $100 value 
par common stock and 250 shares of $100 value par 
preferred stock. Incorporators of record are Eugene 
Miller, Estelle Miller and Richard Miller. The sta- 
tutory agent is Eugene Milier of 803 Covington Ave., 
Piqua. The company will deal in office supplies and 
service. 
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This big and bebleny:Meabey is a uakiae 
*s desk. And, it shows it i inch! 
STEEL DESKS and TABLES ies wUindastal’ eyo-condieet”salailaal op 
measures a full 78” x 39”— puts more 
FILE CABINETS 21 -sejense feencol ieieal: weckiag Main 
right in the front office. 


_” space between pedestals give leg room 
| BOOK SHELF UNITS aplenty. New lower 29” height adjusts 
to 3014”. New locking system assures 
” . convenient privacy. Companion table, 
secretarial and clerical desks make a 
matching ensemble. : 
The all-new Berger 5000 Series is styled 
for ’51. It’s office furniture that spells 
success! It's an asset to dealer prestige. 
Berger is making every effort, consistent 
with governmental material restrictions, 


to keep dealers supplied. 


BERGER MANUFACTURING DIVISION 
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gives yous: 


NEW 


FEATURES 


NEW 


PROFIT 
OPPORTUNITIES 


Check these new improvements designed to boost your 
Copy-rite sales and profits: 





om 
NEW STYLING... 
Modern, streamlined appearance greatly enhances the already 
big sales appeal of Copy-rite Liquid Duplicators. 
NEW AUTOMATIC MASTER LOCK... 
By merely turning handle in reverse you can open drum lock tc 
receive master copy. Turning handle in operating direction auto- 
matically closes lock and secures master ready for operation. 
NEW RECEIVING TRAY DESIGN... secae uate ania es ce 
Improved design and position of receiving tray provides better Just tell your customer 
paper stacking. endian aes aiiaie 
NEW IMPROVED PAPER GUIDES... ree | 
Simplified method of positioning to accommodate various widths of — C a 


paper stock. Better gripping of copy paper achieves more efficient 
poper feeding. 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 Cortland Street Chicago 14, Illinois 
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NOMDA News 


Continued from page 4 
association’s office machine industry national com- 
mittee. Nick Fucci, United Typewriter Company, Inc., 
Englewood, N. J hairman since the committee was 
formed, was forced to withdraw upon the advice of 
his physician 

The O.M.I.N.C the committee entrusted with rep- 
resenting the dealers of the United States before Gov- 
ernment agencle in the matter of controls. 

Members of the mmittee remain the same and are: 
Nick Fucci, Clarence Bush, Bob Randazzo, Charlie 
Meyers, Jim Sheehan, David Ligon and Ralph Archinal. 





Durham Office Machine Dealers 
Association Affiliates with NOMDA 

After recently completing the formation of the Dur- 
ham Office Machine Dealers Association of Durham, 
N. C., the charter members of the group have peti- 
tioned the national association for affiliation and have 
been accepted. The Durham Association is the 3lst 
local to become affiliated with NOMDA. 

President of the Durham Association is Wade H 
Myers of the Durham Office Supply Company, 105 W. 
Parish St. Servir with him are H. D. Wolfe of the 
Durham Typewriter Company, 205 Foster St., as sec- 
retary, and C. P. Rowe of the Rowe Typewriter Com- 
pany, 10342 W. Parish St., as treasurer. 

Other members f the original group are Frank 
Blocker of the Typewriter Exchange, 504 McMannen 
St. and E. M. Murdaugh of the Typewriter Supply 
Company, 418 Morgan St 

The action of the Durham dealers in banding to- 
harmoniously their problems and 


y 


gether to work 


o become a part of the national picture is very 
commendable,” ated Liston Jackson, president of 
NOMDA, when imenting on the new group’s action 
in becoming affiliated with NOMDA. “We are, of course, 
very happy they have so quickly united with us thereby 
promptly placin hemselves in a position to receive 
all the benefits that national membership provides 
We look for the Durham dealers to prosper and ex- 
pand their activities and memberships to nearby com- 
munities. NOMDA will do all in its power to assist the 
new group as it es all néw locals,” concluded Jack- 
Assisting in the formation of this local was the 
headquarters office of NOMDA and Jack Macon of the 
Atlanta Branch of Ames Supply. Mr. Macon made a 
special trip to Durham to assist the members of the 
new group and t ee that they started their activities 
’ } F right ‘ ; " 





Milo Harding Returns from European Trip 


Milo Hardin ident of the Milo Harding Com- 
f of duplicators and accessories, 


pany, manufact 


has recently returned to his Los Angeles home from 





10 weeks’ tour of the principal cities of Europe. 

Mr. Harding’s itinerary took him to Ireland, Scot- 
land, England, Norway, Sweden, Denmark, Holland, 
Germany, Belgi Switzerland, Italy, Spain and 
Portugal. The n trips were made by plane, the 
return home beilr via flight direct from Portugal 

The manufacturer found food in good supply in ail 
the countries except England and much gratitude 
was expressed by the people of several countries for 
the help extended by United States. The Italians, ac- 
‘ording to Mr. Harding, were especially appreciative 
if the aid they had received from this country. 
Flo-Ball Names Representative 

The Flo-Ball Pt Corporation has announced the 
appointment of A W. De Zur as its mid-western 
sales representative. Mr. De Zur is well known in the 
pen industry a has previously represented other 
leading pen companies in the same area. He will make 
his headquarté 3811 N. Hamlin Ave., Chicago. 
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HI-HAT 
Aandé- 


Rak 






Fills the growing need for extra 
closet space! Accommodates 30 
garments, 5 pr. shoes, at least 
10 hats. Sturdy 1’ heavy gauge 
steel tubing holds well over 
200 Ibs. Beautiful Hammertone 
Gray baked enamel finish, 
scratch-resistant chrome 
hanger-bar. Comes knocked 
down, assembles easily — all 
} wingnuts. When not in use, 
|_—-_—= : stores in space-saving carton 
—" Height, 72”; width, 42”; 


depth, 22”. Weighs 25 Ibs. 


P tae Handi-Rak shown (T-102) 
bt with 2 shelves 


one shelf, 
$24.00 LIST 
& 00 BIG DEALER 
List DISCOUNT 
Soe 


ES eo eT 
Se 
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Prices F.O.B. Phila., Pa. 


Handi-Rak 
(T-103) with 
3 shelves, 
$40.00 LIST 


[—— == 
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Coat- 
Kak 





—_C 4 
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America’s top i d “ 

# Beautiful 
costumer Ma polished 
value! 7 4 a'um'num 

vy hooks 
Gray, green, =a = securely 
brown with Re bolted with 
motching z handsome, 


rounded 


crackle base — 
chrome with 
black crackle 
base. A'l heavy 
gauge steel 
tubing with 


hex nuts 


New, improved 
base 


polished guarantees 
aluminum | absolutely 
hooks rigid position 
’ of ol 
Height 68”, pole 
base 14” dia., j 
weight 16 Ibs. 
. ars, 








14°" 


BIG DEALER 
DISCOUNT 








T wheenalters 


SALES DIVISION 














911 WALNUT STREET, PHILADELPHIA 7, PA.) 
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The Ad-Viser 


(Continued from page 35) 


To eliminate “waste circulation,” it is sometime 
wise to solicit requests for the catalog. This can be 
done in the newspaper, on the radio or by means of 
direct mail. The result will be that a minimum gf 
disinterested persons will get the book. It will filte 
out the “bad” ones, cut down your expensive distribu- 
tion and cut your production costs. 

It is also possible and effective to use one media 
to promote another. Many successful office appliance 
retailers, for example, will push their radio shows ip 
their newspaper ads. “Listen to our mystery show this 
Saturday night at 8 pm... .” Or, they announce 
on their radio show that their ad will appear in the 


newspaper. 

One medium should assist another. Extras should 
lift all your promotion. Every possible “promotion 
child” used must work together for the common good 
of the family . . . your business. 





Here is an excellent, yet inexpensive, mailing piece 
which stirs interest and sales appeal. It is from Globe 
Furniture & Stationery Company, Chicago. 

Printed by photo offset in sepia, this folder suc- 
cessfully accomplishes its purpose. When folded for 
mailing, the headline “Top Executives’ provides 





—_ Fe \ or Erecuilivre... 


Your 
'G8Nization Selec 

SPC! One of 
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Y RELAXING COMFORT AND HEALTHFUL POSTURE WITH THESE 
Ou CUSTOM FITTED POSTURE CHAIRS 


THEY BALANCE THE BODY BY BEING ADJUSTED TO YOUR 
PERSONAL POSTURE, THEREBY HOLDING YOU COMFORTABLY 
POISED FOR EFFORTLESS WORK 





enough curiosity to get the recipient to read further 
Second fold offers a simple, yet effective message with 
an appeal to the reader’s self interest and pride in 
his position. 

The center spread illustrates three chairs, silhou- 
etted for striking effect. The combinations of brevity 
of message, simplicity of layout and clarity of pictures, 
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Harter Model 65 
Executive Posture Chair 


iece 
lobe 


suc- 
for 
ides 


BIG OFFICE CHAIR BEAUTY 
| --.- POSTURE CHAIR 








WORKING COMFORT 


Here’s the size and luxury to please your most exacting and important 
customer. Yet, it’s a true posture chair with all adjustments to fit every 
individual. It’s the Harter 65 and it’s a quality chair with deep foam 
rubber seat and back cushions. Rich upholsteries, flawlessly tailored fit it for 
the finest office. Of course it has Harter all steel construction — 

which means it’s made so carefully it will continue pleasing your 
customer for a whole business lifetime. 


The Harter Model 66 has the same posture chair action as the 65 but 

has the less massive design needed for many installations. That's the beauty 
of the complete Harter line; it equips the dealer to sell every office. 
Harter Corporation, 1012 Prairie Avenue, Sturgis, Michigan. 








ith Harter Model 66 

in Executive Posture Chair © 
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- STEEL CHAIRS - POSTURE CHAIRS 
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The Seasons 
breetings and Hest 
Wishes to All 


Our Friends in 


the | rade 


JASPER, INDIANA 


MEMBER WOOD ofFFICE FURNITURE INSTITUTE 


woot 
OFT FUR) vee 
witirure 


OFFICE APPLIANCES, December, 1951 














all help to create a receptive atmosphere. Reverse 
blocks (white on black) add further interest. Large 
words make reading easy 

One possible improvement could have been made 
with the use of a more legible type face such as 
Bodoni or Caslon. However, the fine qualities of this 
mailing piece far outweigh this minor deficiency. 





Irving Sette! is a widely 
known authority on retail 
advertising, with 12 
experience in the field 
He is retail advertising 


manager of a large chain 


of stores and maintains 
close association with 
many outstanding retail 
organizations throughout 


the country 





Mr. Settel is also oa 
columnist and contributor 
of articles for several 
leading trade publica 
tions and an nstructor 


Retail Advertising at Pace College, New York 
OFFICE APPLIANCES is pleased to be able to present 
this distinguished expert. Readers are invited to submit ads 


and advertising problems for discussion in the “Ad Analyzer.” 











Old Town Appoints Five in Sales Division 

Five new appointments in the sales division of the 
company have been announced by Old Town Corpo- 
ration, Brooklyn, N Y 

E. A. Spardy | been named acting manager of the 
Pittsburgh branch of the corporation. Well informed 
about Old Town products, including spirit duplicating 
machines, Mr. Spardy will service accounts in the Pitts- 
burgh area, working under the supervision of E. °C. 
Talbert, manager of the central sales division. 

W. L. Aston, Jr., has also been appointed to the Pitts- 
burgh sales force, and J. R. Koretz, formerly employed 
in an office management capacity, is joining the firm’s 
Boston office as a sales representative 

The two othe! ppointments are those of R. W. 
Trenkle, as sale representative in the Los Angeles 


branch office, and of J. G. Darcy to the firms’ metro- 
politan sales division staff 

eer Trenkle, whose territory will include southern 
California, Arizona and New Mexico, has a wide knowl- 
edge of the carbor ind ribbon field, and received his 


li x machines and spirit supply sys- 
tems work from Bryle D. Weber, manager of the Old 
Angeles. 





Suffolk, Va., Firm Holds Open House 
The Suffolk Office Supply Company, Suffolk, Va.., 


} 


recently held open house on the occasion of the silver 


anniversary of the mpany, and the opening of new 
quarters at the rner of W. Washington and Sara- 
toga Sts 

The present management, Ethel and Jack Shryer 
bought the busine on New Year’s Day, 1926, from 
the late Lewis G. Brothers, by whom Mrs. Shryer had 
been employed for 10 years 

Suffolk Office Supply now handles office and school 
suppli office furniture, drawing supplies and so 
forth, and has sales and service department for 
Und od and machines. Plans will soon 
be pleted lending library and hobby shop 





New F Firm Opens in New York City 


4 new busins the Adler Office Supplies, owned by 
Emil Adler, has opened at 1472 Broadway, New 
York, N. Y 
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/ CARBON INTERLEAVED \_ | 





if you need complicated carbon-interleaved forms of any 
size or combination of sizes to speed up distribution of infor- 
mation, cut down clerical errors, reduce your record-keeping 
costs . . . call on Federal! We design and print forms to 
solve your every business problem. 


Federal forms are precision-printed on the fastest, most 
modern machines available. Federal service is prompt. Fed- 
eral prices are attractive. Ask us to quote on your next job. 


Some Federal Specialties: Multiple carbon forms . . . 
carbon - interleaved state- 
ments... voucher and pay- 
roll checks . . . forms requir- 
ing spot carbon or die-cut 
carbon... business machine 
forms! 


FEDERAL 


business Prowucrs. we 9 GOLD ST. , NEW YORK 38 * CO 7-8850 
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COMFORT- 
CONTROLLED 


MOTION 


Free and easy” is one way to 


describe the feeling Collier-Keyworth Chair 


Controls give through their patented “Equi- 


Balanced” action. An exclusive, outstanding 


Collier-Keyworth feature, ‘it always assures 


smooth-tilting, comfort-controlled motion. 


For all-steel, revolving chair controls 


carefully constructed for long-wearing 
z D 


satisfaction .. . 


ultra modern in design .. . 


buy Collier-Keyworth! 





| | 3 
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Passed Away 


William H. Foster 
85, chairman of the board of directors of The Genera] 
Fireproofing Company of Youngstown, Ohio, died Octo. 
ber 18, mourned by many who had long regarded him 
as one of the vigorous and outstanding personalities 
in the steel furniture industry. 

Mr. Foster was born in Schuylkill County, Pa., Octo: 
ber 4, 1866, the son of David and Jane (Clark) Foster, 


THE LATE 
W. H. FOSTER 





He was educated in the public schools of Elmira, N. Y, 
and at an early age commenced the struggle of busi- 
ness life. 

His first occupation was that of a clerk in a shoe 
manufacturing concern in Elmira. But he loved steel 
better than leather and thus it was that the young 
Foster, while employed in the shoe factory, devoted 
his evenings and noon hours in selling wire nails and 
fencing. His success attracted the attention of the 
Salem Wire Nail Company, who employed him as a 
traveling salesman. His advancement in the ranks was 
rapid but in two years he resigned to become eastern 
sales manager of the Falcon Iron & Nail Company of 
Niles, Ohio, with headquarters in New York City. After 
spending a couple of years in the East, Mr. Foster 
was elected secretary of the firm, where he remained 
until these interests sold their works to a subsidiary 
of the United States Steel Corporation 

During this period he became interested in a new 
process of galvanizing sheet iron and steel and formed 
the New Process Galvanizing Company of Niles. It 
attracted the attention of the Youngstown Sheet and 
Tube Company, with which it was merged, and Mr 
Foster became secretary and general manager of sales 
of the latter company. 

It was then that Mr. Foster suffered a serious relapse 
in health and spent some time on a farm he owned 
near Newton Falls, at the same time retaining some 
of his business interests. Mr. Foster built the plant 
for the Diamond Brick & Tile Company and became 
its president. He also served at one time as president 
of the Independent Telephone Company of Seattle, 
Wash., until he merged it with the Pacific Bell Tele- 
phone Company 

In 1902 Mr. Foster helped found The General Fire- 
proofing Company and became its first secretary. In 
1910 he became vice-president and general manager 
and in 1912 president. He held this post until he was 
relieved in 1928 of the heavy duties of president to 
become chairman of the board. He was still a leading 
personality behind the drive which had carried G-F 
to a commanding position in the steel office furni- 
ture industry 

Up until the last Mr. Foster reported almost every 
day at his office, where he kept up an intensive cor- 
respondence with people throughout the nation. 

The decedent had a particular love for the farm. To 
him. his land was a retreat from the cares of the 
office and the raising of fine horses, cattle and other 
livestock as well as the growing of grains for their 
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For better bu ess living 


Commercial Office Equipment 


IMVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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ou can be a Santa Claus 


TO YOUR CUSTOMERS AND YOURSELF! 






No doubt all of your cus- 
tomers are faced with the 
task of keeping lists of 
some kind. So this Christ- 
mas why don’t you bring them the solu- 
tion to all their listing prohlems? Be a 
Santa Claus . . . recommend Add-a-line 
Strips, the quick, easy way to keep up-to- 
date lists. They'll be grateful for Add-a- 
line’s efficiency ...and you'll give your- 
self a present—sizable profits. Victor Book 
Visible makes a fine housing for small 
lists, and is available in many sizes to 
handle Add-a-line Strips. Prompt delivery 
can be made of both the metal or pyroxy- 
lin bound books. 


VIC. TOR, 
SF, 


t 


Add-a-line fe Book Visible 





ie 





Add-a-line Strips are available in three 
lengths and four exposures. Strips chain 
together quickly and easily. Any strip can 
be moved or replaced without disturbing 
the order. 

By means of the pocket adapter, Add-a- 
line can be used in 8” wide visible pockets. 
Two rows of 3” strips or one row of 5” or 
8” strips may be used in any of the four 
exposures. 

For maximum capacity, an 8!/"x 11" 
holder sheet is suggested. These sheets are 
punched with 7 holes and may be used in 
ring books or indexed with Mak-Ur-Own 
Tabs and filed in folders. 


WRITE FOR FULL INFORMATION 
AND A PROFITABLE CHRISTMAS 
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feeding was a challenge just as was the closing of an 
advantageous business deal. 

Along with his agricultural and business interests, 
Mr. Foster was a great sportsman and he had won 
trophies with his fine saddle horses and as a golfer. 
He had made many trips to Europe and all over the 
United States and could tell what train left from 
what station in all of the larger cities of the country. 

During recent years he had retired from many of 
his active business affairs, but he had served as a 
trustee of the Youngstown Community Corporation, a 
director of the Realty Security Company, the Maho- 
ning National Bank, the First National Bank, The Gen- 
eral Fireproofing Company, and the Ohio Edison 
Company, all of Youngstown, the Trumbull Steel Com- 
pany, Warren, Ohio, and the Ohio Leather Company, 
Girard, Ohio. He was a member of St. John’s Episcopal 
Church 

In 1892, Mr. Foster married Miss Josephine H. Orr, 
who died in 1948 after a long illness. 

Mr. Foster leaves one son, Willard Foster of Boston, 
and four daughters, Mrs. Lemuel Wick of Delray 
Beach, Fla., Mrs. David B. Carson of Warner Rd., 
Hubbard, Mrs. Fred J. Kapp and Mrs. John W. Smith 
of Youngstown. There are five grandchildren, Jack 
Parker of Hubbard, Ted Bray, Mrs. Richard Wick and 
William Foster Smith of Youngstown and Charles 
Wick of Delray Beach, Fla. There is one great grand- 
daughter, Sally Barnhisel Wick of Youngstown, and 


a sister, Mrs. Thomas F. Gilliam of Wilkes-Barre, Pa. 
> > = 


“Like one who draws the drapery of his couch about 
him and lies down to pleasant dreams,” William Foster, 


after 85 years on the great adventure, with the after- 
noon of life as pleasant as its morning, reached jour- 
ney’s end 

His achievements were many, outstanding among 
them being the affectionate title of “Grandpa,” won 
by the good will he manifested for his many fellow 


ness of which he was so long the 
chief, for fell tizens and for extensive acquaint- 
ances in the steel and office equipment industries. 
Those who kne the heart and hand of William 
Foster will thini him as inspired by Micah’s ques- 
tion—“What doth the Lord require of thee, but to do 
justly and to love mercy and to walk humbly with 
thy God.”—EJ 


workers in the 


+ 
Charles Coons Carpenter, 
73, of 721 Sheridan Rd., Evanston, Ill., formerly vice- 
president of Wilson Jones Company, died November 4 
in Evanston Hospital, Evanston. 
Mr. Carpenter was president of the old Twinlock 


Company which was sold to Irving Pitt. Later, he 
helped to organize the Tatum Company, which suc- 
ceeded the old Samuel C. Tatum Company. The Tatum 
Company specialized in machine bookkeeping systems. 


It was after Wilson Jones Company purchased the 


Tatum firm that the decedent served as vice-president 
In recent yea! Mr. Carpenter lived in Evanston 
His winters were usually spent near the old Alabama 


home of E. Y. Horder 
Surviving are the 
ford Carpentel 


widow, Ellon, and a son, C. Brad- 
Lima, Ohio. 

+: - - 
James N. Feeley, 
service manager and one of the best known and most 
respected of all the men associated with R. C. Allen 


Business Machines, Inc., died October 23 after a long 
illness. He was 63 years old 

Mr. Feeley joined Mr. Allen in 1931 as one of his 
three original iates in R. C. Allen Business Ma- 
chines, Inc 

Prior to that time, Mr. Feeley had spent many years 
in the office machine industry, first with the Reming- 


ton Company 1d later in sales and service work in 
New York with the Adding Index Company. 
During his early years with Mr. Allen, he often acted 
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In these chairs too. . . 
JASPER SEATING CO. 


Show unmistakable evidence 
of outstanding chair craftsmanship 





No. 400 


Pictured hete are two num- 
bers from our No. 400 line 
—No. 400 and No. 401. 
Your customers can always 
bank on these chairs . . 

they’re always right where 
sturdy, rugged seating 
needs must be filled. 
They're really built to “take 
it’. Fair price. Comfort. 
Quality Construction and 
Finish (quartered oak, wal- 
nut and mahogany finish 
on Northern Birch). There's 
always an ample measure 
of these qualities in Jasper 
Seating chairs. Jasper 
Seating Co. builds a chair 
for every commercial use. 
Dealer induiries invited. 





No. 401 


Send or information... 





JASPER SEATING COMPANY 
JASPER « INDIANA 








/// 


SURERDEX 


TRAODE MAR K 


THE QUALITY LIME OF FILING SUPPLIES AND GUMMED SPECIALTIES 


SUPERDEX 

















TRANSPARENT 


NON LNFLAMMABLE 


INDEX TABS 


8Y THE F007 





THE WARSHAW MFG. CO., INC. 


1MaAtTH ST. CROOKtLYU od wy 





as assistant to the president, particularly in helping 
to establish foreign dealerships. 

Widely known by dealers everywhere, Mr. Feeley at- 
tended to business matters not only throughout this 
country, but all over the world. During World War II, 
he devoted his energies to the company’s war produc- 
tion, and when reconversion came, he was permanently 
stationed in Grand Rapids, Mich. 

Noted for his cheerful, likeable personality, his keen 
wit, and his sunny philosophy, his passing brought 
shock as well as a deep sense of personal loss to all 
who knew him. 

+t + + 


William Hoge, 

manager of dealer sales for The General Fireproofing 
Company, died in the early morning hours Saturday, 
November 10, at the age of 67 years. His residence was 
at 443 Madera Ave., Youngstown, Ohio. 

It was only a few months ago that this colorful 
figure in the industry received an honorary member- 
ship in the National Stationery & Office Equipment 
Association, something of which he was very proud. 

He started in the office equipment field 45 years 
ago, first with T. H. Payne Company, Chattanooga, 
Tenn., and then with Foote & Davies, Atlanta, Ga. 
From this firm in 1914 he went to Browne-Morse Com- 
pany, traveling in the Southeast. After a connection 
with Wilson Jones Company, he joined The General 
Fire-Proofing Company January 1, 1925, in charge of 
supply products. In 1928 he became manager of 
dealer sales. 

Born October 29, 1884, at Sale Creek, Tenn., he was 
the son of F. J. and Catherine Brown Hoge. The 
Hoges made their home in Chattanooga, before going 
to Youngstown. 

Surviving are the widow, Daisy, and a daughter, 
Catherine Matthews, of Davenport, Iowa, where she 
operates Buyers Office Equipment Company; and a 
brother, A. B. Hoge, of Chattanooga. Burial was at 
Chattanooga Tuesday, November 13 


+ - - 

Samuel McNutt Ross, 
70, of 410 Lee St., Evanston, Ill., died November 4 in his 
home. He was assistant secretary and auditor of the 
Seng Company, furniture hardware manufacturers 
well known to this industry. He was a member of 
the board of the Chicago Bowling Association and a 
life member of the Art Institute. 

Surviving are the widow, Edna; a daughter, Mrs. 
Grant E. Blum; a sister, Mary, and one grandson. 


Tr fF § 
Harry Eliot Smith, 


66, of 21 Glenside Rd., South Orange, who was head 

of the H. E. Smith Company of Newark, N. J., manu- 

facturers of stenciling and mimeographing equipment, 

died recently. His widow, Mrs. Lynda C. Smith; a son, 

Harry C. Smith and a sister, Miss Sara Smith, survive. 
So Se 


Frank J. Costello, 
51, president of the Weber Costello Company, school 
supply firm in Chicago Heights, Ill., died October 20 
in Colorado Springs, Colo. 

Surviving is the widow, Mabel M. 


+ bt + 
Gleeson Murphy, Jr., 


who served as president and general manager of the 
Murphy Chair Company, Owensboro, Ky., from 1940 
until February 1951, when he entered the office desk 
business, was killed in an automobile accident in 
October. 

He continued with the Murphy Chair Company as 
a member of the board of directors and his knowledge 
of all phases of the business will be keenly missed. 

Mr. Murphy was active in both community and in- 
dustry affairs. He served as president of the Owens- 
boro Chamber of Commerce, vice-president and 
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A Compliment to Men of Decision 





\\ 


When we designed The Georgian we had YOU in mind— 
a desk that will prove a worthy working companion—a true helpmeet to ease 
the tasks of the day—and in addition we have provided the 
MEMBER 


other accessories of an orderly routine to complete the group, as well 


as the atmosphere so necessary to a man of decision. 


The beauty of The Georgian is no accident of design. The desk and each piece 
of the ensemble is a masterpiece of selected, figured butt walnut—so pleasingly 
BETTER DESKS matched and yet so surprisingly different. You will wonder how such 
ARE MADE OF WOOD perfection can be obtained for so little. 
Good dealers will recognize The Georgian as another Myrtle opportunity 


to maintain their leadership. Place your order now for an ample stock of 


The Georgian Group, No. 8500—just as pictured here. 


MYRTLE DESK COMPANY 


SY 6) HIGH POINT e¢ NORTH CAROLINA 
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“NN SPACE SAVERS FOR ALL STORAGE PURPOSES 
dite 
S NAA 


Seasons Greetings 


Co our goon friends everywhere, we extend cordial greetings and sincere 
good wishes for a happy holiday season and a prosperous New Uear. 
Your patience, courtesy and cooperation has helped us over numerous 
rough spots during the past year and made our job a little easier for 
which we are sincerely grateful. 

For the new year, we pledge a continuation of the high quality, depend- 
able service and careful workmanship that has in such a large measure 
contributed to the successful growth of our business. 











Shipped set-up 
and ready to 
sell. Modern 
gray or olive 
green baked 
enamel finish. 


LITERATURE AND PRICE LIST 
AVAILABLE ON REQUEST 





Storage equipment for the office Storage equipment for the factory 


TEEL E PME ANY, INC. 
KEYSTONE tcitoanb sinters PHILADELPHIA a1, PA: 
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director of Associated Industries of Kentucky, and 
director of the Southern Furniture Manufacturers As- 
sociation. He formed the Murphy Development Com- 
pany to develop residential areas in Owensboro. 


kok 
Robert |. Thornhill, 


66, died October 20 at the Menorah Hospital, Kansas 
City, Mo. He had been ill since his retirement two 
and one-half years ago as salesman with the Joseph 
Dixon Crucible Company. Mr. Thornhill served this 
company for 35 years 

The decedent was a veteran of World War I. 

Surviving are the widow; a son, Robert L.; and a 
sister, Mrs. Joe Reardon, St. Louis. 





Royal Names Hart Southern Sales Manager 

J. D. Farr, office machine sales manager for the 
Royal Typewriter Company, Inc., has announced the 
promotion of V. A. Hart, St. Louis district manager, 


to the post of southern sales manager. 
The new souther1 


ales manager started with Royal 


V. A. HART 





the Sioux City office in 1935. In 1937 
he was selected to manage the St. Louis office. 

In his new position, Mr. Hart will be responsible 
for sales activities in all of Royal’s southern branches. 
His headquarters will be at 342 Peachtree St., N.E., 
Atlanta, Ga 


aS a Manager ol 





Amberg Representative Ils Named 
Charles J. Cordray has been named sales representa- 
tive by the Amberg File & Index Company. He will 


CHARLES J. CORDRAY 





cover the state f North Dakota, South Dakota, Kan- 
except the city of Omaha. 
Mr. Corday has been selling office supplies since 1938. 





Tell How to Seek a Government Contract 

a A brochure titl If You Want To Do Business With 
The Government” is offered by the U. S. Government 
Advertiser, free harge, to anyone writing to that 
publication at Eleventh St., N. W., Washington 4, 
a.C 
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Season's Greetings 





CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“FINEST QUALITY ALWAYS” 





THE COMPLETE LINE 
Stands the Test of Time 


MANUFACTURED BY 


H. M. STORMS 
COMPANY 


STORMS BUILDING 
BROOKLYN 16, N. Y. 
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National Business Show 
(Continued from page 53) 
M 






their 
similarity 
is only skin 


deep! 














We don’t suggest a “Bite Test’ .. . M 8.4 : aS sayen i il ~i Men | 3 
but we do urge the BUY TEST! Monroe, Donald, } fstries, — Schiain, “M.H.. Business Furnitu 
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SURE !— There’s a lot of extra dollars . = Wet : ” ep ws : Nee Je : N: e . 
in “SPECIALS” if you can deliver By gy’ R a "Bar William Burton, Willion 
just what your customer wants, when é nard eH. F den Calculat Z : 


he wants it—at a reasonable price. DESCRIPTION OF EXHIBITS 

Following are brief references to individual displays, 
‘ : : as well as the names of those in charge or in attend- 
Of utmost importance in handling or Ae 


° . . Addicaico Cor of America, New York, N. Y trated wa 
this type of business is your manu- ' Addical a oe 2 bote ehtk aeniell 
facturing source. First in importance ibd Wading Gu. tha. Mar Oak UM, VnRdiled es Oe oe 
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special machines expensive dies, jigs with @ perman M is 
T } } T Tit any 3 3 | 
and attachments. nd made by the American Tape Print 
American Automatic Typewriter Co., Chicago 22, III ist were 
tic t ; tt writing equipment Mode . ; aver 
SELL’S Special Department heneiicen Revheunan Co Chicago 6, Ill 
is the answer. 5 : eg ae Be 
. American ~ sar vin Equipment Co ; Chicago i4, | Ar 
4 t f ny yt “ € e 
QL CORPORATION ek Se paeinn, Sree ee om, bo eee om 6. 
500 SOUTH CLINTON STREET  CMICAGO 7. ILL eee Se ie ee ee ee See ee ee 





Ma A WARASSE ? 53 65 Russel! Ernest Baum, Inc., Philadelphia 6, Pa.—Exhibited here were fold 
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BP pe flea 
NT\ YOU SELI 
“AUTOGRAPHS” are your permanent “point of 

= use" salesmen. Prominently mounted on all equip- 
Ps sas: ment you sell and service, “AUTOGRAPHS” 
immediately project Your store name into your 

customers’ offices. “AUTOGRAPHS” will sell new 


equipment and resell the old . . . perpetually and 
profitably. “AUTOGRAPHS” are individually 
designed for you . . . brilliantly lithographed in 


red and black on chrome metal. Adhesive backed 
for easy mounting, too. Order 100 or more in 
either of the two sizes illustrated. 


f 
f7 OTe re 
— we eee oe eel 

35 * ayvt 











WRITE 
today on your business stationery for samples and 
descriptive literature. 


* REGISTRATION APPLIED FOR 
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Z Desks 


orthy of the Name 








tay 


| «Eachus ed ky COMMERCIAL FURNITURE COMPANY 
manufactured by 2739 WEST CHICAGO AVENUE CHICAGO, ILLINOIS 


Bem ©~RA-sPemE Grr FOR BN Y 





Kytra-Special 


O ¢€ CA S$ I ON 





TANLEY 


eye STANLEY LOUNGE CHAIR AND OTTOMAN NO. 1300 
Wh ) This superb lounge chair and matching ottoman 
CT¢ are sure to please your best customers. Finest top 
Th Kost grain leather. Solid mahogany, oak, or walnut. 
C (; ‘ Hand-tied coil springs. Designed for comfort and 
Keoms beauty. Write for prices. 
STANLEY MANUFACTURING COMPANY 231° North Main Street 


FORT WORTH, TEXAS 
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this sells 
every time 
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WNL e) 


DRAFTING 
EQUIPMENT 










STEEL 


CONSTRUCTION 





Stee! Base Adjustable 
Drafting Tables with 
Selected Soft Wood 
Tops made in 4 stand- 
ard sizes 


Sectional Planmaster 
Filing Cabinet in Sta- 
cor's exclusive ‘‘All- 
Purpose’ design made 
in 5 and 3 drawer units 
—in 3 standard sizes 





The most durable steel construction, the most prac- 
tical modern design, the most economical in cost. . . 
that's STACOR, the drafting room equipment which 
dealers find the easiest and most profitable to sell. 


You'll get the BEST sales results when you feature draft- 
ing equipment in STEEL by STACOR! 


Write today for illustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
770 East New York Ave., Brooklyn 3, N.Y. 
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Attention Diebold Dealers / 


a treasure chest of promotional 


aids are heading your way 
for building sales in 1952 


| ebold 


(aulon Z, bhi 
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HOLLAND. MICH. 





A complete line 





of wood office desks 
and leather furniture 
that will merit 


your selling efforts. 


No. 15-C-2 Desk 52 x 32” No. 900 Chair H 34” D 19” W 1912” 


For particulars or literature, write .. . 


- Worden Company 


200 East 17th Street, Holland, Michigan 
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BI92E ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


G pret! — 


GRAYTONE 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 
LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 














B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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in every office and lounge 


Two aluminum accessories that 


are functional as well as beautiful 


PROMPT DELIVERY ASSURED 


No. 17-C All-Aluminum 


Costumer 
Durable 14” diameter base, heavily 
weighted. 112" diameter upright. 


4 double hangers with finished pro- 
tective knobs 


No. 56-S All-Aluminum 
Sand Urn 


Height 20”. Top tray: 14” diameter, 
3” deep. Removable to permit stor- 
age of extra sand in bottom of urn 
Heavily weighted base — 12” in 
diameter 





SEND FOR INFORMATION TODAY 


VALCO COMPANY 


1311-15 ANN AVE., ST. LOUIS 4, MO. 
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A Chair Designed to Make History — 






NEW 


TABLET ARM CHAIR 
that FOLDS 


Will make its mark as one of the most 
useful adjuncts to portable seating ever 
devised. 

This FOLDING TABLET ARM CHAIR 
is just the thing for... 











No. 2317-WTA 
Doubly Reinforced 





TAKING DICTATION, MINUTES, NOTES, ETC. . : 
The Arm is an integral part 


Steel Frame with Ply- 
ened Head aaa Ga STAFF MEETINGS of the chair—NOT AN AT- 
Wood Arm Available Folds GROUP DISCUSSIONS TACHMENT. It may be ad- 
fe. to 3” thin TEMPORARY SEATING AND WRITING justed to several positions— 
stered FACILITIES 1) Raised upright to permit 
Rubber Feet Prevent EDUCATIONAL PROGRAMS. free ingress and egress. 
ors an arrin 
, ° 2) Completely lowered to 
Write for Folder, Prices and the side. 
The Only Folding Chair of “J ’ 3) Folded flat against the 
its Kind anywhere Delivery seat for compact storage. 


CLARIN MFG. COMPANY 





















4640 W. Harrison St., Dept. 33, CHICAGO 44, 


—__jstmas Gift 





























For every home 
For any office 


. Sentry Safes 


Sell SENTRY SAFES for Christmas. An unusual gift that 
fills a need in virtually every home or office in your com- 
munity. As a gift suggestion it will be welcomed by your 
customers. You're not only selling priceless protection for 
valuables, papers and cash, but a gift that will save the 
inconvenience of safe deposit boxes and possible tragic 
loss from fire or theft. Every home or office needs this pro- 
tection. Capitalize on selling SENTRY SAFES as gifts and 
reap amazing profits. 









@ Government restrictions limit 
the production of SENTRY SAFES 


BRUSH-PUNNETT CO. 
ORDER NOW FOR CHRISTMAS SALES ¥i)\| ie 


sates 3045 WEST AVE ROCHESTER 11,.N.Y 
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Another idea in the lne.... 


THAT PRODUCES REPEAT SALES! 


80 TAKES ADJUSTS 
WATTS { MINIMUM J ALL J 
LIGHT « SPACE «¢ OVER. 


Ideas produce repeat sales and here’s 
a honey! 


A small scale adjustable desk lamp 
giving an unusual amount of light (80 
watts) and priced for volume. 


For the home AND office — For the 
executive AND student — Even doubles 
as a T.V. lamp. 12” long shade takes 
TWO standard tubular 40 watt incan- 
descent bulbs. Finished in General’s 
new all-climate, satin smooth “Platinum 
Mist” (gray with the rich silver cast) 
with contrasting base and shade trim. 





No. 858 Platinum Mist with Brass Fin 
Trim $12.96 Ret.” 
No. 859 Platinum Mist with Red Trim $12.96 Ret 
(*Slightly higher in West) 





— 
The “Correspondent” ——<a 


A & 
as a a a 
ae ea / 
OVER 50 YEARS OF LIGHTING SERVICE SINCE 1896 Le ener l a 


— MFG. CORP., ELWOOD, INDIANA 















arentio™ 


= 
CtNemay Commands 








NEW 
FLUORESCENT 


TECHNYSCOPE 
















4. The Lighting Unit 
can be purchased 
Plilemr lee laelcemmcemr ti 
metal TECHNY 
NG. @) 5) 5 
[he Lighting Unit 
and its ,component 
parts, if” used with 
fa I LOV 60 cy 
iS guaranteed for a 
period of one year 
Each Lighting Unit 
has the Underwriters 


lab. label 


lhe Lighting Unit 
entirely enclosed 
oss of light, and 
parts are fully 
within a 


writing 
stencil ts 
evenly 


‘dele 


stencil 






$35.00 
COMPLETE 






TECHNYGRAPH CO TECHNY, ILLINOIS 
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Weary, dog-eared folder tabs are difficult to read — offer a quick and simple remedy—just slip a strip in- It's just as easy as ordinary labeling — it makes worn 
quickly become a nu nce to office personnel. to a typewriter...type the headings... and stick them folders as good as new gives long-lasting triple 
Dennison new Reinforced Tab Labels ........ over the old folder tab. strength to new folders. 


Reint k Is 
! Reinforced File Folder Tab 
NEW! Reinforced File Folder Tab Labels 
Here’s what istomers should know about Dennison 


Reinforced File | ler Tab Labels: 





@ Make worn folders as good as new. 
@ Reinforce new folder tabs while labeling. 
@ Form a triple strength tab for long wear. 
@ Ready to use in easy-to-type strips. 
@ 8 rs for easy subject classification. 
@ Fita cut folders. 
@ No ridges to catch on papers. 
Advertisements now appearing in Office Management and 





Equipment and The Office are telling your customers about 
these labels 








— 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUS!- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 


NEW 


Handsomel y 
Illustrated 


CATALOG No. 96 


and 


‘Price List 









RASTEWART 


& COMPANY, inc. 


EAOMPLUEN T0101 40): A 


i Ma . Ferguson were in attenda 


U. S. Armed Forces.—T} exhibit showed how the weather 
inion ¢ management techniques: the newest armed forces 
3 portabie juc sting srried n @ 4 3 
sf nc @ recruiting rvice pbootn fo give formaftic adour the 
United Nations.—On display here were United Nations put 
nterest to business executives, ecor and statisticians 
Varigraph Co., Inc., Madison, Wis.—The Varigrar 


Jispiay neadings 


from one templet was showr 


wh k numerou ze etters 


VR we harage of the booth 
Visirecord, Inc., New York 17, N. Y¥.—On display w é t 
é l ’ ; ncluding the I-leve ; A st 
the Visiriter hand operated addres 3 machine. J. J. M 
Wassell Organization, Inc., Westport 90, Conn.—f T 
‘ nand  Entantile dest plit-tier models a 
” ” R c Watts wa harge, a ; by the gle 
Weber Addressing Machine Co., Inc., Mt. Prospect, Ill ° 
we th jel A-2 ad 3 machine, also tt ’ K T af 
Sh for the w ew 
which 3 3° 
f gu ed par 
h Weber, pres t, and John D. Hawk 
Webster-Chicago Corp., Chicago, I!I.—Disr “ 
rs, tape recorders, dictating a 6 g ma j 
ymplif snd record changers. The xhibit wa 
Corp F w 
A Kurt Re "0 





Plan Brand Name Award Competition 


The Brand Names Foundation for the fourth con- 
secutive year has announced competition for the 
“Brand Name Retailer of the Year” awards, these to be 
given. for national leadership in presenting famous 
manufacturers’ brands to the public during 1951. 

Twenty plaques and 80 certificates of distinction 
will be presented in 20 fields including office machines 
and stationery. 

The reason for these awards, made by a non-profit 
organization, are declared to be two-fold: first, to give 
public recognition to America’s most alert, progressive 
retail stores in their local communities and through- 
out the country; and, second, as a means of bringing 
the outstanding job these stores are doing to the 
attention of business and the trade. In this way, the 
Foundation hopes to encourage more of the same 
kind of effective brand education by more retailers. 

A store’s nomination is entered when the nomina- 
tion form is completed and received by the Director oi 
Retail Relations, Brand Names Foundation, 37 W. 57th 
St., New York 19, N. Y. All nominations must be in 
the Foundation’s offices by January 25, 1952. 

Stores designated as finalists will be invited to sub- 
mit a presentation of the 1951 promotion for final 
judging. 





Mosler Adds to Chicago Warehouse Space 

The Chicago office of the Mosler Safe Company has 
leased 6,000 square feet of warehouse and service space 
in a one-story building at 1725 W. Polk St., Chicago, 
it was recently announced by John Mosler, vice-presi- 
dent 

Cecil Roberts, head of the retail division of Mosler 
in Chicago, said the extra storage space would permit 
better and faster service to customers in the area. 
Servicing and reconditioning functions will be con- 
ducted in the Polk St. space in addition to storing new 
units there, he added. 

Mosler recently opened a new, ultra-modern office 
and showroom at 228 N. LaSalle St., Chicago. The 
company, which is 103 years old, has its factory in 
Hamilton, Ohio. 





Southern Travelers Publish Roster 

The Southern Travelers Club, headed by William J. 
Schroeder, Bainbridge, Kimpton & Haupt, Inc., 
Charleston, S. C., has issued a new roster of its mem- 
bership. This club, organized in 1925, serves territory 
included in District No. 4 of the NSOEA. Charles H. 
Hucke, manufacturers’ representative, P. O. Box 221, 
Atlanta, Ga., is secretary-treasurer 
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; Maso’s NEW 
e POSTURE CHAIR 





“Miss. Ebpici yy” 


NOW! was au THESE 
NEWLY ADDED SELLING FEATURES! 


@ Larger Seat & Back-Rest @ Paratex Padd. with Plastic 
@ Choice of 2 Fabrics, or @ Foam Rubber with Fabrics 
@ Genuine Vinyl Plastic @ Fabric Covers Removable 


Newly Styled And Streamlined Throughout 
To Assure More Profitable Sales! 


Note the new graceful contours to the deeper seat and backrest. And 
NOW you have a choice of beautiful, long wearing, Claremont or 
Masoniel fabrics, or of attractive, Vinyl coated plastic. Seats are a full 
16%" x 14%"; backrests, 114” x 8%". With fabric, seats are padded 
with 2%” foam rubber, backrests with 114” foam rubber. With plastic 
coverings, seats are padded with 2%” Paratex and Tufflex; backrest 
with 1%” Paratex and Tufflex. A top value. A quality item. 


No. 950 C 
Claremont Fabric 
Gray, Green, Brown 


Write For Literature — Price List Today! 





MASO STEEL PRODUCTS 
Dept. A 8] W. Van Buren St Chicago 5, III 











We Sincerely Wish You a 





® 


lorious Holiday Season 


and a 


Joyful New Year 


MODEL 40 





A complete line of spirit-process 
addressers and supplies 


Model 25—Low-priced, simple and efficient 


Model 40—DeLuxe, Moderately priced 
flledli@ tldciddbe C Model 40-H—Foot operated, for high production 
” Lab-L-Master—Shipping label and tag addresser 


6500-D West Lake Street, Minneapolis 16, Minnesota Master Duplicator—Portable spirit-process duplicator 
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ms The Most Complete Line 


PAPER CLIPS 


PAPER FASTENERS of High Quality Desk and 


STAPLES 


THUMB TACKS Industrial Staples on Earth! 








PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST 
PAPER CLIP The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
MANUFACTURERS many years of successful performance in the world of business. In these difficult days 


demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top: speed to serve their needs. 


AIL MANUFACTURING COMPANY 


900 EAST 9STH STREET CHICAGO 19, ILLINOIS 


IN THE WORLD 

























No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship 


The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in his daily surroundings. Rich, 
luxurious, comfortable, durable and practicable BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
choice. Write for the BRIGHT catalog showing the complete line. 


No. 667 Judges Chair, a truly distinctive number. Arms and 
Backs of foam rubber. Seat, foam rubber over a spring unit 
base. Customed in the finest leathers, this chair is the last word 
in comfort and durability. 








133 BLEECKER ST. 
NEW YORK 12, N. Y. 


aanoracranens oF "lelloed labeler 
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Meetings, Conventions, Dinners 
Continued from page 90 


subject, “The Stationers’ World.” Coming directly from 
Washington, D. C., to Los Angeles for this meeting, 
Mr. Burbank will provide informative information. 

Bill Gove, sales development manager of Minnesota 
Mining & Manufacturing Company, will top off the 
speaking part of the program with his theme, “Don’t 
Just Build a Better Mouse Trap, Do Something About 
It.” This promises to include vital information for 
every Salesman present 

Immediately following the speeches, a round table 
discussion will be held with Grant Howard, president 
of NSOEA, as the moderator 

Because this promises to be an outstanding meeting 
in every way, those planning to attend are advised to 
purchase reservations at once, either through George 
Hatten, secretary of the Golden State Travelers Club, 
or through the office of the Stationers Association of 
Southern California 





Bill Gove Talks to Chicago Stationers 

The monthly meeting of the Stationers Club of Chi- 
cago, held in the Merchants and Manufacturers Club 
rooms on Monday evening, October 15, was a special 
occasion. Bill Gove, sales development manager of the 
tape division of the Minnesota Mining & Manufactur- 
ing Company, was the attraction. Practically all the 
members of the Stationers Club were on hand and the 
attendance was swelled to well over a 100 by the 
presence of many numbers of the Great Lakes Trav- 
elers Club 

Ed Hooper of the Stuart-Hooper Company, president 
of the organization, called the meeting to order im- 


mediately following an excellent dinner. After brief 
preliminaries Harold Rossuck, Better Office Supply 
Company, chairma ff the program committee, was 


called upon to introduce the speaker of the evening. 
The task was not difficult, because Bill Gove was al- 
ready known to most of those in attendance. 

In his usual dynamic manner Mr. Gove presented a 
variation of the address, “Serve and Sell,” which he de- 
livered so effectively at all the regional meetings of 
the National Stationery & Office Equipment Associa- 
tion last spring. He is so convinced of the basic values 
and the primary importance of the three factors “serve, 


show and suggest,” that no matter what he says about 
other phases of selling he always comes back to the 
three S’s. He cited many examples of how a salesman 
can succeed if he will open his solicitation on a note 
of service, if he will show or demonstrate how his par- 
ticular product will actually render that service, and 


that if he will have the courage to suggest a specific 
amount of his merchandise—i.e., ask for the order. 

Although the formal meeting was adjourned early, 
many of those present lingered for purposes of con- 
versation or other entertainment 





Office Furniture Dealers Hear About Taxes 


The Office Furniture Association of Chicago in its 
meeting on November 5 at the Charles Harrison 
Restaurant heal in illuminating explanation of the 
new income tax law by Leicester N. Baker of the 
office of the collector of internal revenue 

Mr. Baker explained how the new income tax law 
liffers from the former one in respect to the provision 
for capital gail mn personal residence sale, the 
medical allowance for aged persons, permissible change 


of election on deductions and other features. He also 
cleared up many questions in regard to social security, 
how most office furniture dealers now 
ally ler the provisions of the law. 
The Office Furniture Association members found this 
a profitable discussion and praised the choice of Abe 
Golden. Royal Metal Manufacturing Company, in 
bringing this speaker to the club 


pointing oul 


come perso! 
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JUSTRITE PACKING LIST 
ENVELOPES 


30-30-30 ASPHALT LAMINATED 


WEATHER PROOF—WATER RESISTANT 
. 


PROTECTION AGAINST 
CHEMICALS & GREASE 





PROTECTS IMPORTANT SHIPPING PAPERS 
FROM RAIN, SNOW OR SLEET 


Assures the safe arrival of ship- 
ping papers in first class condi- 
tion. Can be furnished with 
eyelets in each corner for tack- 
ing to shipping cases. For wiring 
to bundles or machine parts, 
you can order them with one 
eyelet in bottom flap. Available 
from stock in nine sizes. Other 
sizes made to order. 


Samples and prices on request. 


INJOR TERS TATES 


j 
En velopne ETAT? iny 
/ 


€CAIC AG 
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TCH ADVERTISING 


in “THE OFFICE” 


Can't break 
or dent... 


4 


Light weight... 
costs less 





ae . 
Tronslucent plastic no c —e na te nde 
provides scles-stim- : 30 _aet ase 
viating color dis- per jon? GelO™ noth pors® intro atine © 





play on your 
shelves . . . in Extte —-y 00 
RAPID DRY RED, 
BLUE, GREEN ond 
BLACK as well os chin? 
DRI-RITE BLACK. 





offers you prestige and profit with the finest 


inks.in the duplicating field, in the dispens- 


ing package of tomorrow. 


INK SPECIALTIES C€O0., INC. 


HALSTED STREET e CHICAGO 22, ILLINOIS 


GLTC Honors Clarence Reynolds 


It was “Clarence Reynolds Day” when the Great 
Lakes Travelers Club members convened at the Hamil- 
ton Hotel, Chicago, for the Friday noon luncheon, 
October 26. The occasion provided the club an oppor- 
tunity to say “thanks for a job well done” to the 


CLARENCE REYNOLDS 





retiring governor of District No. 6, NSOEA, Clarence 
Reynolds of Reynolds Office Supply & Equipment 
Company, Lansing, Il. 

Mr. Reynolds’ regime as governor found the Sixth 
District having the largest increase in membership 
of its history, exceeded by only one other NSOEA 
region for the year. 

A letter of appreciation from GLTC, suitably framed, 
was presented to Mr. Reynolds by Walter Lennartson, 
OFFICE APPLIANCES. He spoke of the past governor as 
a hard worker, one who accepted his position with 
enthusiasm for the challenge presented. In his ac- 
ceptance Mr. Reynolds complimented members of 
GLTC for their loyal help, “more Indians than chiefs.” 
Co-operation with his successor as governor, Ed Napp, 
was urged. 

Chairman of the committee for this well-attended 
meeting was Bob Kane, Richard Best Pencil Company, 
and co-chairman was A. M. Allen, American Lead 
Pencil Company. 

Announcement was made of plans for the GLTC 
annual Christmas party to be held Wednesday, De- 
cember 19, at 12 o’clock noon in the Mirror Room of 





B. J. POWELL 


HARRY E. HOFFMAN 


the Hamilton Hotel. President Ken Henderson, The 
Carter’s Ink Company, has named Harry E. Hoffman, 
Industrial Tape Corporation, as chairman, and B. J. 
Powell, A. W. Faber-Castell Pencil Company, Inc., as 
co-chairman. 

A friendship hour will be arranged for and there 
will be musical entertainment. Each person attending 
is asked to bring a gift for an orphan boy or girl. The 
price of tickets has been tentatively set at $3.50. 

Another GLTC event announced by President Hen- 
derson is a sales meeting for dealers and their sales- 
men in the Sixth District. It is hoped to have an 
attendance of between 500 and 600 at the Grand 
Ballroom of the Hamilton Hotel on Wednesday evening, 
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Invoices + Bills of Lading 
W-2 Withholding Tax Forms 
Save money and shop-around time 
by making us your heodquorters 
for stock forms, ready for prompt 

delivery. 


} Redifint | Tailor Made 


Modern business demands vo 1-time Carbon Interleaved 


form-simplification. We main- forms for any and all purposes 
tain two highly efficient 


plants for the designing and Quality 2s Always Toller-mode fe your individual ¢e- 


quirements. 


Continuous Tabulating Forms 
In stock; also tailored to your own 
needs. We keep our promise on 
deliveries. 





printing of every conceiv- 
able Carbon Interleaved 
form. Write us regarding 








your form needs in Invoices, 
Sales Slips, Shipping Records, 
Production and Accounting 
forms. 


DEALERS: — Send us your customers’ 











forms for prompt quotation, faithful O /; a ae, 
delivery and liberal. trade discounts. Jonscliaalea 

ae ? 30 Vesey Street, Dept. 27 
Many Lucrative Territories Still Open ' Ovwstems. % New York 7. W. Y. 








Hearty Thanks and 
arm Greetings Of the Season 


we In 1952, 

, Start 

we our 

“pproach our second half-cent 50th year. As 
UTY, we wish 


to say “many thanks” 


Prosperity and happine 
$8. 


Sengbusch S 
mE. elf - 
183 Siemon thet a Inkstand Company 


Milwa ukee a Wisconsin 
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TEMPERED 
HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 
BROWN 

GREEN 
MAROON 
BLACK 

GREY 


PROMPT 
SHIPMENTS 


tempered DUOLUX 
CLIPROARDS 


FIVE SIZES 
No. 120—6''x9? 
No. 121—6'/,"‘xil"' 
No. 122—9''x12'/, 
No. 123—9''x15!/,' 
No. 124—9''x17"' 




















UAL 1 CIRCULAR—PRICES 
BOARD UPON REQUEST 
ART oa TS 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST * ST. LOUIS 7, MO 













SAFEGUARD 


Fi | at 
for Fa \ E \\ 


Increased 9 
Office ¢ 
Efficiency ‘ {a — 


TWO NEW 
SAFEGUARDS 


1. Ory rubber tool keeps typewriter 
type clean No liquids no 
soiled fingers 











2. Ritchie sponge rubber cushion 
anchors office machines. Elimi 
nates vibration and noise 





For information write, wire 


Safeguard Corp. 


Lansdale, Pa. 
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STEEL storage 


will 
serve 
as 


active 
files 





OUTSTANDING 
FEATURES 
l. Brass finish cardholder and handle. 
2. Four rollers for ease of operation. 
3. Index guide rod with brass knob. 
4. Positive and simple stacking provisions. 
5. Self-locking follower available. ys a 
Available in beth a beautiful Hammerloid Gray co 
Base with Toe 


Office Green oven baked finish 


LETTER and LEGAL SIZES Clearance at Front 


Vanguard 


cmgpinanerseeg & Manigatring ae 


WEST JACKSON BOULE 


















IN THE DAYS OF SAIL 
A SHIP IN DISTRESS FLEW 
ITS FLAG UPSIDE-DOWN AS A 
\ SIGNAL CALL FOR HELP... 









. THE MOST MODERN SIGNAL 
FOR VISIBLE RECORD SYSTEMS 
IS GRAFFCO’S CELLUGRAF 

TO COMMUNICATE INFORMATION 
INSTANTLY . . . CALL FOR ACTION! 









SIGNALS 
and MAPTACKS 








GEORGE 8B. GRAFF CO., CAMBRIDGE 40, MASS. 
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January 16, at 7:30 o’clock. This will not be a dinner 
meeting. The committee headed by John Smythe, 
Geyer Publications, is arranging for a program of out- 
standing speakers 





Guild Sales Contest Is Launched 


In October, at the Poor Richard Club in Philadelphia, 
34 employees of the retail division of A. Pomerantz & 
Company gathered for dinner and a sales meeting to 
launch a_ six-weeks contest featuring Guild mer- 
chandise 

James J. McCabe, sales manager and secretary of 
the firm, served as toastmaster for the occasion and 





CROWNING A CHAMPION—J. W. McCormick, Jr., (left) general man- 
ager of the Stationers Guild of America, congratulates William Ebert, 
winner of last year’s contest in A. Pomerantz & Co., Philadelphia, 
Pa., featuring Guild merchandise. Mr. Ebert was crowned the cham- 
pion at a recent dinner and sales meeting. 


enumerated the rules of the contest. Some of the 
many valuable prizes being offered were on display 
and Mr. McCabe mentioned the real opportunity af- 
forded the contestants because of the wide variety of 
stationery products contained in the Guild line. 


J. W. McCormick, Jr., general manager of the Sta- 
tioner Guild of America, presented the Guild story 
and reminded the group that its founder, A. Pomerantz, 
was also a founder of the Guild almost 30 years ago. 
Special tribute was paid to all those present who 


PIONEERS 





> e, 


GUILD PIONEERS—Wearing coonskin caps, these Guild Pioneers were 
recently honored at a retail division meeting of A. Pomerantz & Co., 
Philadelphia, Pa. Left to right are: FOREGROUND—William P. Rein- 
hardt and Norman Hegge; REAR—John Hamilton, James J. McCabe, 
Walter Miller, Richard D. Pomerantz, president, and Merrill Torbert. 


participated in the formation of the organization. 
They were seated at a center table which was desig- 
nated with a “Guild Pioneers” sign and each was pre- 
sented with a coonskin cap. Messrs. James J. McCabe, 
William P. Reinhardt, Richard D. Pomerantz, Walter 
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SIDE CHAIR 
STYLE No. 808 —— 


NOTE: This chair meets 
specifications for General 
Services Administration 
Type I, Class B steel 
office-type chairs. 








now available in limited 
quantities —-one of America’s 
most popular chairs 


UPHOLSTERY: Heavy gauge supported plastic. Washable 
and scuff-resistant 


FINISH: Electrostatically spray-coated and oven-baked to 
provide maximum wear. 


SEAT: Comfortably padded 
BACK: Comfortably posture-formed. Plastic chafing pad 


LEGS: Glides are rubber cushioned, shock absorbing type 
Leg braces provide added support 


DEALERS: Write for Catalog and Price List. 


VIRTUE BROS. MFG. CO. 


5701 West Century Bivd., Los Angeles 45, California 
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SPOTLIGHT THIS 
SAPES FEATURE 
Be ¥ finest Of ¢ ée Chairs! 


e 





e When you talk about modern office chairs and 
their body-fitting comfort features that so greatly im- 
prove working efficiency, be sure to show your cus- 
tomer the SENG CHAIR ACTION CONTROL be- 
neath the seat. Here is where comfort engineering 


Starts. 


That's why the SENG Chair Action Control is 
such an important sales feature. It's the operating 
“heart” of your best chairs . . . designed and built to 
afford easy adjustment to body weight and height, to 
provide smooth-operating swivel and tilt for com- 
fortable working posture or relaxing stretch. 


Be sure the chairs you sell are equipped with SENG 
CHAIR ACTION CONTROLS... 


and customer satisfaction. 


The SEM Comaany 


For easier selling 


1450 NORTH DAYTON ST - CHICAGO - 22> ILL. 


4 WORLD'S LARGEST SPECIALISTS 


IN FURNITURE HAROWARE 
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Miller, Merrill Torbert and Norman Hegge were so 
honored. 

Richard D. Pomerantz, president of the company, 
paid tribute to the loyalty and fine co-operation of 
the employees present, and bid each of them good 
luck in their participation in the Guild sales contest. 





Cincinnati Time Recorder Holds Sales Meet 


The Cincinnati Time Recorder Company, 1733 Cen- 
tral Ave., was host recently to its distributor organiza- 
tion during the company’s annual three-day sales con- 
ference, with meetings held at the Cincinnati Club 
and the plant. 

Carl K. Geiringer, president of the firm, presented 
the new, 1952 line of time control equipment designed 
by the Cincinnati Time Recorder Company, and soon 


Cincinnali TIME RECORDER CO 


0 @@ Go, 


a 


a 


A JOB WELL DONE—E. !. Knox (right), representing the Dayton Sten- 
cil Works, Dayton, Ohio, distributor of Cincinnati time control equip- 
ment, receives congratulations for an ovtstanding sales job from 
C. F. Steinmetz, vice-president in charge of sales, The Cincinnati 
Time Recorder Company, during the three-day sales meeting recently 
held by the company at the plant and the Cincinnati Club. 


to be released for production. C. F. Steinmetz, vice- 
president in charge of sales, outlined the company’s 
advertising and sales promotion plans for 1952, and 
released the news that 1951 will wind up as one of the 
biggest years volume-wise in the firm’s history. Rea- 
sons for this spectacular performance, he stated, were 
the large number of product design improvements 
initiated this year, and very substantial expansion of 
the Cincinnati Time Recorder Company’s distributor 
organization. 

The meeting was highlighted by the presentation of 
a gold wrist watch to Laurence Jauch of the Dayton 
Stencil Works, Dayton, Ohio, distributor of Cincinnati 
Products. The award was made for outstanding sales 
performance during the first three quarters of 1951. 
Thirty-two distributors, with a record of 15 years or 
more of service with the company, received service 
pins. A banquet at the Cincinnati Club climaxed the 
three-day meeting. 





Sales Clinics Sponsored by Meilink Safe 


As part of an educational program, Meilink Steel 
Safe Company sponsored two sales clinics recently in 
Kansas City, Mo., and Forth Worth, Tex. The clinics 
were conducted by C. C. Penske, assistant sales man- 
ager of Meilink Steel Safe Company, at Schooley 
Printing & Stationery Company in Kansas City and 
in Fort Worth, at the offices and warehouse of Sta- 
tioners Distributing Company. 

A movie film in color showing an actual fire en- 
durance and impact test of the new Hercules Class “C” 
safe at the Underwriters’ Laboratories was shown fol- 
lowed by a discussion led by Mr. Penske. Dealers and 
salesmen were highlighted on safe-testing procedures, 
significance of labels, safe construction and the func- 
tion of insulating material in a safe. Also discussed 
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Designed For Sales !! 


NEW 
PRACTICAL 
FAST SELLING 


Mim-E-O 


ALL STEEL 
STATIONERY 
RACK 





Dealers everywhere are finding the Mim-E-O Stationery Rack a 
fast selling profitable item. To display it is to sell it. Useful at 
home or in the office. Hangs on wail, stands upright, lies flat on 
desk or fits in desk drawer. 


ONLY 32 LIST—LESS DEALER DISCOUNT 


ces slightly higher west of the Rockies. 


10%” high, 11%” wide, 4” deep. Weight 4% lbs. 4 compart- 
ments. Finish—gray hammerloid baked enamel. Secure rubber 
feet on bottom and back. Packed; 6 to a carton. 


ORDER A HALVERSON SPECIALTY SALES 
CARTON 2827 BELMONT AVE. 
TODAY CHICAGO 18, ILLINOIS 











quality 


performance 
THE BENTSON 


“‘Gop-F lite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 





“The Line of Most Assistance” 


‘(6he BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA + ILLINOIS 

















BRIEF COVERS 


A Complete Line — 133 Items — 
For Every Use—Business, Professional, School 


The easy, mod- 
ern way to pro- 
tect business 
papers and doc- 
uments, to keep 
presentation 
material clean 
and flat. One or 
more sheets are 
quickly changed 
at any time. 





COLOR RANGE TO SUIT 


EVERY NEED 
Red Deep Green 
Orange Blue 
Brown —s Blue 
Tan 
Green Black 


No. 525 Covers are made of heavy weight leatherette to stand 
a lot of wear. Equipped with practical, built-in double pron 
fasteners to accommodate letter size sheets Hs x11". Pack 
25 of a color (or 25 assorted) to a box. 5 xes to shipping 
carton 

Write for catalog and prices on complete line. 


AMBERG FILE & INDEX CO. 
Filing Specialties Since 1868 
1608 Duane Bivd., Kankakee, Ill. 















Let MISS ARD modernize your 
office—an attractive office or re- 
ception room inspires confidence 
in your ability and thus in- 
creased sales ensue. 














=_ Formica 
topped tables with 
chrome bases. Sizes 
as required. Other 
high quality 
chrome specialties 





No.22C Lounge Chair 
$59.50— Also avail- 
able No. 44C double 
. ogy at $91.90 and 
—write for free 66C triple lounge 


folder. Sold thru ot $119.00. List Prices. 


dealers only. 
No. 14CB Revolving 
Pedestal Costumer — 


IRD panufactoning Company 


19 VINE ST., BOX 422, EVANSVILLE 8, INDIANA 
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STEEL STATIONERY HOLDER 
No. 108 


A REAL 
OFFICE AID 









a 5 LETTER AND 
ie 2 ENVELOPE 
COMPARTMENTS 





BAKED ENAMEL FINISH 





INDIVIDUALLY CARTONED 


No. 70 


Holds all standard size 
hanging files 





Fits double desk 
drawer 





Individually Cartoned 





Shipped Empty 
WRITE FOR LITERATURE 





GOODFREND METAL PRODUCTS 











6852 INDIANA AVENUE CHICAGO 37, ILL. 





THE,COMPLETE LINE 
INSURES MORE SALES 





: 
s PROFITS come from SALES 


e Because Ideal Systems are designed to meet 
4) " exacting requirements of each type of busi- 
mess, they are recognized as the most prac- 
ff tical system on the market. As a Sstationer, 
{ you know that the most practical system is 
: if the one that is most in demand and from 
, * which you will enjoy the greatest volume of 
Ah sales, quick turnovers and profits. The many 
new, exclusive Ideaf features, such as Fac- 
) simile Specimen Sheets, Depreciation Charts 
and other innovations, make Ideal the sure- 
fire-profit winning line. 


IDEAL ENJOYS YEAR-ROUND SALES 


Because Ideal Systems can be started any time 
of the year, are simple and easy to keep and 
require no bookkeeping experience, you will 


/; 


j “4 


enjoy year-round sales. 


PRICES: 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts + Free Delivery 


FOR EVERY BUSINESS, 
PROFESSION, HOME, 


FARM AND RANCH... 
Write today- for catalog and select the books 
best suited for your trade. 


Free Display Racks 
Catalogs and Sales Helps 





Immediate delivery from LOS ANGELES or NEW YORK 
and wholesale stationers in many cities. 


The IDE AL SY STEM = 


FLOWER ST. LOS ANGELES 17. can () CHURCH ST, NEW YORK 6.N.Y 





*« 
x Ax 


~« Merry 
~« Christmas 


+ and a Happy x 
+ New Year! ~x 


We take this opportunity of thanking our Friends 
for making 1951 an outstanding year in service 


to the office equipment industry. 











We assure you that every effort will be made to meet 


the ever growing demand for HEDGES FILING SUPPLIES. 








I 


hed Q ES MANUFACTURING COMPANY 


2931 WENTWORTH AVE. ° CHICAGO 16, ILLINOIS 


=a 


Don’t let 
noise 








vibration 











run away with you!—— 


NO 
DENTS 


NO 
GOUGES 





Cushion your floors with... 


MASTER 
NO DENT FURNITURE CUSHIONS 


WRITE FOR COMPLETE DETAILS 


MASTER MANUFACTURING CO. 
1676 East 28th St., Lorain, Ohio 
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were the subjects of ““‘Who Are Safe Prospects”, “Where 
to Find Them” and “How to Present the Story of 
Record Protection to a Prospect”. As Mr. Penske ex- 
plained, “The primary purpose of the sales clinic is 
to dispel the mistaken idea in the minds of salesmen 
that they have to be engineers or factory trained 
technicians to sell safes.” 

The Kansas City clinic was for the sales organization 
of Schooley Printing & Stationery Company solely and 
the Fort Worth clinic included dealers within a radius 
of 75 miles of that city. Stationers Distributing Com- 
pany is the distributor for Meilink Steel Safe Company 
in Texas, New Mexico, Oklahoma, Arkansas, Louisiana 
and Mississippi and maintain warehouse stock in Fort 
Worth. Mr. Penske states that similar clinics are 
scheduled in other sections of this territory early 
next year 





Washington Stationers Start Sales Course 


The Washington Stationers Association, Washington, 
D. C., is showing what interested dealers in any city 
can do to improve the selling level of their salesmen 
through co-operative efforts. With the co-operation 
of the distributive education division of the District 
of Columbia schools, the members have put into mo- 
tion a series of unit courses, each of which will deal 
with the selling of a major product line of supplies 
or equipment 

There is no charge for the classroom or for the 
teacher, since funds are available for this purpose 





STATIONERS IN CLASS ROOM—Franklin Chace, CPA, Strayer College 
of Accountancy, lectures at first session of Washington, D. C., 
Stationers Assn. sales course. 


through the U. S. Office of Education and the local 
school. Most dealer groups can make the same ar- 
rangement with their own school systems. 

The first course in the Washington series was “How 
to Sell Loose Leaf Records.” It was covered in six 
meetings of two hours each, one each Monday eve- 
ning. A copy of the course outline can be obtained 
by any interested group by writing to NSOEA head- 
quarters. Instructor for the course was Homer Smith, 
author of the NSOEA sales training manuals. Two 
meetings were devoted to guest speakers who were 
selected because they were specialists in their fields. 

Franklin Chace, author of “Principles of Cost Ac- 
counting,” a certified public accountant in Washing- 
ton, and instructor at Strayer College, took the first 
meeting to present to the group a comprehensive out- 
line of the accounting records required by a business 
firm 

Paul L. Steever of the Office Equipment Company, 
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Dealers are acclaiming 
Silver Eagle . . . the Color- 

“* Theme Carbon Paper... 
for its admirable record of customer-accep- 
tance! 




















Recognize, however, that Silver Eagle differs 
from other carbon papers in its manufactur- 
ing process . . . in eye-appeal . . . in final 
results for the user! 














It's no wonder then that new records in 
Silver Eagle carbon paper sales are being 
enjoyed by dealers the country over! 





May we send you samples? 
For Domestic & Export Trade 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST PHILADELPHIA 6, PENNA 
Es 

















‘'THE MACHINE TO COUNT ON" 


ASK FOR 
BULLETIN 
RO-125 
FEATURING 
THE NEW 
GRAY-TONE 

MODEL 











DEALERSHIPS 
AVAILABLE 


ADDS « SUBTRACTS « MULTIPLIES 


Dual purpose operating keys—Non-add and electric correction 
keys—No idle strokes—Rubber cushioned mechanism and fast 
unidirectional main shaft for long life, speedy and quiet opera- 
tion—Quick and easy repairs through simplified assembly in 
sections—Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y, 


SOLE DISTRIBUTORS FOR U.5.A. 








$$$ 
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WALKIE—RECORDALL 


© ON THE SPOT ® 


BATTERY RECORDER 


THE ALL PURPOSE 












PORTABLE 
USED ELECTRONIC 
ON SECRETARY 
LAND Records uid con- 
SEA Srenese, dictation, <_ 
one conversation, saies 
OR watuine. 
. 
AIR Weighs only 
9 Ibs 
Records With wd 
Bag Closed 
Simply turn ~ 
Concealed 
Knob 


Records reports whispered into the mike while on 

trains, planes or cars. 

50c worth of batteries will last 50 working hours. 
Write for Descriptive Bulletin No. 95 


Co., INC. 


NEW YORK 3,N.Y 


MILES REPRODUCER 


812 BROADWAY 














“en 





You will sell Recommended 


two staplers for every one 
you sold before by stocking. 
the Universal Office Stapler becouse— 
its simplified design gives top notch 
performance at lowes! possible cost. 


Retail Price 


Only 9.25 


Sold Through 
Dealers Only 


Weight 4% oz 
Length 5," 


we Reach 3% 
go oer ” ae as Telephone Black 
es - 
° : Finish 
- A te excepting cap 
" th, unfailing operation 


p to 100 staples 
tes up to 30 sheets of paper 


“Brines. te for Complete [ 


“CCR ype Plot RSE eae 


PRECISION st4Pce corp. 


208 


s & Discounts 


3 WAVERLY PLACE 
NEW YORK 3, N.Y 












a dealer in Harrisburg, Pa., was brought in by the 
association to conduct the meeting devoted to visible 
loose leaf applications. Mr. Steever is one of the coun- 
try’s leading salesmen in loose leaf visible records. 
The only texts used in the course were Manual No. 3 
in the NSOEA series, and the loose leaf catalog of the 
manufacturer represented by the salesman. 


JOHNSON CHAIR CO. SPURS SALES 








This picture was taken during a two-day sales meeting held recently 
by the Johnson Chair Co. in its home city of Wayland, N. Y. REAR 
—V. C. Corkran, New England states; William Tonkin, West Coast; 
Jim W. Cooper, Jr., southern states; Robert C. Stratford Ill, Southeast; 
Hugh T. Morgan, New York City, Philadelphia and Washington; 
FRONT—Earl E. Hanson, Middie West; W. M. (Bill) Small, home office, 
Chicago; Howard W. Gunlocke, president of W. H. Gunlocke Chair Co. 





Executives Association Elects Treasurer 


John J. Reinecke, secretary of Wood Office Furniture 
Institute, was elected treasurer of American Trade As- 
sociation Executives at its annual convention just 
completed in Chicago. 

American Trade Association Executives is the inter- 
national society of professional trade association men 
and women. Its membership comprises more than 1200 
trade association executives. 





AMBERG HOLDS SALES CONFERENCE 


Amberg File & Index Co., recently held a sales conference at Kan- 
kakee, Ill. Shown in attendance (left to right) are: FRONT—W. A. 
McNichols, Gilbert Amberg, Bert Amberg, Charles Cordray, William 
Amberg; MIDDLE—A. L. Marschall, O. L. Seaver, Robert Powell, Mel 
Pray, George Grosch; REAR—Dan Thompson, Ken Ackland, Carl W. 
Draper, Richard Vaughan, Ned Rosin. 





Exporters Elect Directors, Officers 


The American Office Supply Exporters in annual 
meeting on October 17 elected the following directors 
for a two-year term: Henry Williams, R. A. Stewart 
Co.; Tracy Higgins, Higgins Ink Co., Inc.; Frank Rivera, 
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ONLY 


The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


e Patented Finger Tip Controlled Paper Guide 
e Finest Steel Blades, Carefully Ground 
e Two White Scales on Black Background 
@ Only Finest Seasoned Hardwood Used 
e Every Board Completely Guaranteed 
You offer the New “Precise” Trimming Board. 
It | ything tomer should have for trimming, 
cutting paper, pa i, etc. The patented, adjustable 
papel iide locks eases with a finger flick, 2 white 
scales black back | speed 
TY cy d mie time, 6 
Mode » oO pecial 5S POPULAR SIZES | 
safety g. The e” isa "No. 3-10%"—Biade * | 
wher ayed No. Sc1sie"—Blaae 
No. 6—18\\,"—Blade 
No. 7—2414 


‘—Blade 


Delivery Still Fairly Prompt: alia 
AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. Loomis Street, Chicago 7, Illinois 











Ease 3 CARBON PAPER 


NEW PROFITS FOR 


DEALERS 









An often over- 
looked source of 
new business and 
profits is the sale 
of carbon paper. 
Customers demand 
NEV-R-KURL on 
their repeat orders 
once they have 
tried it. Features 
that account for this 
growing demand 


are its universal us¢ typew riters and billing machines. 
Plastic backed to prevent slipping and won't smudge, 
tree, curl or wrinkle. NEV-R-KURL produces up to 
50% more permanent legible copies per sheet. Write 
today for more information on the special process car- 


bon paper that sells itself —NEV-R-KURL. 


PHILLIPS 


co 












———~ TYPE weiTeR Cuba Pent 


AgBOM Parte WOOD STamP Pads 


OFFICE APPLIANCES, December, 1951 


~“*e PH QFAIGR VALRT 


LOCKERETTE 


-|Combines the best 
features of both 
lockers and coat 
racks 


Wraps are exposed to air 
and light. Employees do not 
face the weather in damp 
wraps that have been crum- 
pled in dark lockers—do cot 
eat soggy lunches, soaked 
by wet hats or gloves. Each 
person has his own spaced 
coat hanger, ventilated hat 
shelf and 12" «x 12" x 15" 
deep lock box for lunches, 

More salable because they keep wraps tools and personal effects. 
“in press." Lockerettes save space too 

. the No. 6-12 (2-col- 
umn) accommodates !2 peo- 
ple in 6 feet; the No. 9-18 
(illustrated) accommodates 
18 in 9 feet. 








Improves health and morale—lower ab- 
sonteeism. 


WRITE FOR BULLETIN NO. OL-13 





VOGEL - PETERSON CO. 


624 So. Michigan Ave Chicago 5, I! 








the NEW line that 
delivers EXTRA profit! 


with... 
3 BUTTON MAGIC 


Cash in on the sales 
of P.E.C wmalca 

Tile Meebo Melile 
bring a new 
Jel-t-leMelsleM ta) 
machine post 
ment. P.E. C 
selling features that 
f+ 





bring extra prc 





Posting Equipment Corp 
777 Hertel Avenue, 
Buffalo 7, N. Y. 


Trays in 2 models 


witelilek Mlimemiulelel-i ik; 
Distributed TI Gentiemen: 

Piease rush your descriptive brochure and 

price list on the complete line of P. E. C. 

Posting Trays ond Stands. 


POSTING EQUIPMENT 


CORPORATION 








Die5 06069 600006000000860000008006 
777 HERTEL AVENUE 
Dé Hooves 0 beet oben esoeseeeue 
BUFFALO 7, N.Y Clip and attach to compony lettecheod. 
0-1 
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CONSTRUCTION 





Designed and created by 


of 
Grand Rapids 










No. 420 


35" overall height 
31" overall width 
38" overall depth 


Top 
grain, 
snuffed 
leather— 


GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich. 





OFFICE SUPPLIES 





IMPROVED 
FEATURES 
AND 


FQ > > 


1 
SS 
( SS 


4% design department has 
been busy with changes and im- 
provements on the H-O-N line of 
combination cabinets. The produc- 
tion run now coming through will 
incorporate these improvements. 
Eight models are available. Model 
38D shown above. Delivery sched- 
ules appear favorable. If you need 
our new descriptive folder and 
price list, write today. 





lize 4 ASC ATINE, IOWA 
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1952 


SERVICE and FULTON 
DATERS and NUMBERERS 


Carry a full line of these deluxe items 


Prompt Shipment of 
DeLuxe and Special Business Outfits 
Sign Making Kits 
New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 
Complete Line of Crown Self-inkers, 
Daters and Numberers 


New Porous Price Marking Kits Now Available 








Write for Catalog 


Fulton Marking 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, N. J. 














“TOPS” for Sales! 








CATALOGUE 


SIMPLIFIED 


sTOck 
gUSINESS 


FORMS 








“TOPS” for Profits! 








Write for catalog. 


“TOPS”: 


107 N. Wacker Drive Chicago 6, Ill. 


Manufacturers of STOCK BUSINESS FORMS 
SOLD THRU OFFICE SUPPLY DEALERS EXCLUSIVELY 
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Boorum & Pease C H. P. Stewart, Eversharp, Inc., 
and Paul Spoerry, Speed Products Company. 

Those named serve with William Danjczek, 
Koh-I-Noor Pencil Co.; Frank Mason, Loose Leaf 
Metals Co.; Benjamin D. Curtis, Jr., C. Howard Hunt 
Pen Co., and Miss Mercedes Fernandez, Champlain 
Paper Company, hold-over directors. 

At the organization meeting the following officers 
were elected: president, Mr. Williams; vice-president, 
Mr. Stewart; treasurer, Mr. Rivera. David Manley of 
Modern Publications was reappointed secretary and 
Alan J Frostn in Efectos de Escritorio was ap- 
pointed acting secretary. Mr. Danjczek is the retiring 
president 





Philadelphia O.E.D. Club Elects Officers 


Members of the Office Equipment Dealers Club of 
Pailades) yhia, Pa., have elected their officers for the 
coming year. The new president is Jules Ermil, Wm. 
F Mersan’s Sons Company. David Einstein, Commer- 
cial Office Supply Company, and Stanley Nieman, Nie- 
man Steel Saaeenend Company, are first and second 
vice-presidents respectively. Horace Laurence, Horace 
M. Laurence Company, was elected recording secretary 
and Seymour Golden, Business Furniture Company, 
was elected financial secretary. The treasurer is Elmer 
Rees, A. Pomerantz & Company. 





William J. Driscoll Serves Carter 50 Years 

The Carter’s Ink Company in an attractive little 
booklet pays trib to William J. Driscoll on the oc- 
casion of his serving the company for 50 years. 

While Mr. Driscoll continues his productive business 
career, The Carter’s Ink Company says: 

Because Bill Driscoll looks so young, few people 


realize that he has been with Carter for 50 years. Yet 
an examination of the record shows that he began on 
September 27, 1901 

While the job of a salesman makes many demands 
on time and energy, Bill has found time to develop a 
host of friends energy to help a lot of other 
people 

Many a young Carter salesman has been started 
on his way by Bil Many a beginner in other station- 


ery lines can thank Bill for a helping hand when he 
was starting his journey. Bill assisted these men- 
with advice, by introducing them to the trade, and in 
countless other ways—because he likes people and 
likes to help them 

Perhaps the nicest and most unusual compliment 
ever paid a manufacturers’ salesman was the occasion 
where the entire salesforce of a prominent dealer 


joined in giving Bill a testimonial dinner complete with 
a souvenir program and a set of matched pipes 
one for every day in the week. 


Bill has bee: ardent supporter of the Boston 
Stationers Assov and was one of the leaders in 
forming of the Connecticut Valley Stationers As- 
sociation and the New England Travelers Club. 

To Bill Drisc« roes our heartfelt appreciation of 


his long service, his loyalty and his high standing with 
his customers. To Bill Driscoll go our best wishes for 
continued success od health and happiness as a 
member of the Carter team.” 





Name Wichita Distributor for A. B. Dick 

Walter J. Ruck 121 E. Second St., Wichita, Kans., 
has been appoil 1 distributor for A. B. Dick Com- 
pany. Since 1937 Mr. Rucker has been in business with 
his brother, Kenneth Rucker, A. B. Dick’s distributor 
n Nashville, Tet 

Walter Rucker 
attended St. Louis. Mo 


is a native of Weir City, Kans., 
University, and before joining 


his brother in Nashville, was credit manager and dis- 
trict sales manager for the Cupples Manufacturing 
Compa of St. I I 
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HEAVY DUTY “SPACE-SAVER” 
HAT & COAT RACKS 


Mid. by 
SHOW MASTER 


SPACE-SAVER RACK (illus- 

trated at left) is built to 

heavy duty standards, yet 

designed and priced for of- 

and home use! Employs 
OD Steel Tubing, mirror- 

jt. finished, absolutely 

rigid; has full length hat 

shelf, casters for easy we: 

ment. 63" high overall 

wide. Shipped knocked hi 

quickly, I, cocily 

poomem & le y 

anyone! Style 

No. A-2! Retail $9 95 

Price 

F.0.8. Factory NYC. 

















TILT-PROOF VALET (shown at right) Perfect Cos- 
tumer for Dentists, Doctors, Professional Offices. 
takes minimum space. Heavy cast base 171,” 
Handsome chrome finish, 23 Ibs. wt. 


Shipped assembled in carton. Style 
No. A-22. Retail Price $ 50 


F.0.8. Factory NYC. 


Write or Phone for Name of Nearest Dealer 


CITY DISPLAY, Inc. 


“The SHOWMASTER LINE — Tops in Racks” 


842 Sixth Ave., New York 1, N.Y. 


Phone LE-2-1666 


“Perfect” 
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FOAM RUBBER 
CHAIR CUSHIONS 
IN 


De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
: SIZES 


Covered with velour—fibre and velour—also corduroy and fibre 


in 2" thickness with boxed edges. 
FOAM RUBBER 


“Perfect” CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot weather. 





Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move. 


Colors: Brown, Green 
Sizes: 17" x 16"°—15" x 17"— 
14/,"" x 15/". 


“Sofiseat”” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New IHustrated Folder 
Giving Complete int 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
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The Binding of 
OFFICE RECORDS 








—at its Simplest and Best 
with 


ACCO FASTENERS 
ACCO PRODUCTS, Inc. 


In Canada: Acco Canadian Co., Limited, Toronto 














OGDENSBURG, N. Y. | 
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Date changes at the 
touch of the lever, up 
to 31, then month 
changes. Self-inking, 
of course. 





Send for 
catalog “FE” 





WM. A. FORCE 
INCORPORATED 


YORK 13 


& COMPANY 


STREET NEW 


THREE QUARTERS OF A CENTURY’S SERVICE 
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AMERICAN LEAD PENCIL COMPANY, HOBOKEN, 
N.J.—A new package design for the Venus super velvet 
pencils has just been released. Blue and yellow gross and one 





dozen boxes are featured in eye-appealing simplicity, designed 
to tie in with numerous selling aids which the company is 
offering to stationers. 


BANOV-BERNSLEY & COMPANY, INC., 37-39 EAST 
21ST ST., NEW YORK 10, N.Y.—Catalog 951, the latest 
issued, illustrates a range of desk sets and accessories, including 
a new open stock ensemble in gold tooled leather, at a popular 
price. This ensemble includes among other items, desk pad, 
blotter, letter opener, pen stand, ash tray and waste basket. 


COLUMBIAN ART WORKS, INC., 2300 W. CORNELL 
ST., MILWAUKEE 9, WIS.—An interesting and practical 
gadget to help dealers get faster service in delivery of orders 
from Columbian Art Works has been put into distribution by 
the company. Consisting of two discs, the smaller placed on 
top of the larger and having a common center, the device 
facilitates ordering Success desk calendar pads and stands in 
standard packing units. The lower disc carries complete listing 
of all the standard packing units for Columbian lines. The 
upper disc has a slot which exposes eight of the listings at one 
time. In operation, the upper disc is simply rotated to the 
designated section of listings and the specific standard packing 
unit selected. For instance, the smallest per carton packing of 
refill pads No. 064 is 36. By rotating the upper disc to expose 
the listing that includes 36, the buyer will know that an order 
for 75 refills will be awkward to handle because the nearest 
standard packing unit is 72. The device, available to all Co- 
lumbian dealers, certainly contributes to “ease and accuracy 
in packing and checking shipments.” 


COOKS’ INC., CAMDEN, N. J.—A self-display unit just 


introduced incorporates a Ful-Vu “window sleeve” miniature 








“flip-over” photo file and mounting aids 


album, a Vu-Dex 
moderate-priced gift package for photo 


into a_ colorful, 
1951 


OFFICE APPLIANCES, December, 



















PAPER PUNC 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 


Order from your Wholesaler 


MODEL 3 Punches 3 holes 

4" dia., spaced 44" on centers, 

4" from back binding edge 

standard spacing 11" x8‘'4" sheets ed 









NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 








“PAPER PUNCH 





WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST., SAN FRANCISCO 2 






Instruments for 
telling time... 


the old way... 
SUN DIAL 





the 
modern 
way 


STARK 
CALENDARS 


all popular styles and sizes. All stands are 





write of made of metal and equipped with 4 rubber 
feet 
phone for Calendar pads are lithographed—on high- 
complete grade bond paper with the date in red and 
the monthly calendar in blue. 
details Fast, 2-color lithograph printing enable us 


to give you the best in quality and prompt 
service. 


GTARK CALENDARS <ncorporcted 


100-112 BISSELL ST. - PHONE 7557 - JOLIET, ILL. 





Removes dots, single letters or 
lines without use of shield. 
Semi-Automatic — Refillable. 


This eraser, of high quality abrasive 
rubber, is housed in a colorful and 








durable pencil-style plastic case. It is 
propelled from the holder by turning 
the ferrule at the center of the case. 
Any desired length of eraser tip 
may be maintained. Refilled like an 
ovtomatic pencil. 


) A useful product 


Order from 
Your Jobber 


Packed in an attractive printed 
cardboard cylinder with three extra 
refills and simple instructions printed 
on the outside 














centaning nee Molded VES ion 
15¢. 4664 W. Huron St., Chicago 44, III, 
BEST BUY in Hand Numbering Machines Today! 
5 in| MODEL 
5 Movements 110 
5 Wheels 
e 7 
Consecutive 518 
Duplicate 
Triplicate LIST 
Quadruplicate e 
Repeat Liberal 
Trade 
ALL IN Discounts 
ONE 2 
MACHINE Write fer 
New 
° Folder 
& 
Order NOW 
ALL as 
Steel Immediate 
Construction Delivery 











AMERICAN NUMBERING MACHINE CO. 
BROOKLYN 8, N.Y. 


ATLANTIC AND SHEPHERD AVES. 
BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILL 
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A desk model addressing machine using metal plates that feed 
automatically and print through a ribbon. Consecutive, du- 
ga. triplicate, repeat or carbon impressions are obtainable 

ill take any size stock up to 9” x 12”. 48 hour plate em- 
bossing service maintained for customers. Both machine and 
plates are practically indestructible. The simplest and most 
dependable of all addressing machine methods. Size 13” x 13’ 
Weight 35 Ibs. 

Price $110.00 plus $6.60 tax 


Manufactured by 
Nettle Office Equipment Co. 


27 Huntington Ave., Boston 16, Mass. 
Write for circular "C’ today. 


>". 

















STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
e 


Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes — 

36” wide, 18” deep and either 72 

Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 





or 78” high. 
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LLL-R2tFe 
BALL POINT PEN 


THE reliable 

Writing Instrument, 
Outstanding for 
Excellent Performance. 










® NON-SKIP 
@ LONG LIFE 
@® NO SMUDGE 
@ FULLY GUARANTEED 


Retails for 
only 


23° 


4 


@ WRITES 50,000 WORDS 
@ TRANSPARENT PLASTIC 

@ PRECISION ENGINEERED 

@ 4 BEAUTIFUL COLORS 





io @ IMMEDIATE STARTING 


@ INSTANT DRYING PERMANEN7 INK 









THREE DIMENSIONAL DISPLAY comes ready set 
up for either counter or wall. Each pen is clearly 
visible, allowing the beauty of the pens to speak 
for themselves. 











Write for illustrated literature and dealer prices 


L2L2-FR24TE PEN /NCL. 


RIDGEFIELD PARK, N. J. 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


e St 7 — 
~ a2 a, 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. © NEW YORK 13, N. Y 
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enthusiasts. Called the “Ful-Vu Show-off Combination,” the 
new unit is geared for the gift trade. Miniature album and 
Vu-Dex photo file are contained in a sturdy cardboard box 
that flips open to form a complete “silent salesman” display 
for either counter or window use. 


COLUMBIA CARBON & RIBBON MFG. COMPANY, 
INC., GLEN COVE, N.Y. —A brochure outlining Columbia's 
dealer sales co-operation plan, has been released by the firm. 
Stressing the importance to the retail stationer of an efficient 
ribbon and carbon department, the brochure answers many 
questions about the plan. A business reply card is included. 
4 copy of the booklet will be mailed to anyone requesting it 


on his business letterhead. 


CONVOY, INC., P.O. STATION B, BOX 216, CANTON 
6, OHIO—"Look! here’s the end to your search for inex- 
pensive, permanent record storage files available now,” de- 
clares a miniature broadside just published. Sketches and head- 
lines spotlight outstanding features. Shown are typical large 
and small installations of Chem-Board files. 


EVER READY LABEL CORPORATION, 357-363 CORT- 
LAND ST., BELLEVILLE 9, N. J.—The 1952 “Idea Book 
and Catalog” is now published by this firm. Printed in red, 
blue and white, the booklet contains 24 pages of information 
on and illustrations of the multitude of labels produced by 
Ever Ready Label Corporation. Labels for mailing, shipping, 
rush supplies and packaging are included, in heat seal, tamper- 
proof and pressure sensitive styles. Various machines and 
equipment for use with all types of labels and stickers are also 
illustrated in this informative booklet. 


JASPER TABLE COMPANY, INC., JASPER, IND.—A 
new catalog on the varied line of office tables has been recently 
issued. Described are the utility typewriter, all purpose round, 
school, 1000 line commercial, 2000 line 


500 line commer< 





i 
school and 3000 line pedestal modern series of tables, each 
one illustrated. Each series comprises a separate division of the 


catalog which may be lifted from the catalog handy pocket for 


easy reterence 


JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, 
N.J.—A new and attractive display unit, No. 521-C, for lum- 
ber crayons and carpenter pencils has recently been announced. 
Colorful but compact, it takes little counter space. The sides 
and high back are made of blond woods, and the metallic base 
has a step arrangement to assure maximum display for all the 
contents. Its dimensions are 10'/2 inches deep, 10'/2 inches high 


; 


and 6 inches de 


[he unit comes fully stocked with one dozen each of the 
following Dixon Lumber Crayons: 494 carbon black, 496 
yellow, 520 red, 521 blue, 522 green, and 523 white; also the 


Dixon “Black and Red” carpenter pencils: 997-S soft, 997-M 


medium, and 997-H | ard 


SAFEGUARD CORPORATION, LANSDALE, PA.—This 
company in its ontinuous effort to stop check crimes has 
built a special small 8x14-inch flasher display for banks and 
dealers. The flasher unit ingeniously lights up a check which is 
written out in longhand, showing how with a few pen strokes 
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GUIDES AND FOLDERS 

















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For MIOTe than a 


Onur wnare fhirea. 


Wri 
Vanufacturers 


SUSPEND-O-FOLDERS 7 FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


148 West 24th Street, New York 11, N. Y 
Telephone CHelsea 3-1276 
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@ A Glass Smooth Plastic Fibre Board 

@ Vise-like Spring Holds Papers Securely 

@ Unreservedly Guaranteed 
Furnished in the Following Sizes 


Stock 
No. Size 
200 64%4"x11” 
203 — 6: 
204 9” x12%” 


Packed 24 to Carton 


Stock 
No. 
205 9” 
206 9” 
207 15” 


Size 
x15%” 
oY a 
x20” 


Packed 12 to Carton 


Write for descriptive circular and tatest price list. 


WOODALL [NDUSTRIES [NC. 





3500 OAKTON ST. 


Chicago Telephone CO 7-2600 


SKOKIE, 


ILL. 





SMOKERS 


No. 155 
Heavy 


gauge 
steel 
costumer. 


Unbreakable 
Hooks 


Sturdy con- 
struction, de- 
signed for per- 
fect balance un- 
der heavy loads. 
Height 68° — 
Post 12". 16- 
auge Stee 
ase — 21°’ 
spread. Hooks 
made from sol- 
id rod, finished 
with rounded 
s. 

Finish: 

Grey or Olive 
Green with satin 
chrome hooks 
also satin chrome 
throughout. Pack- 
ed in units of six. 
Shipping weight 
60 ibs. 






















No. 320 
SMOKER 
Emptied in 
seconds by 
merely lift- 


ing top ring. Over- | 


size all-metal re- 
ceptacie. Eliminates 


foul odors and fire | 


hazards. Heavily 
weighted base pre- 
vents tipping. Three 
beautiful finishes— 
Bright and Satin 
Chrome. Statuary 
bronze plated. In- 
dividuvally boxed. 
Shipping weight 12 
pounds. 


Write for Catalog. 


ola Salle COSTUMERS 


SMOKERS—ASH TRAYS STEEL OR WOOD 


(a) Open type with glass liners. 
(b) All metal snuffer type. 


TWO TO FOUR WEEKS DELIVERY 





















LA SALLE PRODUCTS CO. 
2216 N. Clybourn Avenue 


Chicago 14, Ill. 
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the check made out for $18.00 becomes one reading $80.00, 
with a change in payee name. The company is releasing this 
unit on a rotation basis on demand of banks and office equip- 
ment dealers. 


MASTER ADDRESSER COMPANY, 6500 W. LAKE ST., 
MINNEAPOLIS 16, MINNESOTA.—A new window or 
counter display, which tells the story of the Master Spirit Du- 
plicator, is now available from the firm. An instruction sheet, 








attractively printed in black and purple, illustrating prepara- 
tion for printing and operation, is pasted in the cover of each 
machine. The addition of a price card, a master, and a work 
sample make this a handsome display. 


SAXON PAPER PRODUCTS, INC., 240 W. 18TH ST., 
NEW YORK 11, N.Y.—A complete stationers’ price list has 
been issued for the Sphinx typewriter paper, envelopes and 
other products of this firm. Specifications are profuse in this 
handy size booklet with plastic binding. 


TOLEDO METAL FURNITURE COMPANY, 1100-1200 
HASTINGS ST., TOLEDO 7, OHIO—A number of new 
envelope stuffers have been made available for the company’s 
dealers, each providing ample space on the last pages for im- 
print. A handy postcard makes ordering of these stuffers easy 
for the dealer who wants to increase sales of Uhl steel products. 


VICTOR SAFE & EQUIPMENT COMPANY, INC., 
NORTH TONAWANDA, N. Y.—The “How to Use Mak-ur- 
own Index Tabs” story is told in five easy steps in a new visual 
sales presentation by this firm. The display highlights the new 
all-metal cabinet recently made available to dealers. The 
four-color showcard on the front panel is die-cut to hold 





actual strips of tabs in the seven colors and three extensions 
available. The cabinet, which is finished in maroon crinkle 
enamel and trimmed with chrome, has provision for con- 
venient counter storage of 250 feet of tabs and quantities of 
other Mak-ur-own indexing products. The display is shipped 
free to dealers, on request, upon receipt of an order for 250 
feet or more of the index tabs. 
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Built for Action! 


Speedy & Automatic 
| A RT Hairline Registration 


Full Ream Paper Capacity 
MIMEOGRAPH 


Deluxe Feed Assembly 
Built-in Accurate Counter 


Simplifies Filling-in Forms and 
Records 








HM 249 Electric 


me 


“i (Subject to OPS Approvai) 


Line Up with 
HART’S Complete Line! 


@ Economical hand operated 
models 


mimeographs 


@ Efficient electric models 


and supplies 


Convenient spirit duplicators 


Top quality accessories and 


supplies HART MANUFACTURING C( 


ALL PRECISION-BUILT — BEAUTIFULLY ST. PAUL 4, MINN 


DESIGNED — PROFITABLE! 


—TY PEWRITERS— 


ALL MAKES—MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNSTRAND—BURROUGHS—VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT—BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 


White for Prices 


Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$12.95 and pays you Extraordinary Profit. 


RELIABLE TYPEWRITER & ADDING MACHINE CO. 


Dept. A-12 301 W. Monroe St., Chicago 6, Ill. 
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ae 
uckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 














Your Business will have a 
better chance to flourish 


promises this great new business 
guide by J. K. Lasser 















TOW, J. K. Lasser has written a new guidebook especially 
for proprietors and operators of small stores, factories, and 
sefvice companies that shows how to buy, sell, manufacture, 
operate, control . . . handle all parts ef your business . 
In it, you will find an amazing list of do's and don'te—icdeas, 
methods, pointers, to help the small businessman not only stay 
in business, but also, more important, make a satisfactery prefit. 


HOW TO RUN A 
SMALL BUSINESS 


1001 profit- 
building ideas 
By J. K. Lasser, C. P. A. on; 


Adjunct Professor of Taxation, Chairman, TAXES 
Institute on Federal Taxation, N. Y. University RETAILING 
350 pages, 6x 9, $4.50 PRICING 
4. book is a valuable, realistic guide to sound, profit- FINANCING 
able, enduring business management. In the form of 
check-lists and brief fact-filled statements, it covers every- MAIL ORDER 
thing from hew te get good records and check a customer's CREDITS 
credit . . . to hew to train new salespeople and lay out « 
plant. Presents every eppertunity for building business— etc., etc. 


plugs every leephole for escaping profits. 


- SEE THIS BOOK 10 DAYS FREE - 


McGraw-Hill Book Ce., Ine. 

330 W. 42nd St., New York 18 

Send me J. K. Lasser’s How to Run a Small 

Business for 10 days’ examination on approval. 

In 10 days I will remit $4.50, plus few cents for 

© How Best to Handle Your delivery, or return book postpaid. (We pay for 
Credit and instaliment delivery if you remit with this coupon; same 
Sales return privilege.) 


13 big sections 
provide scores of 
ideas on: 


*® How to Build for Profits 


Hew te Buy on Estab- NEMO cccccccccces 


lished Business Address ..... sesdpecondeuinnne 
*® How to Operate a Store Chty........ Zone State 
Most Efficiently Company ‘ 
PONE cecesccsoencoccecs A ia-d) 


® How to Make Profits in 


Wholesaling, ete. This offer applies te U s. only. 
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rfp hy ov / CUT COSTS — PRINT WITH é 
OF THE MONTH : 
° 7 
t 
A FINE PAIR A b 
OF CHAIR MATES 
MAKE THEM IN THE 8 
EASY-TO-OPERATE 
c 
- 1 
EVA-PRESS | | : 
- Pp 
se 
Vv 
MATERIALS a 
COST LESS THAN 
$1.25 FOR 
10°x10” PLATE Cc 
BRIEF DIRECTIONS 
1. Insert type form and m 
plastic sheet into hot Eva- bi 
Press, apply pressure, let . 
/ cure for 10 minutes. 
" 2. Rel re, extra 
St | e ai hai Ientess aed bore 
inished matrix 
DISTINCTIVE me 
QUALITY ALUMINUM Seo as ae ee . 
FURNITURE sort bem tate hot ive. ~~ 
OF OUTSTANDING BEAUTY = eee, ste 
rite for ivetr catalog, deaier prices an mcounts 
+ PLATENS 11x13" 4, Nisam speci, stv . 
e INSIDE CHASE 10”x12” have finished Rubber Plate . 
More detailed directions 
supplied with Eva-Press pe 
FOR MORE INFORMATION WRITE TO - 
oc 
AMERICAN EVATYPE CORPORATION we 
225 Belleville Avenue Bloomfield, N. J. 751 OSTERMAN AVE. DEERFIELD, ILLINOIS . 
DIGBY 4-3245 BLOOMFIELD 2-4120 











I 
Paper Cifes 


of Ourselves and 
r ° id 
Presentatives In 


ies —— ERE THANKS 
Our Patronage in 1957 


we Act 
, rep 

















| PHOT ar 

+ © MATERIALS har 

fing mProving PREMIER. 6 fp 7 

ting boards MIER cut. : & - aa 
% Re 
, im —U: fisca 
: 
$3.90 
334 N. Bell Ave. . . . CHICAGO 12, ILL. Ade 
PITTSBURGH CUT WIRE CO Representatives of ¢ 
° Henry Deutsch, Cox Lane, Route Raton Stone, by Ag Room a re 

- No. 5, Box 747, Dallas 9, Texas. » New Yor y, cov - Ve efl 

1112-20 Galveston Ave., Pittsburgh 12, Pa. eve tiated, Biine, Dg athena = 
439 Ellis St., San Francisco Jack Luke, 5240 Sheridan Rd., Chi- ame 
B. K. Mitchell, 311 Corona St., — Gietteretvem, South Eastern taxes 

Webster Groves, Mo. Atlantic States both 
busin 
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REMINGTON RAND, INC., 315 4TH AVE., NEW YORK 
10, N. Y.—Recently released by this company is a brochure 
featuring Nylex, a newly developed all-nylon typewriter ribbon. 
The ribbon is claimed to be extra strong and durable, and 
to produce dark, clear characters. The booklet, RSR 141 DM, 
“Type Right Through Nylex” is available from the firm’s 
business machines and supplies division, at the above address. 


UNDERWOOD CORPORATION, ONE PARK AVE., 
NEW YORK 16, N.Y.—A new dealer broadside declares that 


30,343,161 families are reached in the Underwood Christmas 
campaign on portables. It tells that four color full pages in 
magazines of national circulation are designed to put over a 


peak of Christmas volume. Besides describing the Underwood 
portable models the broadside informs the dealer how he can 
secure an electric flasher display free and gives suggested ad- 
vertisements, mats of which may be secured along with window 
and counter display cards. 


WILSON JONES COMPANY, 3300 FRANKLIN BLVD., 
CHICAGO 24, ILL.—An attractive bright green and white 
brochure, designed for the Christmas shopping trade, has been 
published by the company. It illustrates many types of diaries, 
memo books, recipe books, desk folders, brief bags and ring 
binders suitable for both commercial and personal gifts. 


3; nancia [ 7], bes x: 





Addre jraph-Multigray poration, 1200 Babbitt Rd Cleveland 17, 
Ohio ‘ the pany history. and 
>| 3 
te 40 
$6.84 pe 
4 w 
— 
Evershart 800 W. R St., Chicago, Ill Eve ) 
+ 3 fs 404 ; 
yes ? a 
as 
4 4 Net ‘ » 
Ww $1. 106 e first six ths 
du yea 
88 908.78 
jend 
equaled $1.14 
3 aft 
jer 
International Business Machines 


Corporation, New York, N. Y.—For 
) op ae sy 8 ; Ma 


f $7 1) 492 after 


me ter ta 
$8.09 
Roya writer C Park Ave.. New York 16 N. Y 
44 $3.8 
¢ 444 
‘ aad 
+ $ 
’ oe 
ear henef 
e 2 48 and 
e e ’ 4 
w 
$24 c 4 ? 9 
$ 8 $5,754 ? e 
n a $2.4 a e 
sine $ 2:0 aries s e r 
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ADJUSTABLE 
(Up A down 


on!" centers 


A THOUSAND USES 
on every Desk & for 
every Mail Room, etc 


© Mail & Pigeon Hole Rock 
® Invoice & Check Assorter 


TWO 
MODELS 


Model Capacity List Price 
FS-15 JR. 12 Trays (6 trays furnished) 15° « 13%" « 12" $18.50 
FS-30 SR. 24 Trays (12 trays furnished) 30x 13%" 12" 31.50 
Extra Trays each 1.35 


@N Y C Phone. CHelsea 3.3600 








Better Dealer Discounts 
- LITERATURE ON REQUEST - 
% J. R. GELLER 
Mig Rep Ex ve 











141 Oakland Garden Sta 
Flushing, N.Y 


Box 











PERMA 
CHAIR MATS 
Are Reversible 


Beveled Edges — Black, Brown, 
Green, Maroon, Grey 


shall the 


Style 9648. Style 9649. 
36” wide, 48” 48” wide, 54” 
to end of lip. to end of lip. 









LIST PRICES EACH IN DOZEN LOTS 
LIBERAL DEALER DISCOUNT 


GEO. E. FOX & CO. 


SAMPLE ROOM, OFFICES AND FACTORY 
1051 N. THROOP ST., CHICAGO 22, ILLINOIS 


— 
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‘ELBE LOOSE-LEAF 
Cine EQUIPMENT 

Since 1909 
RING BINDERS ZIPPER CASES 
POST BINDERS STORAGE BINDERS 
PRONG BINDERS LEDGER BINDERS 
ARCHFILES CLIPBOARDS 
SPRING-BACK BINDERS 
PRESSBOARD FOLDERS 


MAGAZINE BINDERS 
INDEXES & FILLERS 





ALSO: Telephone Book Covers, Sheet Holders, Corporation Out- 
fits, Album Scrapbooks, Memo Books, Prong-Fastener Binders, 
Loose-Leaf Accessories and many other items 

% SALES EQUIPMENT x 


CATALOG COVERS SALES MANUALS 
PRESENTATION BINDERS DISPLAY BINDERS 
Gold Stamping—Embossing—Air Brush Super Finishing 
Write for Our Complete Catalog and Price List 







5 of Loose Leal Binders. 


v 
th €Lse) | 
~ gate 
~ ~ & tare Site - 5 haves 


NEW YORK OFFICE and SHOWROOM—200 FIFTH AVENUE 

















lyour CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 








We have broken all precedent with the 
manufacture and production of a dealer a 
and display unit to handle a complete line o 
CLEARTYPE MAPS. 

Ask for details about 
ynit, help you to advertise and bring P 


to YOU. 






how we install this 
ROFITS 





















Reply Dept. A-? 
AMERICAN MAP COMPANY, INC. 


16 East 42 St. NLY. 17, NLY. 
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the complete line 
for dealers 


UNDERWRITERS LABELS ON ALL 
SIZES AND CLASSES 


@ FIRE SAFES 

= VAULT DOORS 

= BURGLAR PROOF CHESTS 
= BANK EQUIPMENT 

@ SAFETY DEPOSIT BOXES 
@ TELLER’S LOCKERS 


White Jor CATALOG NO. 17 


UARDSMAN SAFE COMPANY 


John Robertson 









La Porte, Indiana 


LES @ NAVIGATIONAL INSTRUMEN . @ PROTRACTORS @ OTHER DEVICE 


ae ; 
Shit COV 
VALLLALE, YliHiYy 


| \ aa - o2 Te c oO am 
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WL Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


a ELWARD MANUFACTURING CO. 
———_—<—_— 557 Paw Pow Avene, Benton Harber, Michigen 











THE Best ONLY 





e If you want the best in 


Business Card Stock and 
Cases, remember we are 
the originators of the Scored 


Card and have been supply- 
ing the trade since 1902. 





e Carried by the f wing pe 
per mernens Detroit, Seaman-Patrick Paper 
New York City. Alla & Gray Co 


Pittsburgh, ¢ eld & Woods Grand Rapids, Carpenter Paper 
“ Co 


Cincinnat The field Ta Houston, L. S&S. Bosworth Co 
r Co Ine 


Samples on request. 


The John B. Wiggins Compan 
634 S. Federal St. . Chicago §, Ill. 














FOLDING CHAIRS 
SIDE CHAIRS 
FOLDING TABLES 








TABLET ARM CHAIRS 
METAL CHAIRS 
AUDITORIUM UNITS 






Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 







All types of wood and steel folding, 
non-folding chairs and folding tables 
in stock. Save time! State type and 


quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.) N. Y. 1, N. Y. 








sn eh etd 








SALESMEN 
:4 1951 1890) 


Different? —Yes— but 
exactly alike in their 
dependence upon 
BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


Beach Publishing Co. B 
7338 Woodward Ave. *. 
Detroit 2, Mich. 

















ppohairx 


ONE SHIPMENT+ ONE INVOICE 


typewriter papers 
mimeograph 
duplicator 

onion skin 

manifold 

manuscript cover 
copy papers 

pockets 

tablets 

drawing popers 
fillers 

file folders 

index cords 
construction papers 
tracing popers 
stenographer’s note books 
adding machine rolls 
scratch pods 

@ complete variety of envelopes 
business cabinets 
blotting papers 


SAXON “aéer PRODUCTS, INC 


240 WEST 18th STREET NEW YORK it. WN. Y 














Jeslin Eclipse 


PRECISION TIME STAMP 










FOUR STAR 
SUPERIORITY 


* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


4. D. JOSLAN wre. coupany 


MANISTEE MICHIGAN 
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KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


King chairs are scientifically 
designed and engineered for 
true posture seating all 
chairs feature instant 3-way 
finger-tip adjustment. New im- 
proved glossy-smooth infra-red 
baked enamel finish. Modern 
massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available 


WRITE TODAY FOR OUR NEW 
ILLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 











mn 1270 Ontario Street 





=i 


NT DY 


DAYTON STENCIL 
WORKS CO. suis" 





ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 





© Radio @ Appliance Stores 


Make Those Extra TUT ESTOS 


4a 





a : paRnsonaLizen CHES™ peated 
ae syaementostnwe rasstoo 
touiatatopasencon® cence 
reenar sr auivacore® a 
etree raesecon® ome SAVERS 
raven waters 


» William lO LINE Ine. 






Cleveland 13. Oflo ccc! 





QUALITY WOOD 


COSTUMERS 


72 Inches High 
22 Inch Heavy Base 
4 Metal Hooks 
Oak and Walnut Finish 


Packed 6 per Carton K-D 


— Immediate Delivery — 


No. 1750—13% in. Square Post $7.90 List 
No. 2250—21% in. Square Post $11.90 List 


DALE OFFICE FURNITURE 


MANUFACTURERS 
61 West Hubbard Street 
CHICAGO 10, ILL. 


No. 2250 No. 1750 














“<==” Plaques of Distinction 
Plastic « Walnut e Bronze 
HONOR ROLLS 


for Servicemen and many 
other purposes 


NAME PLATES, 
all kinds. Office Identification 
Signs, Door Plates, Directories, 
etc. 





perl Seaen COwemS come 


ne CY we See ceeeee 


Largest -asscrtment of plastic 
desk name plates in the world 


Walter E. Kutch Co. 


scletis Since 1942) 18229 W. McNichols Ré., Detroit 19, Mich. 


(PI 
Specialists Since 1942) 







































Rotodex’s NEW 


Salesman’s Prospect File— 
The MODERN Key 
to Vital Prospect Data 


500 “hot” prospects ct the solesman’s 
fingertips—with all the facts to ‘close 
thot sale!’’ 
One of 15 NEW SELECTOFILE rotating file systems for the desk— 
the most modern examples of desk-top convenience. Dato always 
at fingertips at a spin of the ROTODEX wheel. Forms to accommo- 
te almost every business use—to fit right in with your customer's 
needs—no matter whot his business or profession may be! 
Complete 500-card SELECTOFILE system lists for only $7.85. Avail- 
able with blank cards at $5.75 list. 


ROTODEX COMPANY so.) xe 
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GENERAL LOOSE LEAF BINDERY €0., Inc. 


0) 0) an & Ne 2 gO) 
‘oy. U8.) Ol em eeh saat 
PORTFOLIO ind 

DECORATIVE (¢ VERS 


30 YEARS MANUFACTURING EXPERIENCE 


Stressing %& 2uality 


720 S. Dearborn Street + Chicago 5, Illinois 
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OAK 


Legal and letter 
size hardwood 
desk trays in 
eo beautiful 


notural oak 
finish Heavy 
felt bottom In 


ected and individu 
y boxed 


2830 ROBERTA ST. 


THE TRADEMARK OF QUALITY 





WOOD DESK TRAYS domg-life 


WALNUT FINISH 







steel green. = 


The Stempco Line includes chair mats, costumers, arch boards, arm rests, blackboards, desk trays, clip boards 
and check racks. Send for new 1952 catalog just off the press. 


STEMPEL MANUFACTURING CO. 





GENUINE WALNUT 


Also available Here's the desk 
in many other ey in » 
popular finishes i walnut. 
including _imi- yy em 
tation moahog ion. 
any, blonde Both letter and 
steel gray and legal size. 


DALLAS, TEXAS 





Faster Turnover. . . Bigger Profits 


PLAS-T-CAP 


“NEED-L-POINT” 
THUMB TACKS 


MO MORE BROKEN FINGER NATLS 
© SAFE pin wit OT Peess THeU wEAD 











PHANE WRAPPED PA @® ruuy 


oe THREE FAST SELLING STYLES © FOUR DOZEN DISPLAY UNIT 
ROUND — ROSETTE — STAR @ NATIONALLY ADVERTISED 






America’s Fastest 
Selling Thumb Tack Line 





SHELTON CO. 


SHELTON. CONN 


WRITE FOR 


CATALOG SHEET WATERBURY TACK DI¥ 


WORLD'S LARGEST THUMB TACK MANUFACTURER 
ORiO B 


All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 S. HALSTED ST. + CHICAGO &, ILLINOIS 








Gold Lacquered Metal 


LABEL & CARD HOLDERS 


Complete range of 
sizes and styles 


Always in demand. Low cost. Profit- 
able to handle. Identify contents of 
shelves, bins, boxes and drawers. 
IMMEDIATE DELIVERY 
Send for Samples 


Write for Illustrated Price List 
CHICAGO CARD HOLDER CO. 


— manufacturers — 
P. O. BOX 217 — OR 
732 N. MORGAN STREET 
CHICAGO 26, ILL. 


TYPE CLEANING MADE EASIER 


with the amazing 


ji 


~ee 4) 
—) NCA 2 §6CLEANS 
5% 7 
gh cv » Z, © Typewriters 
* Billing Machines 
¢ Adding Machines 




















9988 


\ 









Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
— it’s easy to use—no mess © Addressing Plates 
—no liquids to spill * Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1123 Broodway, New York 10, N.Y 











Have You | 


a Friend —or business acquaint- 


ht like to keep in touch | 


vith office equipment by reading 
fice A ynces? If so, send us the | 
ame, ad and business and we will | 

send a sample copy with our com-_ | 


iments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S$. A 
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ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Send for Folder 
and prices. 

















Manufactured by 


Straight Side Style Library Styte 


I. D. COTTERMAN see onicago 46 
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the NEW, IMPROVED “Leisurcst” 


Pat. Me. 0D144.677, ether Patents Pending 
















® ideal for . » Raise the headpiece to any desired 


@ PLANTS 

© OFFICES : 

© Ghaemenns position . . . it will automatically stay at 
e HOTELS that position . . . To release the ““Magic- 
© GAME ROOMS 

© DENS Hold,”’ raise the headpiece all the way. 
e NIGHT CLUBS “ ‘ Be 
9 tenammenan It can then be lowered to the ‘flat’ posi 
@ pocTors tion. Available in the finest plastic mate- 
e GYMS 


e institutions ials in a wide variety of colors. Show 
Leisurest for extra sales!!! 
WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 


‘ / MPF. BUA L eetiee Fer wiliire G 





a >. & Vs ese, > w aon & 4 19 





DICTATING MACHINES 


GUARANTEED REBUILTS 
LATE MODEL 
DICTAPHONES—EDIPHONES 
AUDOGRAPHS—SOUNDSCRIBERS 
* 

CLEARTONE CYLINDERS 
WIRE SPOOLS—SUPPLIES—DISCS 


- Write us today regarding your needs 


AMERICAN DICTATING MACHINE CO., Inc 


ESTABLISHED 1923 


65 MADISON AVE., NEW YORK 16, N. Y. 
Telephone MUrray Hill 4-3554 












, CANVAS PRODUCTS co. 
: Corner Marquette 
& McWilliams Sts. 
FOND DU LAC, WIS. 





















The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
tions quickly with one application. 

@ INK-OUT removes ink, iddine, fruit 
and medicine steini from paper, 


hands and clothing. 
CARDINELL CORPORATION § MONTCLAIR NEW JERSEY 


; ‘ 
©” the desk of the ™ 


ORNA-METAL PRODUCTS CO., 2412 SO. SEVENTH ST., ST. LOUIS 4, MO. 











5 
+? ' — 
\] \ Nee only for a high- AV 
i; a quality line... but also A Wj 
~~ 1 
Sor those little extras and \W Yj 
€ an 
“breaks” that mean extra 
« 


MAN 


CARBON PAPER \a# i. 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 


WIV MLL LAE 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markile Company, Mfrs. 


3685 S. Recime Ave. Chicage 9, U. 5S. A. 





incorporated 420 Lexington Avenue, New York 17, N.Y 


Factory Bridgeport, Conn 
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PEN GU Bib leith a ile sae) ITION! 


DRAWER FILE 18" 


A Complete File 34 Depth 


List $23.15 


WITHOUT LOCK 





WITH AUTOMATIC 
PLUNGER LOCK add $7.95 













GREEN Better Dealer Discounts 
OR GRAY - UITERATURE ON REQUEST 
Phone CHelsea 3-3600 


Mig by Ourable Metal F.O8B Bklyn., N_Y 





NEW! 


EASIER 


TO PICK UP 


QUICKER 
TO USE 


STRONGER 
ALL AROUND 


COST NO MORE 





ROUND RUBBER BANDS 


ORDER NEW 


OPEN-RING 
BANDS FROM 


ALLIANCE 
RUBBER CO. 


ALLIANCE 2, OHIO 


a a a a ee ee ee ee ee ee ee ee ee 





4 
. 
4 
4 
4 
4 
. 
: 
4 
4 
: 
4 
4 
4 


|e @—# -@—@ ¢ 


OR—SLIDELL, 


LOUISIANA 












cbJ. R. GELLER ei 555 


Jobbers, Brokers Wanted 


@ letter & Legal Sizes @ Grey or creen. 


HEAVY DUTY STEEL, 20 GAUGE DRAWER FRONTS. COM- 
PRESSOR FOLLOW-BLOCK AND GUIDE ROD. SOLID 
ALUMINUM DIE CAST HARDWARE. EIGHT BALL-BEAR- 
INGS INSURE EASY ROLLING. BAKED ENAMEL FINISH— 





DEPTH 18” DESK HEIGHT 30” List 
SA LETTER SIZE WITHOUT LOCK. $23.15 
WS AX LETTER SIZE WITH AUTOMATIC PLUNGER LOCK. 31.10 
18 L LEGAL SIZE WITHOUT LOCK... 28.15 


IOLK LEGAL SIZE WITH AUTOMATIC PLUNGER LOCK. . 36.10 


INDIVIDUALLY CARTONED. WT. APPROX. 46 LBS. 
Delivery 2 to 3 Wks. 
Box 141 Oakland Garden S$ 


ADEL IGT: N.Y 





-<-\ Receipt Books 
% for the trade 


Rated dealers (Dun & Bradstreet) 


Stock Books $14.40 doz. 
($1.20 ea.) Suggested 
retail, $3.25 each. 


Imprinted, slightly higher 





500 originals 
500 duplicates 


Duplicate Receipt Book Co. 


Box 842, Birmingham 1, Ala. 


Write for Prices 
and Catalogue 











THE HANDY NEW 


- Wemo-Roll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 
9/,"" long 

Uses regular Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered in 
Roll. 


— Ss 







LIST PRICE < 
$1.50 Complete 
Extra Rolls 35¢ each 


Send for Litereture and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1846 W. BELMONT AVE a CHICAGO 13, ILLINOIS 








A PROVEN TYPING AID 





Sample key, literature and prices upon request. 


SPEED KEY CORPORATION 


a 


“ MASTER 


SPEED KEYS 


“The Spring Cushion Keys” 


Speed Keys cushion fingers, re- 
duce fatigue and accelerate type- 
bars. Up to 20% more work 
can be produced by Speed Keys. 

Tops are of durable plastic 
that is formed to fit the fingers. 
Characters will not wear off or 
become dirty and illegible. 


268M Chauncey St. 
Brooklyn 33, N. Y. 








|'MR. DEALER ... | 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 


It's 


DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
IMMEDIATE SHIPMENTS 


Write or call for complete information, 


prices and dealer discounts 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
74 Broad St., New York 4, N. Y BOling Green 9-8231 
WAREHOUSES—MIAM!I, FLORIDA—NEW YORK, WN. Y.—LOS ANGELES, CALIF. | 











The Holder designed . . . 
with the Dealer in mind. 


| The NEW 

IT COSTS YOU LESS TO DRAW Cov RIGHT 

FROM OUR LARGE STOCK OF | ttne-bp-fina) 
WOOD AND STEEL | COPYHOLDER 


repair-proof” 
wide demand by active firms 
that turn out considerable type- 
written material—also big RE- 
PLACEMENT market. 


| 
} Write for details 
| COPY RIGHT MFG. CORP. 


53 Park Place, Dept. D-12 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto |. 


and in 











OFFICE APPLIANCES, December, 1951 


225 








On the job! 


Our volunteer speakers are saving thousands of 
lives today . . 
neighborhood and civic centers ...at social, fra- 
ternal and service group meetings all over this land 

. by showing people what they can do to protect 
Sensdve: and their families against death from 
cancer. 


. in factories and business offices . . . at 


In laboratories and hospitals, from coast to coast. 
our volunteer dollars are supporting hundreds of 


226 


research and clinical projects that will save count- 


less more lives tomorrou 


To find out what you yourself can do about cancer, 
or if you want us to arrange a special educational 
program for your neighbors, fellow-workers o1 
friends, just te Je phone the American Cancer Socie ty 
office nearest you or address your letter to “Cancer” 
in care of your local Post Office. One of our volun- 
teer or staff workers will be on the job to help you 


American Cancer Society 
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December, 














1951 OFF! 


Me Ag“! 


HERE’S YOUR 
OPPORTUNITY 


COMPETE FOR 4° ANNUAL 


- 





* | Buila Prestige for you and your store with 


your customers and community. 


*% 2 Get National Publicity for you and your 


store in newspapers and magazines. 


*% 3 Focus Attention of Trade and Suppliers 
on the job you're doing as an alert, progres- 


sive retailer. 








Brand Name Retailer of the Year Awards 


LAST YEAR'S TOP STATIONERY WINNER 


r ; — 
a a en oe 









Brand Names Sundalion 


i CORPORATED 





SRD ANNUAL RETAIL AWARDS 


GIVEN TO 


LATSCH BROS. 
LINCOLN, NEBRASKA 


AS 
STATIONERY STORE 

4RAND NAME RETAILER OF: THE YEAR 

For 1950 


BRAND NAMES DAY 
AT NEW YORK CITY, APRIL 11, 1951 













20 BIG AWARDS 


80 Certificates of Distinction in... 


ALCOHOL BEVERACES AUTOMOBILE DEALERS — BUILDING 
MATERIALS—CHILDREN’S APPAREL — DEPARTMENT 


STORES, CLASS I—DEPARTMENT STORES, 
CLASS II—DRUGS —ELECTRICAL APPLIANCES 
FOOD— FURNITURE— GASOLINE SERVICE STATIONS 
HARDWARE— JEWELRY — MEN'S APPAREL— MUSIC — SHOES 
SPORTING GOODS — STATIONERY AND OFFICE SUPPLIES 


VARIETY — WOMEN’S APPAREL. 
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SPONSORED BY 
BRAND NAMES FOUNDATION, INCORPORATED 


Given annually to retailers in 20 fields who best 
present the brand names story to customers and 
employees. Make sure your store is entered! No 
cost or obligation whatsoever! Simply mail the cou- 


pon below for full information and entry blank. 


Size of store does not matter. Last year over 
2,000 stores participated. Special awards were 


made in every field to big and little alike. 


Final awards will be presented April 16 at the 
annual Brand Names Day meeting, New York, 
before America’s top business executives. Here’s 
your chance to spotlight your establishment as tops 


in retailing. 


DIRECTOR OF RETAIL RELATIONS 
BRAND NAMES FOUNDATION, INCORPORATED 


37 West 57th Street 
New York 19, New York 


Our store would like to enter the competition for the 
Brand Name Retailer-ofthe-Year awards. Please send full 
information to: 


Name___ —* 


Title eas sl 








Store 


Address___ - 


































Three chairs for 
“the executive look” 


in matchless hand-finished satin chrome 





Here, in clean smooth symmetry, you see three new Ne. 1200 Executive Chair 
ms Seat and new floating back 


reasons for Royal popularity. Strikingly new is the both U. S$. Koylon molded 
beauty of hand-finished, heavy plate satin chrome ne ener 
, . ; ° No. 1210—S but with 

. .. lustrous as a fine silver satin fabric. Amazingly ————-_ 
strong and durable is the smartly designed square 

. , : No. 730 Arm Chair 
steel tubing. Comfort, always a Royal specialty, is U. & Keyl eclded toon 
further enhanced by the luxury of finest U. S. porn Por cally - podded, 

us . a ° 


Koylon molded foam rubber. Upholstered only in sia Chita tas Ge tes Gal 
Royalpoint cloth fabric—7 smart office colors. 





No. 731 Side Chair— U.S. Koylon molded foam rubber 
. seat and padded, custom-fit back. 
Now! Feature all three —sell the Executive si “elle ch net EE, oc 
ro os a ck e for added rofits! ° —voame Vv wi astette rms 
group packag Pp | 


— . ¢ 
<€> —-_ - furniture since '97 : 


ROYAL METAL MANUFACTURING COMPANY 


1753 NORTH MICHIGAN AVENUE - CHICAGO 1 


New York + Los Angeles + Michigan City, indiana « Warren, Pennsylvania + Preston ond Galt, Ontario 
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| ut here’s EVERYTHING you want- 
VAL VA for much less money! 


; 3 j “ | p) LN , The Heyer Model C Lettergraph costs sub- 
* stantially less than other duplicators of 
comparable quality . . . it is still delivered 

’ | ) A IN > | Pp quality 


complete with supplies . . . and now, with 











































the new improved Positive Paper Stripper 


NGQv= "aR" ~Vay "aR p= and Take-on Plate, it’s a greater value than 
ee me | ever before! 
CAD CD. CW 


= 


\ 

















D\\¥ / 


Si/ 


POU 


x Other Models from $29.50 to $84.50°% 


Model E— Automatic Feed —Inking, Roller Re- 
lease. Has all features of other models, plus new 
improved automatic inking cylinder, lettering guide 
and stylus. - «+ « « « Complete $84.50* 


Model D— Automatic Feed and Roller Release, 
plus new positive paper stripper and take-on plate. 

Complete $74.50* 
Model 24— Inexpensive; most popular duplicator 
at thislow price. . . . Complete $29.50* 


















| Here’s everything— Model C has every essen- 
tial feature a first quality duplicator should 
have. Delivers clear, sharp copies in any quan- 
tity desired —at speeds up to 100 copies per 
minute. Handles paper up to legal size. Has 


automatic paper feed, high capacity feed 





table, and quick, easy-setting paper guides. 
Depend oT Heyer, creators of quality equip- Write or ask for the Heyer Catalog—shows the complete 
, ae : , a — Heyer line of duplicating equipment and supplies. Heyer has 

ment since 1903, for everything induplicating! everything! 
— 
- 
< 
ww 

~~ 
fine duplicating equipment since 1903 
THE HEYER CORPORATION, 1852 S$. Kostner Avenve, Chicago 23, Mlinois 

-~ ge —e i Eastern Office Western Office Canadian Distributors 


17 East 17th Street 420 Market Street The Brown Brothers Ltd. 


Yad New York 11, NLY. Son Francisco 11, Colif. Montreal— TORONTO —V ancouver, 
F - ZA% 




















UNDERWOOD’ 
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CHAMPION 


Every Standard 
Typewriter Feature ! 

See-Set Margins! 

Key Set Tabulation |! 











UNIVERSAL 


Moderate-priced! 
Up-to-the-mingte! 
Standard-Spaced 
non-glare Keyboard! 


es 


we 





LEADER 


Bargain-priced! 
‘Family Keyboard’ 
---Fastest selling 
Portable on market! 
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Underwood Portable 
Typewriters 
and Leader é) | , 
Adding Machines : Pay TEADER 


SAYA : Adding Machine Modet 78-3— 
' , ,;, Direct subtraction! 
ee “! 10-Key Keyboard 


Underwood Corporation ea og LEADER 


Typewriters...Adding Machines... Accounting ey 
Machines... Carbon Paper... Ribbons Adding Machine Madel 67 
One Park Avenue, New York 16, N.Y. . --- Specially designed for 
re small business and 
Underwood Limited, Toronto 1, Canada Nobne use 


Sales and Service Everywhere 


It will pay you to promote UNDERWOOD! 
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